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TUESDAY, DECEMBER 3, 1957 


House or REPRESENTATIVES, 
SUBCOMMITTEE No. 2 oN GOVERNMENT PROCUREMENT, 
DisposaL AND Loan ACTIVITIES OF THE 
SeLect CoMMITTEE ON SMALL BUuSINEss, 


New York, N. Y. 


The subcommittee met, pursuant to call, at 10 a. m., in room 905, 
United States Court House, Foley Square, New York, a Hon. 
Abraham J. Multer (chairman of the subcommittee) presiding. 

Present: Representatives Multer and Riehlman. 

Also present: Representatives Anfuso and Teller; Irving Maness, 
subcommittee counsel; and Victor P. Dalmas, adviser to minority 
members. 

Mr. Mutrer. This hearing will now come to order. 

This is a heari ing of Subcommittee No. 2 of the House Small Business 
Committee. 

Subcommittee No. 2 has jurisdiction over Government procurement, 
disposal, and loan activities of the United States Government. 

This hearing today is part of a series of investigations that our com- 
mittee has had in hand now for some time. ‘This public hearing will 
be a 1-day session here in New York today, and will then be resumed 
in Washington at a later date which will be announced through the 
press, and ‘with due notice to the witnesses who will be called at that 
time. 

The purpose of this investigation and this hearing today is in 
accordance with the authority vested in the House Small Business 
Committee and its subcommittees by the resolution which created 
that committee. Among other things, we are charged with inquiring 
into, studying, and determining whether or not the applicable statutes 
and regulations are being properly administered so as to give small 
business its fair share of Government procurement, and also to deter- 
mine whether or not the law needs amendment or change in order to 
implement the intent of Congress as heretofore expressed in various 
statutes and reports, in order to keep small business in a fairly equitable 
competitive position in the economy of our country. 

We have received many complaints from various sources that 
Government procurement in this area in the field of fresh fruits and 
vegetables has not been doing its proper job by small business; that 
the purchasing and procurement is done by negotiated bidding and 
so-called spot buying rather than by competitive bidding; and that as 
a result of that, many reputable, responsible, and caiehie bidders and 
persons who could supply the Government’s needs have been precluded 
from participating in the program; and with a further result that much 
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of this buying has been concentrated in the hands of a few persons or 
firms in this area. 

I might say that while there have been complaints received indi- 
cating that there may be something wrong, our main purpose is to 
determine whether or not the program is operating in accordance 
with the law and regulations; and, if not, how to improve it. 

If, however, in connection with such investigations and hearings, 
wrongdoing is disclosed, it will, of course, be referred by this com- 
mittee to the appropriate authorities for their action. 

Isay that without pointing a finger of suspicion at anybody. At 
the same time, I want the record to show that we have given fair 
warning that anything which is said by any witness here may be used 
in other proceedings, civil or criminal, elsewhere. 

Again I repeat, “that is said by way of warning and caution, and 
not by way of pointing a finger of suspicion at anybody. 

We intend to hear this morning the commissioner of purchase of 
the State of New York; the commissioner of purchase of the city of 
New York; representatives of the Army Quartermaster Corps, the 
Department of Agriculture, both, of course, of the United States 
Government; and then we will hear from several people who are do- 
ing business with the procurement agency in this area, in this field; 
and we will also hear from some who would like to do business but 
who have complained they have been precluded from doing such 
business. 

I am very happy that we have been joined here this morning by 
Congressman Anfuso, who is a member of the Committee on Agri- 
culture of the House, and chairman of the subcommittee which is 
concerning itself with the reason for higher consumer prices for the 
products that are produced on the farm. I think that he will prob- 
ably be able to get some leads here as to why prices occasionally are 
higher to the consumer in this area than they should be. Mr. Anfuso 
sits on my left. 

We are also very happy that Congressman Riehlman of Syracuse, 
the ranking minority member of the “subcommittee, is with us. He 
sits on my “Tight. 

On his right is Mr. Victor Dalmas, minority adviser to the sub- 
committee; and on the further side of Mr. Anfuso is Mr. Irving 
Maness, who is counsel to the subcommittee. 

Mr. Riehlman, would you like to make any statement? 

Mr. Rrexuman. No, Mr. Chairman. I think you have covered the 
committee’s interest very carefully and very thoroughly. 

Mr. Mutter. Thank you. 

Mr. Anfuso, would you care to make any statement before we get 
under way? 

Mr. Anruso. No, thank you. 

Mr. Mutter. We will start with the first witness, who is the 
Honorable Charles H. Kriger, a prominent and successful lawyer in 
the city of New York, who did outstanding work for many years as 
chairman of the Board of Assessors of the city of New York before he 
was called by Governor Harriman to take over the Division of Stand- 
ards and Purchase of the State of New York, which post he now 
occupies. 

He is an able and devoted public servant. We are very happy to 
have you with us here this morning, Commissioner Kriger. 
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Mr. Krieger. Thank you. 

Mr. Mutter. You may, Commissioner, proceed in your own way, 
either giving us a brief statement and then submitting to questions, or 
indicate just how you would prefer to proceed so that we can have 
you give us as clear a picture as possible of the operations of the 
State of New York in connection with the purchases of fresh fruits 
and vegetables. 

Mr. Anruso. Mr. Chairman, before Commissioner Kriger goes on, 
may I join you in the laudatory remarks which you have made about 
Commissioner Kriger. They are certainly 100 percent deserved. 

Mr. Kriger. Thank you very much. 


TESTIMONY OF CHARLES H. KRIGER, COMMISSIONER, DIVISION 
OF STANDARDS AND PURCHASE, STATE OF NEW YORK 


Mr. Kricer. I was not really prepared to make a formal statement 
here today. I had intended to submit to questioning. 

However, since I know the purposes for which I have been called, I 
think I can give a general statement of our practices. 

Under the State law, we are required, whenever purchases exceed 
$1,000, to indulge in competitive bidding. The division of standards 
and purchase does all the purchasing for the State of New York, all 
supplies, materials, equipment, and that includes food. 

We have the power to either make the purchases ourselves or permit 
institutions to make the purchases under our supervision. In either 
case, there has to be competitive bidding. 

So far as fresh fruits and vegetables are concerned, we conduct the 
bidding for part of the State, and permit institutions to conduct the 
bidding for the balance of the State. 

The part that we conduct bidding on is within the metropolitan 
area, and it includes the city of New York, Nassau and Suffolk 
Counties, and the counties of Westchester, Putnam, Dutchess, Ulster, 
Orange, and Sullivan. 

There are 22 institutions within that area for which we purchase, 
and they constitute approximately 65 percent of the total institution 
population for the entire State. 

Bidding is conducted upon a weekly basis for delivery upon a 
weekly basis, and the majority of those who bid for this business are 
merchants within the city of New York, that is, for the fresh fruits 
and vegetables. 

We have separate bidders for bananas and separate bidders for 
carlot potatoes, and the carlot potato bidders exist throughout the 
State of New York. 

Our State, for purposes of purchases generally, is divided into zones, 
and the zones that are involved in our purchase of fresh fruits and 
vegetables, that is, the zones that we do the competitive bidding for, 
are known as zones 8, 8-A, 10, and 11. That encompasses the section 
that I have just referred to. 

We have 22 institutions within that particular section. 

We are not required by law to advertise in any newspapers for 
bidders, but we have what we call a bidders’ list. Upon that bidders’ 
list are those within the district who have applied to be placed upon 
the list and who have the sufficient facilities to deliver the quantity 
of fresh fruits and vegetables that we are purchasing. 
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We conduct the bidding upon a weekly basis, upon specifications 
that are pretty well known to the trade, and which may be obtained 
from our office. And if you care to have me give the committee 
several copies of it, I shall be happy to do so. 

In the proposal which we send out, we list the estimated quantities 
of the fresh fruits and vegetables that we are going to purchase based 
upon the purchases for a prior period, because we do not know exactly 
what the institutions will buy. 

These are given to the purchasers, who then send in their bids 
upon our proposal forms, which I have here, and the awards are made 
upon the zone basis, that is, the lowest bidder for each zone will 
receive the award. However, no more than one zone will be awarded 
to a bidder. 

In effect, the prices that are set forth, as well as the award that is 
made, is really a price list because there is no commitment on the 
part of the State to purchase the exact quantities which are set forth 
in the proposal. The purchases may be more or less than the amounts 
set forth. 

Deliveries are required to be made on either Tuesday or Wednesday. 
I should say that the bid opening is on a Monday morning in the 
city of Albany. 

The prices are transmitted by telephone to a clerk here in the city 
of New York. The clerk is told who is the lowest bidder for each 
zone. The clerk then notifies the institutions of the name of the 
low bidder, as well as the price of the bid on each product; and the 
bidders are likewise notified as to the results of the bid so that they 
are in a position, even though no formal award has been made on a 
Monday, to make deliveries on Tuesday or Wednesday as is required. 

Inspections are made for us by the New York State Department 
of Agriculture and Markets at the expense of the contractor. The 
rate there normally is $4 an hour for inspection. There are stipulated 
amounts, however, for potatoes, which are $8 for a carlot, $6 for up 
to one-half carlot. 

If it is found, upon inspection, that any fruit or vegetable does not 
meet specifications, it is rejected by these inspectors, and then pur- 
chase is made in the open market by way of replacement, at the 
expense of the contract bidder. And the inspection, the second 
inspection, is likewise at his expense. ; ' 

Open-market purchases are conducted by a clerk in the office in 
New York who contacts at least five merchants before making the 
award or making the purchase on the replacement basis. 

We estimate 

Mr. Mutter. May I stop you there a moment, Commissioner? 

Mr. Kricsr. Yes, sir. 

Mr. Mutter. Those open-market purchases you are talking about 
now are only by way of replacement? 

Mr. Kricer. Replacement because of rejections. 

Mr. Mutrer. Yes. 

Mr. Kricer. Even there, there is consultation with at least five 
merchants within the city of New York before that is done. 

We estimate that we purchase in excess of 200,000 pounds of fresh 
fruits and vegetables, exclusive of carlot potatoes and bananas, each 
week. 

In making the award, there is one other thing I think we should 
call to the attention of the committee. We, as has been indicated, 
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on the proposal, obtain prices. In some instances the low bidder 
may have given us prices for certain specific items that are excessive, 
in which case no award is made for those items at all unless the bidder 
is willing to reduce his price. 

In other words, there is an attempt at negotiations to reduce the 
price. If that fails, no award is made for that particular item, and a 
request is usually made to the institutions and other agencies for 
whom we purchase, not to purchase the particular item unless it can 
be purchased at what is a fair rate. 

I have given a general outline. I think that I have covered the 
field rather briefly, and if there are any questions to be asked, I 
should be happy to answer them. 

Mr. Mutrer. Commissioner, can you tell us the approximate dollar 
amount of all of the purchases by your department per year? 

Mr. Kricer. You mean for everything? 

Mr. Mutrer. No; just fresh fruits and vegetables, the approximate 
annual average amount. 

Mr. Kricer. The average amount would be approximately $650,000 
a year for the zones that the division itself takes the bids for. 

Mr. Mutter. Yes. 

Do you have any figure for what is done by the institutions directly? 

Mr. Kricrr. No; we have not been able to compute that as yet, 
Congressman. 

Mr. Mutrer. if you can compute that without too much difficulty, 
will you supply that figure to us? 

Mr. Kriaer. Yes, sir. 

Mr. Mutter. The average annual amount bought by the insti- 
tutions. 

Mr. Kricsr. I would be very happy to. 

(The information is as follows:) 

The annual amount of fresh fruit and vegetables purchased directly by State 
institutions outside of zones 8, 8A, 10, and 11 exclusive of carlot potatoes and 
bananas is approximately $266,000. Carlot potatoes for the entire State is about 
$503,500 and banana purchases are About $116,000. 

Mr. Mutter. Do those institutions also follow your method of 
procurement by competitive bidding? 

Mr. Kriacer. Yes, sir; competitive bidding in each case. They are 
required by law to do it, and they are required to submit it through our 
office. We have to approve of their purchase. 

Mr. Mutter. Yes. 

How long has the State of New York been using this method of 
competitive bidding for procurement of fresh fruits and vegetables? 

Mr. Kriasr. I will have to ask Mrs. Tessier. 

Mrs. Tessier informs me 17 or 18 years. 

Mr. Mutter. Yes. 

Well, I know of my own knowledge that it has been in effect since 
1943. It does go back beyond that. I did not remember how long 
it had been in effect up to that time, but apparently it started about 
1940. 

Mrs. ApELAIpE C. Trssi&r (assistant to Mr. Kriger). 1939 or 1940. 

Mr. Kricer. 1939, perhaps. 

Mr. Mutter. Yes. 

Have there been any complaints to you or the members of your 
staff as to that manner of operation? 
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Mr. Kricer. None that I have heard. I do not know of any com- 
plaints about this particular method. In fact, my impression is that 
it is the method that the merchants prefer, and it is also very satis- 
factory to all of our agencies, to the hospitals and other agencies. 

Mr. Mutter. And in your own mind, Commissioner, you are con- 
vinced it is the best way of purchasing? 

Mr. Kricer. I do not know of a better way, Congressman. 

Mr. Mutter. Do you make an examination or investigation as to 
the responsibility of the bidders? 

Mr. Kricer. Yes; we do. We make an investigation as to their 
responsibility, which includes, of course, their ability to be able to 
comply with the contract. 

Mr. Mourter. In other words, that includes financial responsibility 
as well as the facilities with which to receive and make delivery of the 
items called for? 

Mr. Kricer. That is correct. 

Mr. Mutter. Yes. 

Mr. Kricer. I should say we have a total of approximately 51 
bidders, broken down 

Mr. Mutter. How many? 

Mr. Kricer. Fifty-one bidders, broken down into 15 that bid 
regularly on fresh fruits and vegetables, 30 who bid on carlot potatoes, 
and 6 who bid on bananas. 

Mr. Mutter. You are referring again, of course, only to those who 
are bidding directly through your office, and not through the insti- 
tutions? 

Mr. Kricer. That is correct, not through the institutions. 

Mr. Mutter. Some of these may be making bids to the institutions, 
some of these same bidders? 

Mr. Kricer. I doubt it very much, because the bidders that we 
have are within the metropolitan area generally, excepting for the 
carlot potato bidders and the banana bidders. 

Mr. Mutter. Could you also supply to us the approximate number 
of bidders who are bidding to the institutions? 

Mr. Kricer. We will obtain that information for you, Congress- 
man. 

Mr. Mutter. Fine; good. 

(The information referred to follows:) 





The institution list consists of about 24 bidders who are located in Buffalo, 
Rochester, Binghamton, and Utica areas. 

Mr. Mutter. You referred to the inspection being made by the 
New York State Department of Agriculture. 

Mr. Kricer. Yes. 

Mr. Mutter. Do you call on the United States Department of 
Agriculture for any inspection services? 

Mr. Kricer. No, we do not, not for this type of inspection, because 
we have our own State department which is capable of handling it. 

Mr. Mutrer. Are your gradings the same in the New York State 
Department of Agriculture as those used by the United States Depart- 
ment of Agriculture? 

Mr. Kricrr. We use the Federal grading. 

Mr. Mutter. Then in substance, your inspectors will inspect the 
merchandise to make sure it comes up to United States Department of 
Agriculture grading? 
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Mr. Kricer. That is correct. 

Mr. Mutter. And your specifications in your offerings will also, 
then, set forth United States Department of Agriculture gradings? 

Mr. Kricer. Yes, Congressman. 

If you will look at our specifications, on the very first page, it is 
page 3 of the specifications but it is the first page that has the detailed 
specifications, you will notice that down toward the bottom there is 
“Cranberries (Fed. Spec. Y—F671).” 

Directly under that, “Grapefruit, Florida, U. S. No. 1.” 

We say: 

The quality desired is indicated in connection with each item. Except where 
otherwise noted, the grade indicated shall be U. S. No. 1 

Mr. Riewiman. The “General Information” covers the very same 
subject. 

Mr. Mutter. Yes. 

May we make the two documents you submitted to us a part of our 
record, Commissioner? 

Mr. Kricer. Certainly. 

Mr. Mutter. The item headed “Specification” will be received in 
evidence; and the other, headed ‘“‘Proposal,’’ will be received. Both 
documents supplied by Commissioner Kriger will be received in 
evidence. 

Mr. Kricer. This proposal is for the bid of November 25, 1957, 
and may [ suggest you might care to have a copy of the award made 
upon that bid. 

Mr. Mutter. Fine; thank you. With your permission, we will 
also make a part of the record the document you just handed to me, 
which is marked ‘‘Award.’’ 

(The documents referred to were received in evidence, and are as 
follows:) 

STATE OF New YORK 
EXECUTIVE DEPARTMENT 
DIVISION OF STANDARDS AND PURCHASE 
Albany, N. Y. 
SPECIFICATION 
Group: 12—FRvIts AND VEGETABLES (FRESH) 
Date of issue: August 2, 1957 (1639) 
GENERAL INFORMATION 


Laws.—All supplies furnished under this specification shall comply in all respect 
to the standards and regulations established by Federal and/or New York State 
laws, including the Federal Food, Drug, and Cosmetic Act, and subsequent deci- 
sions of the United States Department of Agriculture. 

Quantities.—The quantities are indefinite for the reason that the State proposes 
to purchase a week’s requirement of the items upon which favorable prices are 
submitted. 

Price.—Price quoted shall be net, including transportation and delivery charges 
fully prepaid by the contractor f. 0. b. agency storehouse. Price per pound shouid 
be shown for every item, and also total low bid for each zone based on quantities 
listed in proposal; otherwise bid will be rejected. 

—Purchase by the State of New York are not subject to any sales or Federal 
excise taxes. Exemption certificates will be furnished, upon request, by the divi- 
sion of standards and purchase. 

The State of New York is also exempt from the transportation tax and no 
exemption certificates are required for this tax, 
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There is no exemption, however, for social security, unemployment insurance 
and like taxes and the New York State truck mileage tax. 

Notice.—If the low zone bidder submits an excessive price on any item, award 
shall be restricted to the items upon which reasonable prices are quoted. 

Award.—Award shall be made on only | zone to 1 contractor. 

Award shall be made on total low bid for each zone based on quantities listed 
in proposal including white potatoes in less carlot quantities. 

The right is reserved to authorized agencies to purchase white potatoes in 
carlot quantities in the open market if lower price for this item is on file with the 
agency prior to the opening of bids in this division. However, no firm submitting 
bid on potatoes in the Albany office may submit a bid to an agency. 

Award shall be made to the lowest responsible bidder conforming to specifica- 
tions who regularly carries a stock of the item bid upon, who has a permanent 
establishment within 150 miles of the zone in which deliveries are to be made, 
and from which sales are made to the public or to the Government. (The 150- 
mile restriction does not apply to carlot potatoes.) 

Orders.—Orders will be placed on the day following bid opening for fresh fruits 
and vegetables and less carlot potatoes for delivery the same week. Orders will 
be placed upon receipt of award for carlot potatoes for delivery the following 
week. The agencies will be required to accept total shipment from any con- 
tractor in one delivery for 1 week’s supply. 

Quality.— Contractor will be responsible for the quality of potatoes delivered 
for a period of 5 days after their receipt at agency’s storehouse. 

Containers.—Containers must be full and tightly packed. 

Marking.—Shipping containers shall be plainly printed or stenciled showing 
name of commodity, grade, brand and volume, size, net weight, and numerical 
count. 

Delivery.— Deliveries found not to be in accordance with our specifications will 
be rejected; partial deliveries will be rejected. Contractor will not be permitted 
to make replacement of rejected delivery. Purchase will be made in the open 
market at contractor’s expense, including inspection charges on replacement 
delivery which meets specifications. If replacement deliveries are rejected, 
inspection costs will be charged to the vendor of the rejected replacement de- 
livery. On open market purchases, should the cost be greater than the contract 
price, the difference shall be charged against the contractor; should the cost be 
less, the contractor shall have no claim to the difference. 

When a delivery of any item is rejected, the agency will immediately call the 
New York City office of the division of standards and purchase, who will notify 
vendor of rejected delivery, and arrange for immediate replacement and inspec- 
tion of same. 

Deliveries must be made and trucks unloaded by 12 noon on day indicated 
below: 

Zone 8, 8A, 10, and 11 before noon Wednesday with the following exception: 
Middletown in zone 8A, where delivery must be made before noon Thursday 
and Creedmoor in zone 11 where delivery must be made before noon Tuesday. 
Also delivery must be made to Willowbrook State School in zone 11 before 1 
p. m. Tuesday of each week. 

Any deliveries made after time stated above will be rejected and purchase 
made in the open market at contractor’s expense. 

Rejection or failure to deliver may result in removal of contractor’s name from 
our mailing list for an indefinite period. 

Delivery points.—Delivery points are as follows: 


Zone 8: 
Green Haven Prison, Stormville, N. Y. 
Harlem Valley State Hospital, Wingdale, N. Y. 
Hudson River State Hospital, Poughkeepsie, N. Y. 
Matteawan State Hospital, Beacon, N. Y. 
Sing Sing Prison, Ossining, N. Y. 
Wassaic State School, Wassaic, N. Y. 
Westfield State Farm, Bedford Hills, N. Y. 

Zone 8A: 
Middletown State Hospital, Middletown, N. Y. 
Institute for Male Defective Delinquents, Napanoch, N. Y. 
Letchworth Village, Thiells, N. Y. 
Rockland State Hospital, Orangeburg, N. Y. 
Rehabilitation Hospital, West Haverstraw, N. Y. 
Woodbourne Correctional Institute, Woodbourne, N. Y. 
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Zone 10: 
Central Islip State Hospital, Central Islip, Long Island, N. Y. 
Kings Park State Hospital, Kings Park, Long Island, N. Y. 
Pilgrim State Hospital, Brentwood, Long Island, N. Y. 
Edgewood State Hospital, Brentwood, Long Island, N. Y. 
Zone 11: 
Brooklyn State Hospital, Brooklyn, N. Y. 
Creedmoor State Hospital, Queens Village, N. Y. 
Manhattan State Hospital, Wards Island, N. Y. 
Psychiatric Institute and Hospital, 722 West 168th Street, New York, N. Y. 
Willowbrook State School, Staten Island, N. Y. 

Weight.—All fruits and vegetables shall be weighed on delivery and payment 
shall be made for net weights so determined. 

Inspection.—Certificate of inspection is not required and if offered will not be 
accepted. Inspection is to be made at destination by authorized inspectors. It 
is understood and agreed that the contractor shall accept the inspector’s decision 
as final. Such inspection costs to be paid by the contractor. 

Guaranty.— Bidder is required to have on file with the division of standards and 
purchase, 103 Washington Avenue, Albany, N. Y., an annual guaranty in the 
amount of $2,500 as an assurance that the bidder will, in the event of receiving 
an award faithfully fulfill the obligations of the proposal as accepted. No bidder 
will be eligible for an award unless required security is on file before the date of 
bid opening. Guaranty will be promptly returned upon formal request to the 
commissioner of standards and purchase, provided contracts have been satis- 
factorily completed. 

DETAILED SPECIFICATIONS 


Quality —The quality desired is indicated in connection with each item. Ex- 
cept where otherwise noted, the grade indicated shall be U. 8. No. 1. 














| | | Standard 
Item Packing | Size | container 
| | weights, 
pounds 
ss : a ee ee = | 
Apples, cooking: Baldwin, Cortland, | Bushel baskets, boxes, | 244 inches__.-..._.---- ; 40-45 
Greenings, and MacIntosh (not to or crates, minimum, 
exceed 1 percent decay and/or 5 per- | 
cent other condition factors). 
Apples, table: Cortland, Delicious, |.....do . - o ee eee eS 40-45 
MacIntosh, and Northern Spy. 
Do 4 Boxes : ----| 125’8, 138’s, 150’s_._.- : 42-44 
Bananas (see p. 7) note ssa Sldss i cecatntemaaeenaa 
Cantaloups: Eastern | 24 Standard aan Bh Oi ine soca ns dv aicg nid pagans’ 
Western =a Jumbo 36 and 45_.__-- attniabi pian eaihceaienh ee BS 70-80 
Cranberries (Fed. Spec. Y-F671) | Boxes... wawoe) 96 DEERE DORs iss. Jc 25 
Grapefruit, Florida (not to exceed | Boxes or wirebound | 64’s, 70’s, 80’s._......-- 75-80 
2 percent decay) U. 8. No. 1 Bronze crates. 
or Russet). 

Grapefruit, Isle of Pines and California 
(not to exceed 2-percent decay): 

U.S. No. 1, Bronze or Russet hn dine sittin cmpasnvditlasdn UI cea eee | 

U.8. No. 2 baleerameienkind tens ten bani WG ae etede aes 75-80 

U.8. No. 2 as Sevens perm dete ail ME ae widha ds Stare ota cen ew 
Grapes, weatern: Riblers, Malagns, fT Bilge. 22S on i ce ee a SS 28 

Tokays, and Emperors. 
Lemons: 4 

U.8. No.1 .....|\Boxes and cardboar aie 

U.S. No. 2 aad } containers. \360 Si omrtonen conees — 70- 0 
Melons: Honeydew Standard 9 crate Jélvcceccconenberaeupidcicce. tees 
Oranges, California (not to exceed 2- 

percent decay): 

T “I Ty | as = >i > | 7 si 
Oranges, Florida (not to exceed 2-per- | 

cent decay): 

oe. ong rent stare | i} do.. Q ba | 176’s, 200’s, 216’s__....-- 80-20 
Peaches, Freestone Elbertas = \2inch minimum..:_---- { 45 . 
Pears, Bartletts, Anjou, and Bosc_-_---..- es ek Se en eee 45 
Dian a aa Cratec . own) CI d en atieawe nn eeines 7 
Pineapple, Red Spanish Ronan e ees Ceol ereies te | Mabaso are 35-49 
Plums: 

Eastern— Blue, Green ...---.-.--| 4% bushel baskets or | 1% minimum.-.------- yy 

climax baskets. 

Western—President or Kelsey. -..-.| Crates. .....-...-.-...-. OU Gecinotecdenatebolen { = 
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DETAILED SPECIFICATIONS—Ccontinued 


Item 





Tangerines (not to exceed 2-percent 
decay). 


| 
Watermelon, long type or round type.. 


Beans (snap): 


Beets (topped) -__....._._-- 


PR Ai AES . owe cA SST: 


Nia eeah Ra hinin-cistpig hid spits Rendiiiernde’ 


Cabbage (white seasonal domestic or 
Danish type). 

Cabbage (red) - 

Carrots (topped) “(New York State or 
equal). 

SN iis, 2) natu ndestenadsn 


Celery, washed and trimmed, 
type or Pascal. 

Corn, green_- 

Cucumbers, slicing - -.------ 


Eggplant -- -- 


0” 
OS 


Lettuce: Iceburg, Western 
Onions: 


White, boilers 
Bermuda. 


Sweet Spanish 


Parsley, trimmed of root (curley type) -- 


Peppers (sweet), bullnose - - - - 
Potatoes, sweet: 
Moist-type (yams) _--- 
Dry-type- 
Potatoes, 


Golden | 


“a 
Yellow (New York State or equal)... 


white or red (Green Moun- | 
tain Katahdins and other late vari- 


| 


| ss 
| Size 


Packing 


| 144’s a 


Straps of + bushel each-| 


} 
rome. or bushel ham- | } 
pers } at ¥eseent 
Dati .s 5 onto. cs%- | 2to 31 3 caches dal 
rece Mege2  xck ssi l ézusal ..do , .-{ 
Crates (12 bunches), | ; z 
| _ Eastern. | 
-| Crates (generally 28 | 
| bunches), Western | 
| pack. 
ee csbionesucabsst| DOGREN. . ') 
Crates or sacks... __--_- -| 2 to 5 pounds J 
Bags, hampers, or crates. 114-pound minimum. 
{Baskets odes ; | 1 to 3 inches Ness 
|\ Bags Bad ashes ..| .do lives 
-| Crates - meted \4-inch minimum diam- | 
eter. 
Wirebound crates 3 or 4 dozen stalks to | 
| crates. | 
.| Bushel baskets, sacks, | 50 count | 
or crates. | | 
| Baskets or boxes 5-inch minimum length; 
} 24-inch maximum 
| diameter. 
| {Crates ies Pcich 34-inch minimum di- | 
: ameter. | 
||Bushel baskets re 
Hampers or baskets : 
.| Bags_. 114-inch minimum. 
ooo 
Crates 
fCrates 4 to 5 dozens 
\Cardboard boxes... ides « 
Sacks...................| 14-inch minimum. -_-_-| 
Satie a ..----------| l-inch minimum... 
do_. Medium (2 to 3%} 
inches); boilers (1 to 2 | 
inches). 
eaian 3-inch minimum 
{Crates : ‘ | 4 
\ Baskets > , Ae | 
{praes ea Cs | 
|\ Baskets ‘ 


Baskets or hampers. - - 
-do-.- 
New bags (Multi-Wall 
paper or burlap) 


A or B size as specified 
in proposal. } 


eties. Irish cobblers not acceptable (Long Island potatoes | 
unless otherwise indicated in pro- | must be packed in | | 
posal.) Not to exceed 2 percent rot | Multi-Wall paper | | 
in any 1 bag. bags). | 
| (Boxes | | 
Radishes, red (bunches) - - - -- Crates. : 
| |Baskets inincbbon 
Rhubarb, trimmed, field-grown__--_- | Boxes. 
Rhubarb, trimmed, hot house - - - - | Cartons 
Spinach (Savoy type)-....-.------------ | Baskets_ 
Squash: | 
ince csi clebskilwaiceunes | Hampers, baskets, or | 3% to 5 inches_-. 
| crates. } 
Butternut - - - ae ; ..do.. : ...----| 2% to 4 inches... 
Patty pan- an Shed anak | 4-inch minimum 
Yellow summer, crookneck or | Baskets or hampe 6.32.1 34-inch maximum 
Hubbard. | (7-pound mini 
SS Ree peers tes ahead re 7-pound minimum - 
Marrow... .-.---- }sac ks, crates, or baskets "|\S-pound minimum. 


Tomatoes (repacks) 
over 1 percent decay). 

Turnips, topped..-----.-...-.--- 

Rutabaga-- isto 


1 Bags only. 





(Hard ripe not | 


= |}Bags or baskets -..----- 


Lugs.-- | 6 by 6; 244 to 274_. 


3}4- to 7-inch diameter 








Standard 
container 
weights, 
pounds 


40 


28-32 
50 
50 
100 
5O 


45-50 


50 

150 
50 
50-100 
40 


60-5 


40-50 


30-35 
25-30 
10-25-50 
18-20 

24 

60 

30-35 


50 
25 


50 


50 
20 
15 
40-45 
25-30 


eH) 


50 
50-100 


35 

50 
15- ° 
18- 20 

40 
40-60 
40-60 
40-60 
50-60 
50-60 

30 


50 





‘ 
e 
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Bananas.—Shall be furnished in the form of cut hands (clusters) except for the 
few loose fingers required to insure standard net weight. Hands shall be free 
from stalk (except as necessary to carry fingers) and of not less than 10 fully 
developed fingers each, weighing not less than 3 pounds per dozen and measuring 
not less than 5% inches in length across the inside arc; outside to outside. Fruit 
shall be packed in regulation nesting type or rectangular type banana wood boxes 
with lids or in corrugated fiberboard cartons, approximately 30 inches by 12% 
inches by 11 inches. Each hand to be paper wrapped and suitably packed in 
straw (or other material) so as to properly protect the fruit. All boxes shall 
contain 40 pounds of bananas net weight. Wooden boxes are to remain the 
property of the contractor for return at his expense after bananas are consumed. 
Fiber boxes are not returnable. 

Bananas shall be well developed (not thin), clean, bright in color, firm, and of 
a yellow variety and reasonably free from severe scars and bruised or mashed 
fingers. A tolerance of not more than 10 percent by count in any one container 
shall be allowed of fruit below the above requirements. Degree of maturity 
(full ripe, hard ripe, or turning ripe) shall be as ordered, 


State oF NEw YORK 
EXECUTIVE DEPARTMENT 
DIvISION OF STANDARDS AND PURCHASE 
Albany 1, N. Y. 

PROPOSAL 
(No. 2985, issued November 18, 1957) 


Group: 12—Fruits and vegetables (fresh). 

Date of bid opening: November 25, 1957. 

Time of bid opening: 10 a. m. 

Contract period: Prompt delivery. 

Covered by specification dated: August 2, 1957. 

Under the provisions of chapter 87, laws of 1927 and the State printing law 
and amendments, sealed proposals will be received by the commissioner of stand- 
ards and purchase at the above address for furnishing the items herein listed to 
State agencies. (See “Shipping Information” form for location of agencies.) 


INSTRUCTIONS 


1. This proposal is signed by the bidder with full knowledge and acceptance of 
all of the provisions of the general specification, the proposal, and the group 
specification. 

2. Bid must be submitted on this form. (Only one copy of bid required.) 

3. Bid must be covered by an annual guaranty (in duplicate). 

4. This form must be made out in the corporate or other name of bidder and 
must be fully and properly executed by an authorized person whose name is on 
file with the commissioner. Such signatures will be honored by the commissioner 
until rescinded, in writing, by the bidder. 

Bidder agrees to allow cash discount as follows: 

For payment within 15 days of delivery at destination and/or receipt of 


voucher: ..-.-.- percent. 
For payment within 30 days of delivery at destination and/or receipt of 
voucher: ___.-.- percent. 


Cash discount will not be considered in determining low bidder but will be taken 
into consideration in awarding tie bids. Cash discounts of less than 1 percent 
will not be considered. Cash discount will not be taken unless payment is made 
within the discount period. 


MEO cc wna ge cb ounte meen ce cea ee Pn ee Ce ee mee ee cae 

Pe ins cents id hi in ecco esd ca cep nies ile inlnt gnc el eee eee 
Street City Postal zone No. State 

SEMMEEEIS OF INOOO!-. ccna esn-scluececeues ORIGISE WOO 3. 6 ~ 40s ectnclikenmens 


Printed or typewritten copy of above signature 
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Notice to ProsrectivE BippERS 


This division would appreciate your cooperation in making careful study of 
the specifications and proposal for the purpose of offering suggestions as to con- 
tract period, quantities, purchasing terms, detailed specifications, trade customs, 
etc., which you believe to be for the best interests of the State. 

By having our forms reviewed, division is of the opinion that closer cooperation 
will be developed between prospective bidders and this office. 

We would like to have your suggestions prior to the date of bid opening indi- 
cated upon the proposal. In reply, kindly refer to this group number and com- 
modity; also, the date of bid opening. 

If no suggestions are offered, we shall assume that the signing of the proposal 
is your acceptance of the terms provided herein. 


CHARLES H. Kricer, Commissioner. 


Note.—A bidder may submit alternate proposal containing deviations in 
detailed specifications, contract period, etc. Bidders shall state in detail wherein 
it differs from the terms of the proposal and specifications, as issued, and con- 
sideration may be given to any or all such differences, provided such action is in 
the best interest of the State. 











ZONE 8 
Ny 
Item | Quantity | Unit price | Total 
| (pounds) | per pound 

I i clin ain ctieaaimcwn ac ngheeulre aun piaseieddudccud eae ‘ 
I a ecm eta ie ae ‘au 
Bananas—(See Note Page 6) - debits tecbitcnsttiatalcaa thd Edina iiaiahiia | ad cee 
Cranberries___ - bint icn ses 60 | 
Grapefruit, #1, 64’s, 70’s ‘and & OO a aes | 155 | 
Grapefruit, #2, 64’s, 70’s and 80’s Fla__.-..-_---.------- eh 645 |_- ce tll ia cies a 
Grapes, Shia ilies a das aaa i al BEG Yin ainnnccnyenufnecen ee 
Lemons, #1, CMON hc Us tcen betes | WP Rel Setdb icawd ede nsuswslesan 
Lemons, #2, 300’s and 300’s.................- Ce ceo esd 220 ise aailad whtes wnt bide Dicmacetslich ove 
Melons, eee oa ee papier’ BE Ceased Shao seine dnpe sepa 
Oranges, #1 in ‘2 boxes, 72’s, 88’s and 113’s Cal______- wa 200 a SAE aS 
Oranges, #2 in % boxes, 72’s, 88’s and 113’s Cal_ ia haan aa eslatl 2,066 |__- postcode dibsatichods 
Oranges, #1 in 4 boxes, 72’s, 88’s and 113’s Fla____-. iidataidls at cate ; at Aiatp eran Oe 
Oranges, #2, in % boxes, 72’s, O0's ond 3179's Fis... ...:-...,... OU Dilek ste cece che Fcteutnett ieee 
Rn Ale iE BD ene bial SOT eR IEE ane SPE Bits cnosechaie Se at et antares 
Tangerines, PORN: SU Bio bico corgi. oakk ts ledace hoes Learn caeabee ee Scaedbnel 
Beans, Snap Green eet steak bi Neel ek atts ee emake awwbiaga pal aS wilewben pi RA pe cee ee AEA eaae omewes 
Beets, sepees {Fe be Type 1}4” te to 3”). Settle alainitivndinin 360 niet accel aritiad aime cca 
mew Tnaaemtenaea Tonnies etek tee woken eae cabedeea 
I ts siewtsistriiee 7 9, 510 aes aie Sse ‘ 
Carrots, New... --- wd a eihasibicandhdlerne ines ee tial Cibrase te ia 13, 586 . Delnihele nk sibdioki 
Cauliflower. s shar aan emake ede ‘ cee | 400 cekathivitailiahh waa agains teas 
Celery (Crates) ea... etheiriceernem ee i 4, 060 seats ks ees wesidaieaoal 
UNI Cee ELE etl Oo De ae bis cdo FO) ch ete BATA oki dewudames 
Escarole eth. dn dbtoncphubundeshe sithdcies mw whintws ts tee ’ spas Obs «abn 30s ahenanweeusset lack dadbey Fase 

 Seseyeteys) (ing lead ; leak a aie 30 es in aden i ieiaialiheiaabalain 
eR tao Re ee ace ec eee ‘ Paki a Matkanwbind ae Sate eee ies 
Lettuce, Iceberg - 4 hs cloned SL ade dice cdib lin mass 3, 262 Sc SRITL AEE cant onhe 
Onions, White Boilers....----__- i tie te ih ccietedalecamacee sil deeciwe Saul LpRS. osdoaras 
Onions, Yellow, New- a cal aie cae GAN atc deenntans oentns 
Peppers (Sweet) Bullnose U. 8. #1 Green_..__-_-- utemtok | 133 ; Sooee eae atin 
Potatoes (Sweet) - : SUCRE iS 5 ii 295 4 thi. OE EAEEL Ott aed. 
Potatoes, White (L. C. L.) “Ar? ON ack, Ai cities tncs tt paewecewh 30, 500 si sibel conte ak deh bie wes ‘ 
Radishes- Le eenenean o erbibtadus AE CE oiee die Bitar alia : i ca RL as 
Spinach. - _- : Oats Ae sendin dae eigen Triaces i Soon 1,919 Red abscess owe 
Squash, Acorn or Butternut -- cmamit deestauwawes es me has SEGARA nti denad 
Squash, Yellow Summer-_-.._..__----- salle ates ai uall aielionic tine sath ebiseaventel ‘ aistinalecgal aint gp ae a 
: RS aie baa ; : ates wine 380 a x 1 eta 
eo A ee en tela aaah eet 6, 131 IIE ters cochiasietacaaiadl 

Grand total__..__-- a a akieteiaat’ sgn paleeetsaioee ‘sett twnilccawacnctield |wnen---------- 
ZONE 8A 

a a ae cn ah enlace i aminnatomnekahienal cobiwehel 
a aia enone ie cone ccmeehieneune dl paanibnane anal snins aie e ie 
nn a I See Sua ceucwns a ta oe ae SO a 2 RL Seo epee 
Nee nen ep adadebemasiaaniekbanbbansckbieveeenbenkanndiovatetndatihite 
Grapefruit, #1, 64’s, 70’s, and 80’s Fla... ......-.....-.--.-.---- ee ee ict citorm wate 
Grapefruit, #2, 64’s, 70’s and 80’s Fla_.__..._---- Se edibiebalsmack BR: to dhanbiibun ak ivuns o<epapnee 
rs 2 eS ee ST nk tnonedéecedanapicceos RP bos ccccts cae cle cee scseees 
RON EL NO OE ics rcrecciewn caus ldvcduddbtewwoues 0 hi SCS hsb cbs i 


ree essa besos a aS 
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ZONE 8A—Continued 
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Item Quantity Unit price Total 
(pounds) per pound 
Melons, Casaba..-..-...-- cieatiaias ie danigne tad talons BOD 1. onancnanpetiiti ans meee ee 
Oranges, #1 in 4% boxes, 72's s, 88s and 113’s Cal_...._......___. | FEE Ly cc oicdtsicnnnctrne cee Rc aieeases a 
Oranges, #2 in % boxes, 72’s, 88's and 113’s Cal..........-.-...| AOD it dtcus snaices eebsiaas 
Oranges, #1 in 4% boxes, 72’s, 88’s and 113’s Fla_._.....-.-.- ae TO Liinonncncdnnnalaatienatics ok 
Oranges, #2 in 14 boxes, 72’s, 88’s and 113’s Fla_______- | ONG is occ te BS toca. 
Pears, On ee ae ORF 26a 0G «db otegiciodiis to 
Tangerines, 150’s OUT 5 Fk cp cies sc cudeanast sin i daeaseisleenaics tadinla nope STOR a ab ee nl, 
I I ee dee cwigeietiiie | wnnnnnamanmacindietelbdaliht dene attain. 
Beets, Topped (Globe Type 14” to 3”) jethten | AMG? 1 aciih ce 1 et. hee, 
a a PE isis incioiinienia aed oaciean ls 
Cabbage, New-.__. = man PRES IE LT DAT, | Re bas. stadt Ain ce ee. 
ooo winners tet ee Ladi aoa igee fares Gib dima ek aan Oe De ann Rae Uhan tin bie 
ce ee ose eee ee ae DOE Bi aot eae Ah nh 4x genes 
C SIO TCTMEEE) POSORL 0 3.05, iddcandesconccassvasssvatcd wal SOE 4k. sescciebe Tepe reeeeye 
Cucumbers. -. iepeshbaitetelsdhescgeahnbtedmanthabibacads : 
IDS 28 an cick nda cna pacadbineeccauns -| 
SS Se ae See ee .| 
a cain 
Lettuce, Iceberg - naencetie | SS Tice nw omncnndieinteieaa tear eee 
Onions, White Boilers. | aes cikckieinih Sees ee 
Onions, Yellow, New. a aicia eaten heen . 
Peppers (Sweet) Bullnose, U. 8. #1 Green 615 sanin| aa kaaneliecas 
Potatoes (Sweet) -__-- ‘ all FOO No nine dsaeels icant kaeliees 
Potatoes, White iy 6 .L.) “A” New-- OO Nine xqnenedsnnncoisemieeaes 
Radishes aS ninth mismo hana te aeaiiaas 
Spinach e | SiON lh ~iccrsincndatidecwepenid isieak. 
Squash, Acorn or Butternut | schiincs col n'ysjsieesnrichtetieniednitiaiata Saas 
Squash, Yellow Summer... ledge betadthin a finish acinaainerenincaaiatade be Kae tial. 
Tomatoes BP Neston wtitbaaile eT eee 
Turnips, Yellow TE denncidnwittachagiteciks aaiebdshd 
GIGI CINE neccacensodatndnaasncecesvasnmievaseastnawsadidnkhein anion cere a 
i 
ZONE 10 
| | 
BOER, GORING ccmecnmnistzighvncccectebinenantenhibmndiin Incisaddenoneduictuemenueeeekat 
Apples, Table- era ak ace be eeluccane Mice icaie ie ainetaaaeeeenael con nemana ee dea ade 
Bananas, (See Note Page 6)-__-- cupditcalian pt aanaatepcanisciduia TEP ASE 
NE 5 ti cenigcinduicin daedddatded sso nchebh enna tebennsehedotetaiieliea S citisereiswnebakinee Re ee 
Grapefruit, #1, 64's s, , 70's, and a ae ea ee ae ie aa lei le 
Grapefruit, #2, 64’s, 70’s and 80’s Fla. 960 < 5 
Grapes, Western-. pieetnen ened pdbnhatatvels bupwcitdemirel uanditnde SE eet skier a 
Lemons, #1, 300’s and 360’s___- atta ctiealatea nd Svcs deacaslabinided SS we baie 5 
Lemons, #2, 300’s and 360’s_- ‘ UE chi ctctidintemianesls : 
Melons Casaba- - Win beonesnlaideansgesaeesetecedsuassaaiandeind 
Oranges, #1, in % boxes, 72’s,  88’s and 113’s Cal__. Sdtnictalais badiciagedosn mentee tania = 
Oranges, #2) in % boxes, 72’s, 88’s and 113’s Cal__-. BF tna ccucass choca 
Oranges, #1, in “ boxes, 72’ s, SEE EE IPT nc nanidig 4 tbnémahccnsecsdentatiieiebiameaamen > 
Oranges, #2, in 4% boxes, 72’s, 88’s and 113’s Fla__-. SMO, Botnacdeasnnetaaok 
Pears, Western. | 92 dan demekinbamanowe . 
Tangerines 150’s and 176’s Rg eee aaa ; 
ET CE 6 5. cenrenvonnmamakde on budwais xed ben e beisaind napus tie miiekaenmaenete i 
Beets, Topped (Globe —- ee Pe Pik ncadcuepdnewncdacdekicacensaemesue ssa ies dake are a eeatelma ace eaaen 
eae inediihauien ee 1 ii itll nat oll - 
Cabbage, New-. * ‘ nce 3 
ae New-.- — GAGA ccc cnwiienapitipdniniuitaaiinns 
I es Et an als eens ae sntiaiiea ‘a 
cana (Crates) Pascal_- ‘ 8, 259 | ¥ me . 
I i ce ee Be See ee oa 
Escarole_-.- a ns a o 
NEL bie aGSe woke cocUesamhsuche ee bathnuecawepebeseeudda --|} ihe on 
Kale “ —— oe 
Lettuce, Iceberg . 10, 277 = 
Onions, White, Boilers.... a 
Onions, Yellow, New 8, 276 a 
Peppers, (Sweet) an Os Bid Wks So cc rimiguicin sruridenwcmie dé velaiacnin Nps ue ol ace naiacais oti irate wa 
Potatoes (Sweet)__. : | EAUPALA ORE = 
Potatoes, White (L. s.) “A” New.. 7 : ‘ ode Rg inet in bed Recs cake 
Re 5 -tieoe 2 Be ae deeeee cetaeanGoe bal desedtabebaews 7 
Spinach___-_-- a nartGvectinantadie anal Ss saeenge tte tevalasiimaceien — 
Squash, Acorn or Butternut...-._-_-- aid aes apateod nes ate eeanmaneeate Re caste k endian tia 
Squash, Yellow Summer. ia Aaciat saa actihig detente related atl sa tersinrethiay nae taanetn atic arn amet ae 
Tomatoes sesish esti de disaitte en dieiciieana ateaihintan bidiemesigtadinal aie cate ccollindenstedehiaiia dia nianian init on 
Turnips, WMG ota neice eke tte 2, 500 alee ep ees om Payee ae 
SRE SOON ai dccdiccnitns capncindseadapaai enh agullchetdasenneieeeiaaa SccdibetGndadage eae on 





99888—58——2 
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ZONE 11 


Item Quantity Unit price | Total 
| (pounds) per pound | 


Apples, Cooking.._.._-_..-- , ; : - es enn it 
BSE, TONED. oun eos eecccun se 

Bananas (See Note Page 6) -- ‘ cam A : 

Cranberries. ft as ate ; 1, 000 | 







Grapefruit, #1, 64’s, 70’s and 80’s Fla 144 

Grapefruit, #2) 64’s, 70’s and 80’s Fla 156 

Grapes, MIE kd N ek LdseSuiane ; s y 

Lemons, #1, 300’s and Se Sonude : coundct 76 

Lemons, #2, 300’s and 360’s______.._.._.- ‘ 196 

Melons, Casaba__...__. . ; : 1, 623 ss 

Oranges, #1, in }4 boxes, 72’s, 88's and 113’s Cal : ndlsnatetd 

Oranges, #2) in 4% boxes, 7: ’s, 88’s and 113’s Cal . 7 

Oranges, #1, in 4 boxes, 72’s, 88’s and 113’s Fla_._. 394 

Oranges, #2. in 4 boxes, 72’s, 88’s and 113’s Fla 488 grad Bat 

Pears, Western -- - Goce ; ‘ : 180 sid | 

Tangerines, 150’s and 176’s Picci is ‘ pears on 

Beans, Snap Green _- - ‘ 6 1, 756 

Beets, Topped ene Type 114” to 3”). 1, 950 

Broccoli-_.-- _- ‘ RO 

Cabbage, New. ; ae 4, 464 

Carrots, New. -...- : Ti a a 8, 860 |... escarunthck 
Caulifiower- . : bei ; 335 Actin 

C elery (Crates) Pascal.___- ‘ 5 sauce ; 3, 481 

Cucumbers. ._......-_-- ; 2,119 

Escarole.- ..-._- ae 

Garlic _-- 5 

Kale. : : gi ‘ 

Lettuce, Iceberg - -_- once ‘ pi 6, 184 

Onions, White, Boilers --- Line se ‘ 

Onions, Yellow, New. ; 4 ‘ . 2, 925 

Peppers (Sweet), Bullnose, U. S. #1 Green 315 

Potatoes (Sweet) na : ; 1, 664 

Potatoes, White Pe. . L.) “A’’ New. 19, 000 

etitee.:-.......22-- 294 

Spinach i acbkessdcen «3 2 es 2, 000 

Squash, Acorn or Butternut es 

Squash, Yellow Summer eas 250 

Tomatoes ---. “ie 1, 100 


Turnips, Yellow-__- = ee a : a 500 





Grand total... 


Price per pound f, 0. b, agency storehouse 


| ZoneS | Zone 8A | Zone l0 | Zone 11 
a 
| Bananas ! 





Price per pound f. o. b. destination 


| Potatoes, white, new:? Size A carlot.- 





Price per pound f. 0. b. destination 


Zones, 1, 2,and7 | Zones 3, 4, 5,6, and 9 


Potatoes, white new:? Size A carlot_-. X { 


1 Award on bananas will be made separately as indicated above or together with other items on pp. 2, 3, 4, 
and 5, whichever is in the best interest of the State. 
2 To be ordered promptly upon receipt of award for delivery the following week. 


Note.—Award will be made on potatoes (carlot) on the basis of low bid for each item for delivery in each 
zone and group of zones. 

Indicate minimum carload potatoes Quantity (pounds). 

Indicate minimum truckload potatoes Quantity (pounds). 
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or 


AWARD 
STATE OF New YorK EXECUTIVE DEPARTMENT 
Division OF STANDARDS AND PURCHASE 


Albany 1, N. Y 
Schedule No, 921. 
November 25, 1957 (3091). 
Contract period: Prompt delivery. 
Bid opening: November 25, 1957. 
Date of specification: August 2, 1957. 


Notice to State AGENCIES 


\ complete explanatory report should be furnished promptly to the division of 
standards and purchase concerning nondelivery of items against contracts listed 
herein as well as items which are found not to comply with the specifications or 
which are otherwise unsatisfactory from the agency’s viewpoint. 








Contract Contractor | Address 
No. 
"Va een JP ak Gedeahs nn i ein Oe ae. an are aoe Lace 
P-8741 | Atlas Wholesale Fruit & Produce Co., Inc ..--| No. 1 Brooklyn Terminal Market, Brook- 
lyn 36, N. Y. 
P-8742 | Clifton Fruit & Produce, Inc -| 105 Brooklyn Terminal Market, Brooklyn 
36, N. Y. 
P-8743  K & M Banana Co., Inc. _- .| 107 Parker Ave., Poughkeepsie, N. Y. 
P-8744 | Kritz Fruit Exchange - - 161 Attorney St., New York 2, N. Y. 
P~-8745 | L & 8 Bananas ; ...| Diekson Street, Newburgh, N. Y. 
P-8746 | Manhattan Fruit Contracting Co ‘ ...-| 49-55 Laight St., New York 13, N. Y. 
P-8747 | Mergentime, Inc 386 Greenwich St., New York 13, N. Y. 
P-8748 | H. Sacks & Sons ‘ East Quoque, Long Island, N. Y. 
Zone Item Price per | Contractor 
pound 
see eared "7 aed alee beers cit aia ng ae oe oa Fe cata ee ae 
1-2-7 | Potatoes, white, new.! Size A, carlot 2 $0. 0254 | Sacks. 


3-4-5-6-9 | Potatoes, white, new.! Size A, carlot.- ae 2.0254 | Do. 


lo be ordered promptly upon receipt of award for delivery the following week. 
Price per pound f. o. b. destination. 
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Price per pound 
Item 

Zone 8 | Zone 8A | Zone 10 | Zone 11 
anos cba skedsbabsaudicdstacibdeces $0. 075 $0. 085 $0. 059 | $0. 069 
el oe id ns 5 GSE Cahn ehnemenea bet | - 089 . 095 .07 . 089 
ea ee ee oi ee haal Eh ouamabin nade bnaathicsws | -18 | @) (@) . 168 
Te SS Sg 2 re eee | . 072 . 085 . 075 .078 
Grapefruit, #2, 64’s, 70’s, and 80’s Fla.............. spenniaasqabeen . 063 075 06 . 065 
Grapes, Western... RAS céiegwbwhinvismaptheng eke 15 | 15 175 - 178 
I oko cnc nnn smcnscmunpacnve . 154 .16 .149 |} .16 
EE Ws ic conde kneiewdaecwaccwocticcecuave - 145 15 115 .16 
Melons, NE ee naéenwaceuane .10 | .14 . 139 .075 
Oranges, #1 in a boxes, 72’s, 88’s, and 113’s Cal_._.__.---__- aan . 125 | 115 . 079 . 139 
Oranges, #2, in 4% boxes, 72’s, 88’ 3, and 113’s Cal_._.._....- ue . 098 - 105 . 064 125 
Oranges, #1 in 4 boxes, 72’s, 88’s, and 113’s Fla______- S ceckniebial . 075 | a. . 059 . 06 
Oranges, #2 in 4% boxes, 72’s, 88’s, and 113’s Fla__............_-.. . 053 | . 065 .044 | 055 
Se ROD, oe ee Oh Oe ole did bikicdclicencie pena . 128 | (4) () () 
hin in duddeeneseehnderandmecans to rneel -12 . 145 . 139 . 138 
ee fee n,n ce dmuegnedaennuaunat om -16 | - 145 | .179 | . 115 
Beets, Topped (Globe Type 1! eNO Pilani dha cae . 039 | . 049 .049 | 033 
eS se See te eae on as 20 | .18 198 | .18 
re cindeames abmecueed 027 | . 039 .048 | .03 
Oarrots; New. ............- caldckphntunpenes cceakennashen 055 | . 065 .055 | .048 
Cauliflower_...__. . We Aaa en etd ae Rca e ee .07 | .075 | 079 065 
Celery (Crates) Pasc: al . i tics rl i et thea tin bo acre ante | - 065 | - 085 -079 - 067 
Cucumbers. --..__----- Rie ae a neeh aia oes pec pe mice eet 09 | . 055 .088 | .07 
Escarole_...... pia Mi pia wieeludiet ebaduhnen ciecancsmdesies — (1) 085 | 098 10 
SN icknaccine Jak te, ‘ . 30 -_ 320 | 
a lithe alice pnienens bende ow patoebumaiaede omn.7 - 105 | -1l 09 
Lettuce, Iceberg ia caoqsipiyties aead awe es - 085 | . 095 | .06 | .075 
Onions, White Boilers.........--.. 2000-02222... sine ll on i ME Ao 
Onions, Yellow, New. te dna cidians Senile . 036 | . 042 | .039 | .035 
Peppers (Swee t) Bullnose, U.S. #1 Green akin eeaie 115 - 125 | . 139 -Ii 
Potatoes (Sweet) Hilxases a eaten 06 | .078 | 079 . UBS 
Potatoes White (L. C, L.) “A” New._.....---- pial ae ed . 027 . 029 | . 033 | 0265 
I i dS ie ce nak een POI A a See .15 13. | . 159 | J 
Spinach __ ain pen sielces . 085 - 085 | . 129 “O65 
Squash, Acorn or Butternut... om Eruasendee torus nhed .05 | (1) (1) } .059 
Squash, Yellow Summer_. Se ee a ees oe 09 075 | .069 | =.065 
teh ee ae ent Aci tk eng * . 225 1245 | -205 | .21 
Turnips, Yellow... .-.........- apa taiin i mabacsininccieclostibvahiderk arenas | - 035 . 044 - 029 | .04 


1 No award. 


Note,—Zone locations as follows: 8, Atlas; 8A, Clifton; 10, Manhattan; 11, Mergentime, 





Zone | Item Price per Contractor 
pound 
| 
8 | Bananas____----. i Ss anh hei bee iaaparne bina de = 1 $0.0006 | K & M Banana. 
Potatoes, white, new: 2? Size A, carlot_-_ ; | 3.0248 | Sacks. 
8A | Bananas_- ‘ ; | 1, 096 L & S Bananas, 
Potatoes, white, new: ? Size A, carlot.- 8.0248 | Sacks. 
10 | Bananas_ 3.0894 | Kritz. 
Potatoes, white, new: ? Size A, carlot____ : 3.0242 | Atlas. 
11 | Bananas. , fabs wubaanue sane 10894 | Kritz. 
Potatoes, white, new: ? Size A, carlot_- =. os 3.0248 | Sacks. 





1 Price per pound f. o. b. storehouse. 
2 To be ordered promptly upon receipt of award for delivery the following week. 
3 Price per pound f. o. b. destination. 


Mr. Mutter. Congressman Riehlman? 

Mr. Rrex~tMan. Commissioner, I noticed you said in your opening 
statement that all bids for quantities over $1,000 had to be by com- 
petitive bidding. 

All quantities under, I suppose, the $1,000 can be bought through 
negotiation or on-spot buying; is that correct? 

Mr. Kricer. That is correct, but as a practical matter we do not 
indulge in noncompetitive purchasing excepting in cases where there 
is not any time for it. 
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Mr. RiexuMaANn. The point I wanted to arrive at or clear up is as 
to what volume might be procured under the $1,000 limit, whether 
there is any great volume to it. 

Mr. Kricer. No; there would not be any great volume. As a 
practical matter, we do not buy that way, even though we have the 
power to do it. 

Mr. RreximMan. That clears up the point. 

Mr. Kricer. In these cases where a price has been fixed through 
the proposal and the award, an institution could not buy any of the 
items set forth excepting under the contract, regardless of the amount 
involved. It would not make any difference. They have to buy it 
under the contract. 

Mr. Riesutman. In the number of bidders that you say regularly 
bid here, I think the number was 51 for the area that you cover. 

Mr. Kricer. Yes. 

Mr. RrexHuMANn. Could you give us any idea what the sizes of those 
different organizations are, whether they are big operators or small 
operators? 

Mr. Kricer. Well, it has been my view that none of the fresh fruit 
and vegetable men can be considered as very large businessmen, at 
least as I conceive them to be. I would say they are all moderate in 
their size. 

Mr. RreEHLMAN. Moderate. 

Mr. Kricer. Perhaps the committee would like to have a list of 
our bidders. 

Mr. RiexLMAN. We would. 

Mr. Kricer. We will be glad to submit it. 

Mr. Mutter. We will make this document a part of our record, 
too. It is headed up ‘Mailing List of Bidders on Fresh Fruits and 
Vegetables.” 

(The document referred to was received in evidence, and is as 
follows:) 


Martine List or BippERS ON FRESH FRUITS AND VEGETABLES 


§. Alexander Co., 247 Buffalo Avenue, Paterson, N. J. 

ee Fruit Produce Co., 1 Brooklyn Terminal Market, Brooklyn 12, 
Reais tis 

Brenner Produce Co., 410-412 South Orange Avenue, Newark, N. J. 

Clifton Fruit & Produce, Inc., 105 Brooklyn Terminal M: arket, Brooklyn, N. Y. 

rg Endico, 3033 East 177th Street, Bronx, N. Y. 

Mr. A. H. Kelly, Jr., president, Henry Kelly & Sons, Inc., 391 Washington Street, 
New York a. ee. 

Levinson & Sivertts, 203 Lake Street, Newburgh, N. Y. 

Manhattan Fruit Contracting Co., 49-55 Laight Street, New York, N. Y. 

John A. Mennella, 220 West Street, New York 13, N. Y. 

Mergentime, Inc., 386-388 Greenwich Street, New York 13, N. Y. 

Nicholas V. Penachio, 407 East 101st Street, New York 29, N. Y. 

Sinkoff & Co., Main and Garfield Avenues, Sayville, N. Y. 

Thorman, Baum & Co., 345 West 14th Street, New York, N. Y. 

Tri-State Food Purveyors, Inc., 367 Greenwich Street, New York 13, N. Y. 

ek, ta Growers & Distributors, Inc., 99-101 Parker Avenue, Poughkeepsie, 
BS % 
Mr. Riruuman. I[ think the question I am going to ask was asked 

pretty nearly the same as I am going to ask it, by the chairman, but 

I want to be sure it is clarified. 
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Your own personal feeling is that it is to the advantage of the State 
of New York to buy through competitive bidding? 

Mr. Kricer. Yes; very much so. 

Mr. RiexuMan. I have no further questions. 

Mr. Mutter. Congressman Anfuso? 

Mr. Anruso. Commissioner, I would like to ask you a question. 
You have a total of 51 bidders. Does that vary from time to time, 
the number? 

Mr. Kricer. Well, I would not say that the total number varies, 
at least the total number who are privileged to bid. In some cases 
they do not submit bids, but they are privileged to submit bids, they 
receive notices of every proposal. 

Mr. Anruso. How does one get on such a list? 

Mr. Kricer. He makes application to us. What we usually do is 
ask him, with his application, to inform us with whom he has done 
business so that we can make inquiry as to his business methods. 

We send an inspector down to examine his plant and facilities to see 
that he has the proper plant and facilities. 

And if he meets those requirements, he is put on the bidders’ list. 

Mr. Anruso. Thank you. 

I have no further questions, Mr. Chairman. 

Mr. Kricer. I think there is one thing more I should add. I was 
in touch with both Mr. Maness and Congressman Multer after I had 
a telephone call from Major Lauer with respect to a conference; and 
Major Lauer, and I believe it was Mr. Wilson, came in and saw me 
and discussed this matter. 

I gave them copies of our specifications and proposal and award, 
and I want to say, as I said to them, I want to say to the committee 
that we are ready to cooperate at any time with the committee or with 
the Quartermaster Corps and give such help and information as we 
can. 

Mr. Rrexsuman. I wonder, Mr. Chairman—-did you say after you 
had had a notice from Mr. Multer and Mr. Maness, that the Quarter- 
master Corps was in touch with you? 

Mr. Kricer. Yes, that is correct. 

Mr. Rrexuman. What type information were they seeking? 

Mr. Kricrer. They wanted to find out exactly our method of pur- 
chasing, what our procedure was, and I informed them. 

Mr. Rrenuman. Is that the only information they wanted? 

Mr. Kricer. Yes. 

Mr. Mutter. Commissioner, can you fix the approximate date 
when this occurred? 

Mr. Kricer. It was last Friday. 

Mr. Mutter. No one on behalf of any Government procurement 
agency had been in touch with you or your office prior to that time 
seeking such information? 

Mr. Kricer. Well, the ‘y had not been in touch with me, and I 
have not heard of them being in touch with anyone else. 

Mr. Mutter. I would expect that you would give the answer here 
and to them which you did, that your office and you would always 
cooperate with any other Government agency to the fullest extent 
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possible, and I am sure if they had gotten in touch with you the day 
you took office, you would have done the same thing and made the 
same offer; is that not correct? 

Mr. Kricer. That is correct. 

Mr. Mutter. There will probably be, during the course of this 
hearing, some witnesses—I should say for the record, and for the 
benefit of all of those present, all of the witnesses who have appeared 
here today are doing so voluntarily in response to the invitation of 
the committee to attend. 

However, I am sorry to say that some of those who were invited to 
attend have not attended and will not attend here. I have no doubt 
that when the committee goes into executive session, we will decide 
to issue subpenas to them to compel their attendance. 

But I would like to put on the record, with the consent of Congress- 
man Riehlman, that we will furnish to your office, Commissioner 
Kriger, and to Commissioner Spagna’s office, the names of those wit- 
nesses who did not voluntarily appear here, for such use as you may 
desire to make in checking your bidders’ lists to determine whether 
or not they are still responsible bidders. 

I make no accusation that they are not. But I think in fairness to 
those people who do voluntarily respond to invitations of this kind, 
to help in an investigation of this kind, at least at the appropriate 
time those who do business with them should know that there are 
some who do not volunteer their aid to committees such as this. 

Mr. Risxtman. No objection, Mr. Chairman. 

Mr. Mutter. Is there anything further, Commissioner? 

Mr. Kricer. Perhaps you might like to have our mailing list of 
bidders on carlot potatoes and on bananas, for the record. 

Mr. Mutter. Those lists will be made a part of the record. 

(The lists referred to are as follows:) 





Martine List or BippERS ON CARLOT POTATOES 


Bronstein & Rovner, 161-163 Niagara Frontier Food Terminal, Buffalo, N. Y. 

James Desiderio, 133 Niagara Frontier Food Terminal, Buffalo 6, N. Y. 

Jack Drozdal & Son, 70 West Street, Hadley, Mass. 

M. C. Fenning & Co., Inc., 15 Center Street, Middletown, N. Y; 

Ferrigan, Inc., 68 Corning Street, West Albany, N. Y. 

Gregory-Doyle, Inc., Post Office Box 184, Huntington Station, Long Island, N. Y. 

John K. Jackson, doing business as Jackson Farms, Rural Delivery No. 1, 
Savannah, N. Y. 

Morris Karp & Son, Secatogue Avenue, Farmingdale, N. Y. 

Kornblum & Co., Inc., 115 Warren Street, New York, N. Y. 

H. J. Evans, Georgetown, N. Y. 

Marky’s Wholesale Potatoes, Inc., Elba, N. Y. 

New York Potato Growers Co-op, Inc., Bouckville, N. Y. 

Neylon Bros., Avoca, N. Y. 

Henry A. Pollak & Co., Ine., Hicksville, Long Island, N. Y. 

H. Sacks & Sons, East Quoque, Long Island, N. Y. 

Schwartz Produce Co., 16 Lackawanna Avenue, Scranton, Pa. 

Shulman Produce, 15 Cooper Street, Glens Falls, N. Y. 

Slacer & Bender, Inc., 138 Niagara Frontier Food Terminal, Buffalo, N. Y. 

L. A. Withington & Co., Inc., 90 West Street, New York 6, N. Y. 

I. M. Young & Co., Post Office Box 149, Riverhead, N. Y. 
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Martine List or BippeRs ON BANANAS 
Ideal Fruit Co., Forester Avenue, Warwick, N. Y. 
K & M Banana Co., 107 Parker Avenue, Poughkeepsie, N. Y. 
Kritz Fruit Exchange, 161 Attorney Street, New York 2, N. Y. 
L. & 8. Bananas, Regional Market, Newburgh, N. Y. 
Long eon Banana Co., 120-19 89th Avenue, Richmond Hills 18, Long Island, 


Westw sas Banana Co., 731 Broadway, Westwood, N. J. 


Mr. Mutter. Thank you very much, Commissioner Kriger. 

Mr. Kricer. Thank you. 

Mr. Mutter. You have been very helpful. 

Mr. Kricer. Thank you. 

Mr. Mutter. Commissioner Spagna, will you come forward, with 
the members of your staff who are with you? 

This is the Honorable Joseph V. Spagna, commissioner, who heads 
the Department of Purchase of the City of New York, also a promi- 
nent and able lawyer in our community. We are very proud to say 
he is not only a Brooklynite—— 

Mr. Rrenuman. Mr. Chairman, I am sorry to interrupt. 

Probably the Commissioner does not have this at his fingertips, but 
I wonder if he could furnish us with the amount of rejects they would 
have in these procurements. 

Mr. Kricrer. They are not very great. 

Mr. Rrewtman. In other words, you do not have very much re- 
jected and turned back, and you do not find it spoiled when it gets to 
the institutions? 

Mr. Kricer. There are some, of course. 

Mr. Rrewuman. The perc entage is not very great? 

Mr. Kricer. It is a very small part of our total volume. 

Mr. Rrexwuman. I am sorry to interrupt. 

Mr. Mutrer. It is very important, and Iam glad you thought of it. 
I was saying that we are very happy that Commissioner Spagna—at 
least I am, and I am sure Congressman Anfuso joins me—not only 
is a Brooklynite, but he comes out of my own district. 

Do not discount what he says about it, because he is one of my 
supporters, and I am one of his supporters, too. Heisa very fine and 
able gentleman, and is rendering a fine service. He, too, is a dedicated 
public servant. 

Mr. Anruso. I might add, Mr. Chairman, that Commissioner 
Spagna does not come from my district, but I have heard of his 
reputation, which is one of the finest. He is a very prominent public 
official, very efficient; and he will save this city, from what I know, 
thousands and thousands of dollars by his able purchasing. 

Mr. Spacna. Thank you very much, both Congressmen. I hope 
I do not fall down on your well-meaning words. 

Mr. Anruso. Well, you have not done so yet. 

Mr. Mutter. Commissioner, you may proceed in your own way, 
either read a prepared statement if you have any, or give us such 
information as you think would be helpful to this committee, since we 
have already made known to you, too, exactly what we are seeking. 





PRODUCE PROCUREMENT 21 


TESTIMONY OF JOSEPH V. SPAGNA, COMMISSIONER, DEPART- 
MENT OF PURCHASE, CITY OF NEW YORK; ACCOMPANIED 
BY ABRAM MATTES, DEPUTY COMMISSIONER, AND GEORGE 
J. BASSO, FOOD BUYER 


Mr. Spaena. Mr. Congressman, I do not have a prepared state- 
ment, but I feel I am well versed to be able to speak extemporaneously 
on the questions which the committee would like to have answered. 

We are appearing here, I with my deputy commissioner, Abram 
Mattes and my food buyer, George J. Basso, pursuant to a letter 
which I received from the Honorable Congressman Abraham J. 
Multer dated November 26, 1957, in which you invited us to appear 
before this honorable committee to present our method of doing 
business, and the method under which we procure both fresh fruits and 
vegetables. 

Pursuant to that letter, I subsequently received a telephone call 
from the able counsel of this committee, Mr. Maness, in which he asked 
me whether we would appear, and I informed him at that time that I 
would so appear, together with those members of my staff that I would 
have to rely upon, necessarily, to be able to answer intelligently the 
questions this committee might be prepared to ask of me. 

At the outset, may I state that our department in the city of New 
York has a purchasing power of approximately 60 to 100 millions of 
dollars. Of this amount, between $1 million and $1,250,000 is for the 
purchase of fresh fruits, vegetables, and potatoes alone. 

Our purchasing power comes from the New York City charter, 
which has an effective date of January 1, 1938, and from the provisions 
of the board of estimate and the amendments to the charter. 

We have direct power to purchase established by a resolution 
adopted on June 30, 1949, by the board of estimate, which is known as 
calendar No. 318A, approving the regulations of the board of estimate 
relating to the execution and performance of contracts by the city, 
to supersede the regulations heretofore adopted by the board of 
estimate, as amended by resolutions. 

This, in the ordinary, everyday language, means that the board 
of estimate has adopted some special rules for the department of 
purchase for the purchase of those items which are necessary to 
operate the city of New York, and among them is that of the purchase 
of fresh fruits, vegetables, and potatoes. 

May I say now that we purchase our fruits and vegetables in the 
following manner: Under the provisions of the charter, we must adver- 
tise in the City Record, and I have a copy of it here, which is the 
current copy; and in the case of fresh fruits and vegetables, we adver- 
tise for 3 days by provision of this charter which I have just cited 
to you. 

We have no prequalifications such as the State of New York, but 
we do have a list of bidders who specialize, if I may so state, in the 
sale of fruits, vegetables, and potatoes. 

We purchase for approximately 31 institutions, including 29 hos- 
pitals, the city prisons, department of welfare, and the department of 
health, and public parks in their program. 
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We have a form of qualification of vendors in this sense, in that we 
ask them to submit an application to us if they desire to become 
vendors to the city, in which they submit to us a financial statement, 
together with a statement as to the length of time they have been in 
business, the place of business they maintain, whether they do or do 
not qualify with the board of health regulations pertaining to sanitary 
conditions because they are food handlers and purveyors, and in addi- 
tion, the fact that they must be prepared not only to supply the pur- 
chases that the city may make, but they must be able to deliver and 
maintain a stock sufficient in event of a replacement, and a financial 
ability to become responsible to the city in event of a loss sustained 
by the city. 

In that respect, we have what we call a qualification of bidder, in 
which he must be in business doing the same kind of vending or pur- 
chasing that the city does, for at Teast 2 years; he must be qualified 
and show to us that he has delivered foodstuffs to private institutions, 
hotels, steamship companies, municipal, State, or other F ederal 
institutions, and that he must show he has an adequate stock in his 
place of business, and that he is not doing only business with the city 
of New York and no other person. 

This is in order to qualify the persons we are doing business with 
in the sense that we know he is an everyday businessman. 

May I also say at the beginning that we do not feel he is big busi- 
ness, because each and every vendor, in our estimation, stands on 
his own particular need and on the need in the industry for that 
particular business he is then engaged in. 

And fruits and vegetables is not big business. Although we do 
spend $1,250,000, yet “compared to the United Fruit Co. or companies 
of a similar nature, we feel that he is a small-business man. 

So much for our qualifications. 

Now as to our purchases- 

Mr. Mutter. Before you leave the matter of qualification, do 
you have any idea of the maximum number of employees of any of 
these companies? 

Mr. Spaena. I do not know the maximum number, but we have 
an approximate idea of how many they employ. From time to time 
they may vary, and from season to season they vary. They vary 
anywhere from 6 minimum to perhaps, 15, 20, 25, depending on the 
number of trucks they operate, depending on the amount of business 
they do, and depending upon the season of the year in which they 
are engaged. 

When I say that number of employees, Congressman, that does not 
limit the fact that they may have outside employees, such as the 
wholesalers that sell to them, who deliver the merchandise and do 
other acts for which they do not have to employ their own people. 

May I further say, as another one of our qualifications, that all of 
our vendors must be purveyors of food. A purveyor is not a person 
who simply acts as a middleman or as a broker, but he must be a man 
who has a place of business, able to store or process his food, who must 
receive the food. Because we in the city of New York buy fruits, 
vegetables, and potatoes by the pound, not by the case, not by the 
carload lot. We want to pay for our merchandise, but we want not 
only the weight, but we want the quality. 
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We do buy according to United States Department of Agriculture 
specifications, and in addition thereto, we add our own specifications. 

I may say at the outset that I think, of all the three agencies who will 
appear here today, the city of New Y ork has the most ‘stringent quali- 
fications compared to the State of New York and to the United States 
Government. 

We must of necessity be a little bit more particular, because we buy 
for 2 more concentrated population, we buy for a more critical clien- 
tele, if I may say, because when you consider the fact that we buy for 
prisoners who are confined, when you consider the fact we buy for 
hospital patients who are very critical, therefore, it behooves us to 
be extra careful ; so that in addition to Federal specifications, we require 
department of health regulations. 

A food purveyor, if I may say, Congressman, is one who takes the 
merchandise in bulk, breaks the package and examines it, because we 
ere paying by the pound, not by the case; and after he has broken 
that package, he has examined it, so necessarily he must be a person 
who meets department of health regulations and has a health license 
in order to handle our foodstuffs. 

After he has examined the package, he has to repack it and ship it in 
its original carton, together with its original markings, to the institu- 
tions for which it is to be delivered. 

Now as to the quantity we purchase: 

We purchase, as I say, by a weekly bid, which must be advertised 
3 days before the bid is ‘opened. It is a sealed bid. It is a secret bid. 
And the number of people who bid is usually between 10 and 12. We 
have about 12 reputable, responsible bidders every week. 

In the wintertime, of course, our fruits and vegetables are a little 
less in quantity, and in cost, compared to the summer, and our pur- 
C hases vary between $20,000 and $25,000 in the winter, compared to 

$25,000 and $30,000 and $35,000 in the summer. 

But our potatoes, which, by the way, I may state at this time we 
purchase a good number of them in peeled, prepared form, we pur- 
chase about $4, 200 worth per week for institutions. 

May I also inform this honorable committee that the purpose of 
purchasing peeled potatoes is because we in the city of New York have 
found it to the best interests of the city, because of the high labor costs, 
to purchase peeled potatoes, delivered to the institutions. 

And, as the committee can readily understand, some of our institu- 
tions do not have that manpower necessary to peel potatoes economi- 

cally. We found that in peeling potatoes, some of our institutions 
had such poor help they would put it in a potato-peeling machine 
and usually a potato-peeling machine, for the education of this com- 
mittee, I do not know whether you are familiar with the peeling of 
potatoes, is an abrasive machine, one where you dump the potatoes in 
and where they revolve upon an abrasive instrument such as sand- 
paper, and unless your help is competent and careful and conscientious, 
you could get a hundred pounds of potatoes and by the time it was 
peeled you could, if not careful, end up with maybe a pound of it. 

So we found it was uneconomical and it would pay us to get the 
prepared item, not only because the institution would have it at the 








o 
' 








24 PRODUCE PROCUREMENT 


time it needed it, without waste, but because it would cost us less in 
manpower, for which we are sorely pressed. 

Now as to the method of purchasing: 

We try in our department to buy in standard package form. That 
means that in the form in which the purveyor will receive it, that is 
the form in which we will accept it, and we instruct our institutions 
to try not to break up our packages so that it will not entail cost in 
handling, which is expensive. 

As I said before, we buy for all of the institutions, including hos- 
pitals, and in order to economize in method of delivery, we have 
divided the city into five zones. In our purchases we specify seven 
zones. That is because we have an upstate institution we must furnish, 
and we call that a separate zone, and because Bellevue Hospital is 
such a large size, we make it by itself a zone, so that we buy for seven 
zones, 

All of our purchasing is done, as I stated, by competitive bidding, 
and by submitting a form to them in advance. Unlike the State, we 
know in advance how much we are going to buy, because we get our 
requisitions from the institutions, and the institutions necessarily 
secure it from their dietitians. 

So that we have developed in our Department of Purchase, under 
the administration of Mr. Basso and of my Deputy Commissioner 
Mattes, a detailed description of the items we wish to purchase, with 
the specified amounts for each zone, against which each vendor 
submits a price. And upon the tabulation of these prices, the low 
bidder for that particular zone on an all-or-none basis secures the 
award. 

All of these prices and tabulations are done publicly, simultaneously, 
at the time indicated on the bid when these bids will be opened. 

Mr. Mutter. May we have that form for our record, Commis- 
sioner? 

Mr. Spaana. Yes. I did not bring sufficient forms for every 
member of this committee, but I will have them delivered this after- 
noon. 

Mr. Mutter. That will not be necessary, Mr. Commissioner. 

We will make it part of our record, which will be printed shortly, 
and that will be made available not only to all members here, but to 
the full committee. 

Mr. Spaena. Thank you. 

(The form referred to is as follows:) 


SUPPLEMENTARY TERMS AND CONDITIONS FOR PERISHABLE Foopsturrs ONLY 


QUALIFICATIONS OF BIDDERS 


“ 


Bids will be considered only from bidders who have been in business as ‘‘pur- 
veyors”’ for at least 2 years with experience in bidding for and delivering perish- 
able foodstuffs to private institutions, hotels, steamship companies, municipal, 
State, and Federal institutions. 

Bidder must maintain adequate stock in a place of business owned by or rented 
to the bidder only. Bids will not be considered where bidder is sharing part of 
the premises with another company or corporation. Establishment must be 
adequate in every respect to properly handle, store, and prepare perishable food- 
stuffs of the quality and quantity required by the city of New York. 

Bidder must comply with the requirements of the sanitary code of the city of 
New York and the rules and regulations as required by the Department of Health 
of the city of New York in the operation of his business. 
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Bidder must have adequate facilities for the prompt delivery of any and all 
items ordered and must be prepared to have the organization to properly process 
produce ordered according to specifications. 


FURNISH AND DELIVER FRUITS AND VEGETABLES 


Opening date.—December 5, 1957. 

Delivery time.—December 16, 1957. 

The undersigned hereby agrees to furnish and deliver the items of fruits and 
vegetables for which a price is stated in the schedule which may be awarded to the 
undersigned by the department of purchase. 

Delivery points.—Riker’s Island Penitentiary via ferry, foot of East 134th Street, 
Bronx, N. Y. 

Riverside Hospital, North Brothers Island via ferry, foot of East 134th Street, 
Bronx, N. Y. 

Specifications.—Fruits and vegetables delivered under this proposal shall be in 
accordance with specifications 14—-F—14: 46T and 14—-V-—10:49T, which may be 
obtained in room 1028, Municipal Building, Manhattan, N. Y. 

(Unit prices to be legible, either typed or written.) 

Award will be made as a class, form 23-Y—83, latest revision, made part of this 
bid. 

Class No. 7 














| 
Item Amount 
No. Unit | Quantity | Unit price | dollars and 
| | cents 
8 | Cabbage, white___.____- cise teukebiesoce Mme. s.i% ih ei 
10 | Carrots " aie Saeed init Jelena’ i icennekehs aie 
12 | Celery, pascal ‘ .--.d0- 460 | 7 4 
18 | Garlie__ s ide i Se ic. AS. al er aid 
24 | Lettuce, iceberg. __. eae? rrr mate -| cat al a le aarti 
27 | Onions : 3 ; as HE Fi ME dn ndctanen : . 
29 | Parsley, curly -- ‘ ie calcd et aaadaianeii a 3 
30 | Parsnips : ,tokicutdbvaiwnecbuc hoa do... --| Rs. SiS en . 
32 | Peppers, green, short scspithcaalitaah eadeliceliaiaiedamin bed ene GO c68 GP Ec iennedigtenaliddas-cagichcee 
33 | Potatoes, Irish, any round or long variety__.--- Da do. _-.| UD hood tis sco spcealiia Ata bates 
43 | Tomatoes sek hiiwehtetude tnwmain ditadsdenahteaarainan MP En cowacSeamatdantnan Status 
Oe] “TUR, SOI oo nce av cach ceisnadhite “do. _--| WE Viddupvihk hoes agiibabkbade 
— SO a ae ee eae Pree do. | TEP Uirtlecnindtit. aikathalinititp sc imeinathiads 
G3. | Oranges, (600 RG)... no nnincopinwnccessdeadelewsne do-- -| TUNE dl Ascrtriiiinistntstnalcadtiaidibten canes 
! | ! 
"Tan Se We GR, TOD, Fo, ss isin make da neleee ee ee 
ME cous cnanucess Rieu ae 
Address 


BIDDERS NOTE 


Specification for item 63—Oranges, Florida, U. 8. No. 2, size 176, 200, 216— 
Bruce or standard pack. 

The Commissioner reserves the right to reduce the quantity or to cancel any 
item or items which are not needed or the prices of which, in his opinion, are too 
high. No cancellation or reduction of any item or items will be made if such 
sancellation or reduction changes the original low bidder. 


BID TERMS AND CONDITIONS 


All quotations are subject to the following terms and conditions unless modified 
on the reverse side of this bid. Upon acceptance of this bid by the city the terms 
of the bid shall apply to all orders issued as a result of such acceptance. 


hi. Bidding 


(a) Pricing.—Bidder shall insert unit price and extension against each item. 
Lead pencil must not be used. Unit price shall govern. 

The provisions of the New York State fair trade law (Feld-Crawford Act) and 
the Federal price discrimination law (Robinson-Patman Act) do not apply to 
purchases made by the city. 

(b) Discounts.—Cash discounts will not be a factor in determining awards unless 
otherwise indicated by the city. Trade discounts will be a factor in determining 
the award. 
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(c) Foreign goods.—aA bidder offering goods of foreign manufacture must so 
indicate in his bid. 

(d) F. 0. b. delivery point.—All prices bid must be on the basis of f. o. b. delivery 
point, unloaded inside and assembled unless otherwise indicated in the proposal. 
A bid on any other basis than that indicated in the proposal may be considered 
informal. 

(e) “Or equal” bidding.—When a bid standard or equal is specified, the bidder 
may offer an article which he certifies to be equal in quality, performance, and in 
other essential characteristics to the bid standard. If bidder fails to name a 
substitute, he will be required to furnish the bid standard. 


2. Samples 

Samples or drawings required shall be delivered free of charge as requested. 
Samples shall be removed by the bidder at his expense. The city will not be 
responsible for any samples which are destroyed or mutilated in examination. If 
samples are not removed within 30 days after written notice to the vendor, they 
shall be considered as abandoned and the city shall have the right to dispose of 
them as its own property. 


38. Award will be made by item or class 


(a) Items and class award.— When class bids are indicated, bidder must bid on 
each item in the class. <A bidder desiring to bid ‘“‘no charge’’ on an item in a class 
must so indicate; otherwise the bid for the class will be construed as incomplete. 
Items may be combined and awarded as a group if there is a saving in ultimate 
cost by the reduction of the number of orders issued. 

(b) Tie bids will be decided by the commissioner. 

4. Delivery 

(a) Inspection shall be made at the point of delivery unless otherwise specified. 

Any food or drug or other commodity which is found by the comptroller to be 
unwholesome or otherwise unfit for human consumption or use shall not be re- 
moved by the vendor until it is examined by the department of health. If 
condemned, such commodities shall be disposed of as provided by law. 

(6) Containers and reels.—Ali containers and reels shall become the property 
of the city unless otherwise specified. 

(c) Delivery hours.—Delivery shall be made between 9 a. m. and 3:30 p. m. 
Monday through Friday and at other times by special arrangement. No deliv- 
eries (except foods) will be received at Rikers Island after 3 p. m. 

(d) Delivery time.—Shall be computed in calendar days from the perforated 
date on the order. 

(e) Labels.—All supplies which are customarily labeled or identified must have 
securely affixed thereto the original unmutilated label or marking of the manu- 
facturer. 

(f) New merchandise.—Unless otherwise stated in the quotation or orders, 
deliveries must consist only of new and unused merchandise. 


5. Delays—Nondelivery—Rejections 

(a) Vendor’s fault.—If the vendor fails to make delivery within the time speci- 
fied or if the delivery is rejected by the comptroller, the commissioner may obtain 
such commodities or any part thereof from other sources in the open market or 
on contract. Should the new price be greater than the order price, the difference, 
plus the reletting cost and the liquidated damages, if any, will be charged against 
the vendor. Should the new price be less, the vendor shall have no claim to the 
difference, but the reletting cost and the liquidated damages will become charges 
against the vendor. 

The reletting cost is hereby determined to be $5 for each order unless a contract 
readvertisement is necessary, in which case it is determined to be $10, 

Should the new purchase price exceed the order price by 20 percent or more, 
the city agrees to waive its claim to the reletting cost and the liquidated damages ; 
should such excess price be less than 20 percent, the city shall charge the vendor, 
in addition, the reletting cost and liquidated damages to a total not exceeding 
20 percent of the order price of the items rejected or not delivered. 

(b) Allowance of time.—The commissioner, in his discretion, may grant addi- 
tional time for delivery when the fault is the city’s or when he is satisfied as to the 
causes of delay asserted by the vendor, or he may procure the supplies elsewhere 
without liability to the city or to the vendor. 

(ec) Rejected merchandise.—The comptroller may withhold acceptance of or 
reject any goods which are found, upon examination, not to meet the specification 
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FORM 23-Y-83 (LATEST REVISION) 
TO BE MADE PART OF THIS BID: 


2. BEANS. LIMA 
3. BEANS, SNAP, GREEN 
4. BEANS, SNAP, WAX 


S. SEETS 

7. BRUSSELS SPROUTS 
6. CABBAGE, WHITE 
9. CABBAGE, RED 
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BID TERMS AND CO 


All quotations are subject to the following terms and conditions unl 
acceptance of this bid by the City the terms of the bid shall apply 


| — BIDDING 

(a) PRICING—Bidder shall insert unit price and extension 
against each item. Lead pencil must not be used. Unit price 
shall govern. 

The provisions of the New York State Fair Trade Law 
Feld-Crawford Act) and the federal price discrimination law 
Robinson-Patman Act) do not apply to purchases made by 
the City. 

(b) DISCOUNTS—Cash discounts will not be a factor in 
determining awards unless otherwise indicated by the City. 
Trade discounts will be a factor in determining the award. 

(c) FOREIGN GOODS—A bidder offering goods of for- 


eign manufacture must so indicate in his bid. 


(d) F.O.B. DELIVERY POINT—AIl prices bid must be on 
the basis of F.O.B. delivery point, unloaded inside and as- 
sembled unless otherwise indicated in the proposal. A bid on 
any other basis than that indicated in the proposal may be 
considered informal. 


(e) "OR EQUAL" BIDDING—When a bid standard or 
equal is specified, the bidder may offer an article which he 
certifies to be equal in quality, performance, and in other es- 
sential characteristics to the bid standard. If bidder fails to 
name a substitute, he will be required to furnish the bid 
standard. 


2 — SAMPLES—Samples or drawings required shall be deliv- 
ered free of charge as requested. Samples shall be removed 
by the bidder at his expense. The City will not be responsible 
for any samples which are destroyed or mutilated in examina- 
tion. If samples are not removed within thirty (30) days after 
written notice to the vendor, they shall be considered as aban- 
doned and the City shall have the right to dispose of them as its 
own property. 


3— AWARD WILL BE MADE BY ITEM OR CLASS. 

(a) ITEMS AND CLASS AWARD—When class bids are 
indicated, bidder must bid on each item in the class. A bidder 
desiring to bid "no charge” on an item in a class must so in- 
dicate; otherwise the bid for the class will be construed as in- 
complete. Items may be combined and awarded as a group 
if there is a saving in ultimate cost by the reduction of the 
number of orders issued. 

(b) TIE BIDS will be decided by the Commissioner. 


4 — DELIVERY 

(a) INSPECTION shall be made at the point of delivery 
unless otherwise specified. 

Any food or drug or otner commodity which is found by 
the Comptroller to be unwholesome or otherwise unfit for human 
consumption or use shall not be removed by the Vendor until it 
is examined by the Department of Health. If condemned, such 
commodities shall be disposed of es provided by law. 


(b) CONTAINERS AND REELS— 
shall become the property of the City ur 


(c) DELIVERY HOURS—Delivery 
9 A. M. and 3:30 P. M. Monday throt 
times by special arrangement. No deli 
be received at Rikers Island after 3 P. 


(d) DELIVERY TIME—Shall be con 
from the perforated date on the order. 


(e) LABELS—All supplies which a 
or identified must have securely affix 
unmutilated label or marking of the me 

(f) NEW MERCHANDISE—Unless 
quotation or orders, deliveries must c 
unused merchandise. 


5 — DELAYS — NON-DELIVERY — RE 


(a) VENDOR'S FAULT—If the Ver 
ery within the time specified or if the de 
Comptroller, the Commissioner may o 
or any part thereof from other source: 
on contract. Should the new price be 
price, the difference, plus the reletting 
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difference, but the reletting cost and | 
will become charges against the Vendc 


The reletting cost is hereby deterr 
($5) for each order unless a contract 
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Should the new purchase price exc 
twenty per cent (20%) or more, the C 
claim to the reletting cost and the liqu 
such excess price be less than twenty p 
shall charge the Vendor in addition, 
liquidated damages to a total not exc 
(20%) of the order price of the items re 


(b) ALLOWANCE OF TIME—Th 
discretion, may grant additional time 
fault is the City's or when he is satisfied | 
asserted by the Vendor, or he may pr 
where without liability to the City or te 


(c) REJECTED MERCHANDISE— 
withhold acceptance of or reject any | 
upon examination, not to meet the spe 
Upon written notification of rejection, 
ately removed by the Vendor. Rejectec 
thirty (30) days will be regarded as-al 
shall have the right to dispose of them | 
foodstuffs and drugs, no written notic 
given; upon verbal notice from the Co 
Vendor shall immediately remove and 
chandise. 
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— REJECTIONS 

» Vendor fails to make deliv- 
1e delivery is rejected by the 
ay obtain such commodities 
urces in the open market or 
» be greater than the order 
ting cost and the liquidated 
against the Vendor. Should 
- shall have no claim to the 
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etermined to be five dollars 
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ed to be ten dollars ($10). 
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he City agrees to waive its 
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ity per cent (20%), the City 
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ms rejected or not delivered. 
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fied as to the causes of delay 
y procure the supplies else- 
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ected goods left longer than 
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6 — ASSIGNMENTS—No assignment will be valid without the 


written consent of the Commissioner of Purchase. 


7— LIMITATION OF ACTION—No action for any cause 
whatsoever arising out of this order shall be maintained against 
the City of New York by the Vendor, or anyone claiming under 
the Vendor, unless such action shall be commenced within six 
months 
(a) after expiration of this order or 
(b) after the date of written notice to the Vendor from the 
City of complete rejection or withheld acceptance or 
(c) after the date of written notice to the Vendor from the 
City of a deduction from the agreed price on the order, 
whichever of the above events shall be the latest in time. 


8— DISCRIMINATION IN EMPLOYMENT —(Chapter 424 
of the Laws of 1950) 


No contractor, sub-contractor, nor any person on his be- 
half shall in any manner, discriminate against or intimidate any 
employee hired or to be hired for the performance of 
under this contract on account of race, creed, color, or national 
origin. 

There may be deducted from the amount payable to the 
contractor under this contract a penalty of five dollars for 
each person for each calendar day during which such person 
was discriminated against or intimidated in violation of the 
provisions of the contract. 

This contract may be cancelled or terminated and all 
moneys due or to become due hereunder may be forfeited, 
for a second or any subsequent violation of the terms or 
conditions of this section of the contract. 

The aforesaid provisions shall be limited to operations 
performed within the territorial limits of the State of New York. 


9—SALES AND EXCISE TAXES—Unless the proposal indi- 
cates otherwise, the City is exempt from the payment of any 
sales, excise or federa! transportation taxes. The price bid 
must be net exclusive of taxes and will be so construed. A 
Vendor desiring refunds of, or exemptions from taxes paid on 
merchandise accepted by the City, must submit the proper 
forms, and the Commissioner, if satisfied as to the facts, will 
approve or issue the necessary certificates. 


10—AUDIT BY COMPTROLLER—Purchase Orders are subject 
to audit by the Comptroller. 


!1|1\—PAYMENT AND COLLECTION OF CHARGES—The 
City will make every effort to pay invoices within thirty (30) 
days after proper delivery of merchandise. 


The City will also avail itself of cash discounts for pay- 
ment within prescribed times whenever possible. 


All charges against a Vendor shall be deducted from cur- 
rent obligations that are due him or shall become due him or 
in the event that there are no current obligations that Vendor 
shall pay to the City the amount of such charges. 
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consumption or use shall not be removed by the Vendor until it given; upon verba! notice from th 
is examined by the Department of Health. If condemned, such Vendor shall immediately remove 
commodities shall be disposed of as provided by law. chandise. 








DELIVERY POINTS FOR 
FRUITS AND VEGETABLES 


CLASS 1 


Gouverneur Hospital, Ft. of Gouverneur Slip, 621 Water St., New York 2. N. Y. 

City Hospital, Welfare Island, via Queensboro Bridge, New York 17, N. Y. 

Central Nurses Home. Welfare Island, via Queensboro Bridge, New York 17, N. Y. 
Goldwater Memorial Hospital. Welfare Island, via Queensboro Bridge, New York 17, N. Y. 
Municipal Shelter Annex, 8 East 3rd St., New York 3, N. Y. 

Municipal Shelter, 330 East 5th St., New York 3, N. Y. 

Research Laboratory, Ft. of East 16th St.. New York 9, N. Y. 

Manhattan House of Detention for Men, 125 White St.. New York 13, N. Y. 

House of Detention for Women, 118 West 10th St., New York Ll, N. Y. 

Queens House of Detention for Men, 1 Court Square, Long Island City 1, N. Y. 

Dept. of Sanitation. Pier 70, Ft. of East 22nd St., New York 10, N. Y. 

Bird S. Coler Memorial Hospital, Welfare Island, via Queensboro Bridge, New York 17, N. Y. 
James Ewing Memorial Hospital, First Ave. between 67th and 68th Sts., New York 21, N. Y. 
Metropolitan Hospital, 99th St. bet. Ist and 2nd Aves., New York 28, N. Y. 

Harlem Hospital, 136th St. and Lenox Ave., New York 30, N. Y. 

Sydenham Hospital, 124th St. and Manhattan Ave., New York 27, N. Y. 


Children’s Center, 2 East 105th St.. New York 29, N. Y. 
**See Note Below 
CLASS 2 


Fordham Hospital, Croteaa Ave. and Southern Boulevard, Bronx, New York 58, N. Y. 
Lincoln Hospital. 320 Concerd Ave., nr. l4lst St., Bronx, New York 54, N. Y. 

Morrisania Hospital, E. 168th St. & Gerard Ave., Bronx, New York 52, N. Y. 

Bronx House of Detention for Men, 653 River Avenue, Bronx, New York 51, N. Y. 

Francis Delafield Memorial Hospital, Ft. Washington Ave. and 165th St.. New York 32, N. Y. 
Hart Island Workhouse, Hart Island, Bronx 64, N. Y. 

Bronx Municipal Hospital Center, Eastchester Road near Morris Park Ave., Bronx 61, N. Y. 


CLASS 3 


Kings County Hospital, 451 Clarkson Ave., Brooklyn 3. N. Y. 

Cumberland Hospital, 39 Auburn Place, Brooklyn 1. N. Y. 

Greenpoint Hospital, Kingsland and Skillman Aves., Brooklyn 6, N. Y. 

Coney Island Hospital. Ave. Z between Ocean Parkway and East 6th St., Brooklyn 23, N. Y. 
Queens General Hospital, 164th St. and Grond Central Parkway, Jamaica 2, N. Y. 
Brooklyn House of Detention for Men, 275 Atlantic Avenue, Brooklyn 1, N.- Y. 

Elmhurst General Hospital, Broadway and 78th Street, Elmhurst, L. 1., N. Y. 


CLASS 4 


Sea View Hospital, Castleton Corners, Staten Isiand 10, N. Y. 
Farm Colony, Castleton Corners, Staten Island 10, N. Y. 





CLASS 5 
Branch Workhouse, New York City, New Hampton, Orange County. N. Y. 
Camp LaGuardia, Greycourt, Orange County. N. Y. 
Antitoxin Laboratory, Otisville, Orange County, N. Y. 
*See Note Below 


CLASS 6 
Bellevue Hospital, 420 East 29th St., New York 16, N. Y. 


CLASS 7 
Penitentiary, Rikers Island, via E. 134th St. Ferry, Bronx, New York 54, N. Y. 
Riverside Hospital, North Brother's Island, via East 134th Street Ferry, Bronx $4, N. Y. 


NOTE:—*Deliveries to Orange County must be made directly to Institution by Contractor's vehicles 
**Deliveries to Institutions on Welfare Island to be made via Welfare Island Bridge, entra 
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rove and replace rejected mer- in the event that there are no current obligations that Vendor 


shall pay to the City the amount of such charges. 








R PERISHABLE FOODS 


MEATS AND POULTRY 


Bellevue Hospital, 420 East 29th St., New York 16, N. Y. 

Gouverneur Hospital, Ft. of Gouverneur Slip, 621 Water St., New York 2, N. Y. 

Municipal Shelter (Annex) 8 East 3rd St., New York 3, N. Y. 

Municipal Shelter, 330 East Sth St., New York 3, N. Y. 

Research Laboratory. Ft. of East 16th St.. New York 9. N. Y. 

Manhattan House of Detention for Men, 125 White St., New York 13, N, Y. 

Dept. of Sanitation, Pier 70, Ft. of East 22nd St., New York 10, N. Y. 

James Ewing Memorial Hospital, First Ave. between 67th and 68th Sts., New York 21, N. Y. 
Metropolitan Hospital, 99th St. bet. lst and 2nd Aves., New York 28, N. Y. 

House of Detention for Women, 118 West 10th Street, New York 11, N. Y. 





ZONE 2 


City Hospital, Welfare Island, via Queensboro Bridge, New York 17, N. Y. 

Central Nurses Home, Welfare Island, via Queensboro Bridge, New York 17, N. Y. 
Goldwater Memorial Hospital, Welfare Island, via Queensboro Bridge. New York 17. N. Y. 
Bird S. Coler Memorial Hospital, Welfare Island, via Queensboro Bridge, New York 17, N. Y. 
on Se ee Detention for Men, 1 Court Square, Long Island City 1. N. Y. 

**See Note Below 


Kings County Hospital. 451 Clarkson Avenue, Brooklyn 3, N. Y. 

Cumberland Hospital, 39 Auburn Place, Brooklyn 1, N. Y. 

Greenpoint Hospital, Kingsland and Skillman Avenues, Brooklyn &, N. Y. 

Coney Island Hospital, Ave. Z between Ocean Parkway and East 6th &t.. Brooklyn 23, N. Y. 
Queens General Hospital, 164th St. and Grand Central Parkway. Jamaica 2, N. Y. 
Brooklyn House of Detention for Men, 275 Ailantic Avenue, Brooklyn 1, N. Y. 

Elmhurst General Hospital, Broadway and 78th Street, Elmhurst, L. 1., N. Y. 


ZONE 4 


Harlem Hospital, 136th St. and Lenox Ave., New York 30, N. Y. 

Morrisania Hospital, East 168th St. and Gerard Avenue, Bronx, New York 52, N. Y. 
Fordham Hospital, Southern Boulevard & Cretona Avenue, Bronx, New York 58, N. Y. 
Lincoln Hospital, 320 Concord Avenue, near l4lst St., Bronx, New York 34, N. Y. 

Children’s Center, 2 East 105th St.. New York 29, N. Y. 

Francis Delafield Memorial Hospital, Ft. Washington Avenue and 165th St.. New York 32, N. Y. 
Sydenham Hospital, 124th St. and Manhattan Avenue, New York 27, N. Y. 

Bronx Municipal Hospital Center, Eastchester Road near Morris Park Ave., Bronx 61, N. Y. 
Bronx House of Detention for Men, 653 River Avenue, Bronx 5], N. Y. 


ZONE 5 
Sea View Hospital, Castleton Corners, Staten Island 10, N. Y. 


CLASS 1 
Riverside Hospital, North Brother's Island, via East 134th Street Ferry, Bronx 54. N. Y. 


CLASS 2 
Antitoxin Laboratory, Otisville, Orange County, N. Y. 
Branch Workhouse, New York City, New Hampton, Orange County, N. Y. 


Camp LaGuardia, Greycourt, Oran County, N. Y. 
*See Note Below ™ " 


nicles or by express. No freight deliveries to Railroad Siding of Institution will be accepted. 
entrance on 36th Avenue and Vernon Boulevard, Astoria, Long Island, N. Y. 
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requirements. Upon written notification of rejection, goods shall be immediately 
removed by the vendor. Rejected goods left longer than 30 days will be regarded 
as abandoned and the city shall have the right to dispose of them as its own prop- 
erty. On foodstuffs and drugs, no written notice of rejection need be given; 
upon verbal notice from the comptroller to do so, the vendor shall immediately 
remove and replace rejected merchandise. 

6, Assignments 


No assignment will be valid without the written consent of the Commissioner 
of Purchase. 


?. Limitation of action 

No action for any cause whatsoever arising out of this order shall be main- 
tained against the city of New York by the vendor, or anyone claiming under 
the vendor, unless such action shall be commenced within 6 months— 

(a) after expiration of this order, or 
(6) after the date of written notice to the vendor -from the city of com- 
plete rejection or withheld acceptance, or 
(c) after the date of written notice to the vendor from the city of a deduc- 
tion from the agreed price on the order— 
whichever of the above events shall be the latest in time. 
8. Discrimination in employment (ch. 424 of the laws of 1950) 

No contractor, subcontractor, nor any person on his behalf shall in any manner 
discriminate against or intimidate any employee hired or to be hired for the 
performance of work under this contract on account of race, creed, color, or 
national origin. 

There may be deducted from the amount payable to the contractor under this 
contract a penalty of $5 for each person for each calendar day during which such 
person was discriminated against or intimidated in violation of the provisions of 
the contract. 

This contract may be canceled or terminated and all moneys due or to become 
due hereunder may be forfeited, for a second or any subsequent violation of the 
terms or conditions of this section of the contract. 

The aforesaid provisions shall be limited to operations performed within the 
territorial limits of the State of New York. 

9, Sales and excise taxes 

Unless the proposal indicates otherwise, the city is exempt from the payment 
of any sales, excise or Federal transportation taxes. The price bid must be net 
exclusive of taxes and will be so construed. A vendor desiring refunds of, or 
exemptions from taxes paid on merchandise accepted by the city, must submit 
the proper forms, and the commissioner, if satisfied as to the facts, will approve 
or issue the necessary certificates. 

10. Audit by comptroller 

Purchase orders are subject to audit by the comptroller. 
11. Payment and collection of charges 

The city will make every effort to pay invoices within 30 days after proper 
delivery of merchandise. 

The city will also avail itself of cash discounts for payment within prescribed 
times whenever possible. 

All charges against a vendor shall be deducted from current obligations that 
are due him or shall become due him or in the event that there are no current 
obligations that vendor shall pay to the city the amount of such charges. 


BIDDERS NOTE 


Specification for item 3.—Beans, snap, green, as per New York City specifica- 
tion 14-V—10:49T, except that beans shall be properly snipped and thoroughly 
washed and ready for cooking. Shall be packed in 2%- to 5-pound cello bags, 
6 bags to shipping container. 

Specification for item 34.—Potatoes, Irish, long whites, Washington, Idaho, 
russets or California, U. 8. No. 1, 140 uniform size individually wrapped potatoes 
to box weighing 50 pounds net. 

Specification for item 40.—Spinach, as per New York City specification 14-V— 
10:49T except that spinach shall be properly trimmed of roots and defective 
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leaves, thoroughly washed and be ready for cooking. Shall be packed 2%- to 
5-pound cello bags, 6 bags to a shipping container. 

Specification for item 63.—Oranges, Florida, U. 8. No. 2, size 176, 200, 216— 
Bruce or standard pack. 

The commissioner reserves the right to reduce the quantity or to cancel any 
item or items which are not needed or the prices of which, in his opinion, are too 
high. No cancellation or reduction of any item or items will be made if such 
cancellation or reduction changes the original low bidder. 

Delivery points.—Harlem and Sydenham Hospital and Children’s Center are 
removed from class No. 2 and included in class No. 1. 

Deliveries to institutions located on Welfare Island to be made via Welfare 
ae Bridge, entrance on 36th Avenue and Vernon Boulevard, Astoria, Long 

sianad, 

New delivery point.—Zone 3—Elmhurst General Hospital, Broadway and 78th 
Street, Elmhurst, Long Island, N. Y. 

Mr. Spaena. Now as to the form of inspecting what we buy: 

The city of New York has seen fit, and I concur heartily in this, to 
disassociate the inspection division from the purchasing division. 

In short, we do not become chief cook and bottle washer. We 
remain the specialty in which we are—purchasers. We do our pur- 
chasing. 

But the inspectors come from the comptroller of the city of New 
York, an entirely different entity insofar as purchasing is concerned. 

Mr. Mutter. Just to emphasize the difference, then, of respon- 
sibility, you are appointed by the mayor? 

Mr. Spaana. I was. 

Mr. Mutrer. And the mayor, of course, is elected in the city of 
New York. 

Mr. Spaaena. Correct. 

Mr. Mutrer. The comptroller is another elected official? 

Mr. Spaena. He is, sir. 

Mr. Mutter. And he appoints his inspectors. 

Mr. Spaaena. Correct, sir. 

Mr. Mutter. So the inspectors who are inspecting the things you 
buy are not under your jurisdiction at all. 

Mr. Spagna. None whatsoever. And I bring that out for the pur- 
pose of illustrating our method of dealing with this matter in the city 
of New York. 

These inspectors inspect not at the source of supply, but inspect at 
the point of delivery, and I wish to emphasize that, because evidently 
this committee is interested to see the method under which the city 
of New York does its purchasing. 

It is important to us, because we have received inquiries from all 
the cities and States of the United States. We are members of the 
National Institute of Government Purchasing Agents, and necessarily 
we have been held up—and I say this with due humility —as an 
example of as near perfect pure hasing as it is possible to achieve in a 
city as large as ours, and with the complex problems we have, with the 
dietitians we have to contend with, with the number of institutions 
that we have to service, and with the immediate delivery that is re- 
quired, because you can well imagine in servicing over 29 hospitals, 
servicing over 5 penal institutions, servicing parks and welfare centers, 
what an enormous job of delivery, of timing, of preparation, is required. 

So that we are constantly on the alert and on guard for methods of 
improvement. We are always alerted also to the fact that we do not 
wish to do business with fly-by-nights or with people who hang their 
hat in one corner, have a desk in somebody’s office, and do a middle- 


t 





to 


ny 
00 
ch 
ire 


ire 
ng 


sth 


to 


Ve 


ew 
xd. 
yn- 


of 


rou 


ur- 
‘ity 


, at 
tly 
‘ity 


all 
the 
rily 

an 
na 
the 
ons 

re- 
als, 
ers, 
red. 
s of 
not 
heir 
dle- 


PRODUCE PROCUREMENT 29 


man profit. That, we do not feel is a businessman, nor do we think he 
is a person who would be responsible, irrespective of the amount of 
money he has in the bank, because we have had the experience where 
people come in and state they are financially responsible, for which 
there is no denial, that they are reputable business people, of which 
there is no doubt; but then when we go to examine their place of 
business, we find that either they have an office in somebody else’s 
establishment, or they have absolutely no means of delivery, and 
surely no way or no manner or no shape or form of receiving merchan- 
dise or processing it, or holding it, or storing it. 

And, of course, in that instance, we disqualify that vendor, irrespec- 
tive of the price he submits, because we do not deem him to be a 
responsible vendor. 

Mr. Mu rer. In connection with that, let me ask you this question: 
I noted you said earlier the man must have at least 2 years’ experience 
in this field. 

Mr. Spaena. That is correct, sir. 

Mr. Mutter. Suppose a man had been a salesman or an executive 
in a business that he had been running for many years, this very line 
of business, and then left that business, and opened up for himself, 
but had only an office, no facilities for packing or repacking or ship- 
ping, but would have a contract with some other purveyor in the 
yusiness to buy the merchandise that he might need to fill a ecommit- 
ment if he is a successful bidder. 

Could that person become a bidder under your rules? 

Mr. Spagna. No, sir, he could not, sir. 

Mr. Mutter. Thank you. 

Mr. Spagna. Now, sir, may I conclude this offhand statement by 
saying as a result of our method of purchasing or our method of quali- 
fication, we have a minimum of rejections, praetically nil, because we 
insist in the beginning that the bidder be responsible. We eliminate 
that defect at the beginning. So that we do not have the costly 
service entailed in inspecting, rejecting, and allowing him to replace. 

May I say this, in addition: that sometimes, because of extreme 
weather conditions, whether it be extremely cold or extremely hot, it 
may be possible that a vendor delivers merchandise and he would 
desire to replace it. 

We allow him one replacement, providing that it is within the time 
limit for his delivery. But should he in any event fail to make that 
replacement within that time, then we have what we call a “buy” 
against it, and we charge him both with the difference, if any, or if 
there is a benefit in favor of the city, he receives no benefit from that. 
And he is also charged with the cost of readvertisement, which is $5 
under ordinary circumstances. 

Mr. Mutter. Do we understand that when you buy against a 
defaulted contract, you do it also by competitive bidding? 

Mr. Spaena. Yes, sir. All purchasing in the city of New York is 
done on a competitive basis. 

I think that would conclude my statement for this committee unless 
the committee desires to ask any other questions. 

Mr. Mutrer. Congressman Riehlman? 

Mr. Rirexutman. I do not think I have any questions, Mr. Chairman. 

Mr. Mutter. Congressman Anfuso? 
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Mr. Anruso. Mr. Chairman, I think the witness has made such a 
professional statement that questions are not necessary, at least by 
me. I stand on my prior statement. 

Mr. Spacna. Thank you, Congressman. 

Mr. Mutter. One other thing occurs to me, Commissioner. In 
the city of New York, we do have a board known as a board of re- 
sponsibility. 

Mr. Spaena. Yes, sir. 

Mr. Mutter. In the event a bidder has defaulted under a con- 
tract or for some reason you believe, as commissioner of purchase, 
the man is no longer responsible, you have a right to notify him that 
you consider him no longer a responsible bidder; and then he has a 
right to appeal to that board and present his case to the board and 
let the board determine whether or not he is responsible. Am I right? 

Mr. Spaana. That is correct. 

May I elaborate further, Mr. Chairman, by saying this: That in 
the event a person is a low bidder who, because of repeated rejections 
or because of unsavory reputation in the field—and the reputation 
must be with facts which I could prove—lI feel is not responsible, 
then I could convene the board of responsibility, which is composed 
of the corporation counsel of the city of New York, the comptroller 
of the city of New York, and the commissioner of purchase of the 
city of New York. 

The charges must be definite and in writing, which I must submit 
to this board. At the time of the hearing, I present the board with 
the facts in the case, and at that time the board, by a majority vote, 
will declare the person responsible or irresponsible, irrespective of the 
prices he has submitted. 

Now, after these charges have been filed with the board and after 
decision has been rendered, the board, in its discretion, will allow the 
vendor to be called in, if there is any question as to the facts as they 
have been presented, and give the opportunity to present his side of 
the story as to why he has or has not been responsible in the particu- 
lar instance cited before the board. 

He further has a further recourse to the courts, to the supreme 
court, to appeal the decision, both of the commissioner of purchase, 
of the board of responsibility, and, of course, of the supreme court if 
the supreme court should be adverse to his appeal. 

We have had during my 4 years as commissioner of purchase only, 
I think, no more than two instances where a person was a low bidder, 
but was not considered responsible because of a fact almost similar to 
what you have cited, Congressman, and the court has sustained me, 
the board of responsibility sustained me, and the supreme court, and 
they went up to the appellate division, and I have been sustained by 
the appellate division because of the fact of responsibility and ability 
to remain and continue in business. 

Mr. Mutter. During your 4 years in office, Commissioner, have 
you heard any complaints about your method of operation? 

Mr. Spagna. Only one, about this irresponsible bidder who felt 
that he should have received a bid, and of course he went to the ap- 
pellate division with that; but outside of that, I do not recall any. 

Mr. Mutrer. Have there been any complaints against competitive 
bidding? 


Mr. Spacna. None whatsoever. 
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Mr. Muurer. In your opinion, which is the better procedure, the 
so-called negotiated bid or spot buying or sight buying in. this field, 
fresh fruits and vegetables, or competitive bidding? 

Mr. Spaana. I feel without any equivocation that competitive 
bidding is the most modern, advanced, and free of any other taint, 
in the form of purchasing for the city of New York. Ido not know 
the problems that any other municipality or State or government may 
have. But insofar as our method of purchasing is concerned, because 
of the facts as I have outlined them to this committee, I do not think 
it could be surpassed. 

And, as I have stated in my opening remarks, other cities through- 
out the United States have asked for our form, and they are constantly 
asking us for our method of doing business. 

Mr. Moutrer. You cooperate fairly close with Commissioner 
Kriger of the State division of standards and purchase? 

Mr. Spaena. I do. 

Mr. Murer. Has your advice been sought by the United States 
Government or any of the procurement agencies? 

Mr. Spacna. Well, only as cited here by Commissioner Kriger, 
last Friday Major Lauer called me on the telephone, and his counsel, I 
think, Mr. Wilson, tried to get me before that. But outside of that, I 
do not know. 

But I go to the United States Government from time to time to ask 
them for their methods, because I am interested always in improving. 
I am not the smartest man in the world, and I know that. 

Mr. Murer. You are willing to make your experience and that of 
your department available to any Government agency which thinks 
they can gain anything from your experience? 

Mr. Spaena. | have offered the facilities of my office and all of my 
experience and all of my knowledge at all times to the United States 
Government, to the Department of Agriculture, and especially lately 
to Major Lauer, at his request, when he came in to ask me some 
questions. 

Mr. Mutrer. Up to last week, had anybody from the Quarter- 
master Corps or any other United States Government procurement 
agency, been in touch with you to ask you about your operation? 

Mr. Spaana. No, sir. 

Mr. Rieniman. Could we ask, Mr. Chairman, the type of infor- 
mation Mr, Lauer and Mr. Wilson requested? 

Mr. SpaGna. Only similar; to what Commissioner Kriger stated, 
the method by which we did our purehasing, and what difficulties, 
if any, we found, general questions, all relating to our method of 
purchasing and procedure. 

Mr. Rresuman. Thank you, sir. 

Mr. Mutter. Could you supply us with a list of your vendors in 
this field of fresh fruits and vegetables? 

Mr. Spaena. Yes, sir, I would be happy: to. 

May I state for the record that the list of our vendors is a public 
record, and anyone who comes to the Municipal Building where we 
are located would be very easily accommodated with the names and 
addresses of our vendors. 

Mr. Muuter. Yes. 

(The list of vendors referred to ‘appears on p, 36.) 
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Mr. Mutter. Do you know, Commissioner, how long the city of 
New York has been using competitive bidding for the purchase of 
fruits and vegetables? 

Mr. Spaena. Since the inception of the department of purchase, 
which was 1934. I can only speak of the department of purchase 
since its inception. What happened before that, I would not know. 

Mr. Mutter. Well, I think it is a tribute to the department that a 
career man like Mr. Basso is still with you. I do not know how lon 
he has been with the department, but he was there in 1943 when 
conducted the councilmanic investigation in this very field. 

Mr. Spagna. I am very happy to hear you say that, Congressman, 
because most of my personnel are very competent, and I feel very 
happy to be with them, including my deputy commissioner, who used 
to be with the department of hospitals, and I think both of these men 
on my right and left are over 30-year men with the city of New York, 
and it speaks well for the city of New York to be able to retain them. 

Mr. Mutter. Thank you very much, Commissioner. You have 
been very helpful. 

Mr. Spagna. Thank you for the privilege of appearing before this 
committee. 

Mr. Mutter. We will be pleased to have the representatives of the 
Quartermaster Corps come forward, please. 

Congressman Teller, will you come around? 

We are very pleased to have Congressman Ludwig Teller join us 
at this time. 

The committee has a request from the press for the taking of pic- 
tures. We have no objection to your doing it if you will do it at this 
time, please. Can it be done? 

When you are ready, let Mr. Maness know. I prefer not to have 
picture-taking during the presentation of testimony. 

We have invited the Quartermaster Corps to be represented here 
this morning by Lt. Col. Carl A. Dellgren, of the Purchasing Division; 
Maj. Joseph G. Lauer; Mr. Ralph M. Woodside; and Mr. John H. 
Wanczyk. 

Are each of those gentlemen present? 

Colonel DetuerReEN. Yes, sir. 

Major Laver. Yes, sir. 

Mr. Woopsipn. Yes, sir. 

Mr. Wanczyk. Yes, sir. 

Mr. Murer. Are there any other members of your staff you want 
to testify this morning or to assist you in any way? 

Mr. Wiuson. I am Henry Wilson. I am legal officer. 

Mr. Mutter. Yes. 

Is there anyone else you want to join you at the witness table? 

(No response.) ; 

Mr. Mutter. Mr. Wilson, you will act as counsel, or will you testify, 
too? 

Mr. Wixson. No, sir; unless the committee wants me to testify, 
the plan is for me not to testify. I might say, Mr. Chairman, though, 
so that you do not get the wrong impression, there are some high 
representatives of the Quartermaster Corps in this hearmg room with 
us. There is General Laux, of our Chicago headquarters, and our 
own commanding officer, Colonel Hardiman, of the Military Subsist- 
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ence Market Center here in New York. General Laux is from the 
Military Subsistence Supply Agency, Chicago. 

Also present is Mr. Paradis, of the Office of General Counsel of the 
Quartermaster General’s office in Washington. 

Mr. Mutrer. Lt. Col, Carl A. Dellgren, will you rise, please? And 
Maj. Joseph G. Lauer, and Mr. Ralph .M. Woodside, and Mr, John 
H. Wanczyk, will each of you take the usual oath of witnesses, please? 

Do each of you-solemnly swear to tell the truth, the whole truth, 
and nothing but the truth, so help you God? 

Colonel De.tieren. I do, 

Major Laurmr. I do. 

Mr. Woopsipz. I do. 

Mr. Wanoczyx. I do. 


TESTIMONY OF LT. COL. CARL A. DELLGREN, CHIEF OF PURCHAS- 
ING DIVISION, QUARTERMASTER CORPS NEW YORK MILITARY 
SUBSISTENCE MARKET CENTER, MAJ. JOSEPH G. LAUER, RALPH 
M. WOODSIDE, AND JOHN H. WANCZYK, NEW YORK MILITARY 
SUBSISTENCE MARKET CENTER 


Mr. Mutter. Now, gentlemen, you may be seated, and you may 
remain seated throughout the giving of your testimony. 

I will ask you each to identify vourself by giving your full name, 
rank, serial number, present assignment, and residence address. 

We will start with Lt, Col. Carl A. Dellgren, please. 

Colonel Dettaren. Chairman Multer, I am Lt. Col. Carl A. Dell- 
gren, QMC, Service No. 0282371; present assignment, Chief, Pur- 
chasing Division, New York Military Subsistence Market Center, 
29th Street and Third Avenue, Brooklyn 32, N. Y. Residence, 
BOQ 600, Fort Hamilton, Brooklyn 9, N. 

Mr. Murrer. Thank’ you. 

Major Lauer, please. 

Major Laver. I am Joseph G. Lauer, ma QMC, 01576278. 
Present assignment, Chief, Fruits and Vegetales Branch, New York 
Military Subsistence Market Center. 

Mr. Mutter. Your residence address? 

Major Laver. 680 Poly Place, apartment 2—G, Brooklyn 9, N. Y. 

Mr. Mutter. Mr. Woodside, please. 

Mr. Woopsipr. Mr. Chairman, my name is Ralph M. Woodside. 
I am the supervising purchasing’ agent of the Fruit and Vegetable 
Branch of the New York Military. Subsistence Market Center. My 
residence address is apartment 2—D, 34-30 78th Street, Jackson 
Heights 72, N. Y. 

Mr. Mutrer. Mr. Wanczyk, please. 

Mr. Wanczyx. Mr. Chairman, my name is John Wanczyk. I am 
a purchasing agent of the New York Subsistence Market Center, and 
my home address is 61 Randolph Avenue, Jersey City. 

Mr. Mutter. Thank you. 

Now, Colonel Dellgren, do you have a prepared statement you 
would like to read? 

Colonel DreLtuGren. Yes, I do, Chairman Multer, which I would 
ask permission to read, if 1 may, at this time. 

Mr. Mutter. Please do, 
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Colonel DetiereNn. Chairman Multer and members of the com- 
mittee, I am grateful to have this opportunity of discussing with your 
committee the important steps followed in the Fresh Fruit and 
Vegetable Branch in effecting procurement. 

Jpon receipt of a procurement authorization, such as a requisition 
from a domestic installation or a port, it is carefully reviewed by the 
purchasing agent to effect as many consolidations into carlot units as 
possible, for herein lies the economy of sound procurement. 

A notice of intent to purchase, which we refer to as a NJP, is then 
prepared and distributed to the appropriate mailing list for the com- 
modity involved. This notice of intent to purchase is headed by the 
name of the market center issuing the notice of intent to purchase, the 
commodity or commodities to be purchased, complete information as 
to closing dates and delivery dates, and the closing time expressed in 
the civilian manner. 

Determination of closing dates varies depending upon market con- 
ditions and the characteristics of the commodity being procured. 

In the case of carlot closings of fresh fruits and Sete these are 
arranged in coordination with the growing areas, based on commercial 
practice. 

These notices of intent to purchase include the name of the de- 
livering rail carrier, plus the phrase “and/or truck,” with this same 
information appearing on the summary of offerings as well as the re- 
sulting contract. 

Distribution of these notices of intent to purchase are as follows: 

On local and less-than-carload lot requirements, the Fruit and 
Vegetable Branch is responsible for circulation to its local mailing list; 
ait in addition, one copy of this notice of intent to purchase is for- 
warded to our headquarters in Chicago and a copy is placed on the 
local market center bulletin board. 

Carlot requirements of fresh fruits and vegetables are forwarded to 
the procuring market center having jurisdiction for such procurement, 
with coordination of headquarters in Chicago. 

This procurement procedure is followed in the procurement of fresh 
fruits and vegetables for domestic as well as overseas destinations 
serviced out of the New York area. 

Complete and up-to-date mailing lists of all approved suppliers to 
whom notices of intent to purchase are circulated are maintained by 
the purchasing agents in the Fresh Fruit and Vegetable Branch, 
subject to the review and approval of the contracting officer. 

It is the responsibility of the purchasing agents to solicit the good 
will and confidence of the suppliers in order to maintain a mailing list 
that will include enough available sources to provide competition and 
promote sound business relations. 

Separate listings on commodities of fresh fruits and vegetables are 
maintained in the form of addressograph listings. 

To insure that all fresh fruits and vegetables procured meet appli- 
cable specifications, calls for close inspection. Such inspection gives 
the contracting officer information dealing with minor and major 
deviations. 

This inspection furnishes the contracting officer the insurance that 
suppliers are meeting the specifications called for in the contracts. 

All purchases of fresh fruits and vegetables must conform to require- 
ments of the United States Department of Agriculture standards and 
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Federal specifications. All contract instruments contain a complete 
description as to specifications, commodity, variety, grade, quality, 
pack, size, count, package requirement, and minimum average net 
weight. 

These are the details that the United States Department of Agri- 
culture inspectors cover in both origin and destination inspections to 
protect the Government’s interest. 

The procurement of fresh fruits and vegetables by the New York 
Military Subsistence Market Center is handled by negotiation which 
is best suited to the needs of the fast-moving subsistence operation. 
Negotiation provides the latitude necessary to bargain with interested 
suppliers to purchase at a price most advantageous to the Government. 

Aithough there are specifications to cover the items procured, there 
is such a wide spread within specific grades for each commodity that 
determinations must be made as to reasonableness of price for the item 
being procured. 

With negotiation, there are regulatory requirements which dictate 
adequate competition, plus the fact that prospective suppliers are 
responsible. 

‘hairman Multer, this completes my prepared statement. 

I would like to add a few more remarks, if I may, at this time. 

Mr. Muuter. Surely. 

Colonel DELLGREN. 1941 saw the inception of the Quartermaster 
market center system, with initial procurement being confined to the 
purchase of fresh fruits and vegetables. 

Procedures were patterned after those followed by our large chain- 
stores; and from that beginning, the system has been followed con- 
sistently, with few variations, for the past 16 years. 

I might add further that during the past 16 years, with the excep- 
tion of 64 months, I have had the privilege of being assigned to various 
market centers during that period, and have found through my own 
personal experience, as well as contact with interested suppliers, that 
our method of procurement is without doubt outstanding. 

I might add further that the Hoover Commission gave the market 
center system—which I might say since October of last year has now 
been designated the Military Subsistence Supply Agency—a fine 
recommendation for the outstanding job being done in procurement. 

In the New York area, I would like to add that we are servicing 54 
domestic installations in the northern-northeastern 10 States, as well 
as 33 overseas destinations. It is a big job. 

Our total purchasing division at the New York Military Sub- 
sistence Market Center comprises 100 civilians and 6 officers. 

Our fruit and vegetable branch is just one breakdown in our total 
purchasing division. 

That concludes my remarks at this time, Chairman Multer, and I 
will be happy to answer any questions that you or the committee 
might have at this time. 

Mr. Mutter. I think it might be well if we hear the other gentle- 
men, if they have any prepared statements, before we ask any ques- 
tions. Is that all right? 

Mr. Rieuiman. Yes. 

Mr. Anruso. Yes. 

Mr. Mutter. Mr. Woodside, do you have a prepared statement? 

Mr. Woopsrpz. I have just a short one, Mr. Chairman. 
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_Mr. Chairman, my name is Ralph M. Woodside. I am the super- 
vising purchasing agent of the fruit and vegetable branch of the New- 
York Military Subsistence Market Center. 

I direct the activities of nine purchasing agents assigned to this 
office and its field buying offices for street and negotiated procurement 
of carlot and less than carlot quantities of fresh and frozen fruits and 
vegetables. 

It is my job to plan and coordinate the procurement program, 
scheduling procurement actions to fulfill domestic and export supply 
requirements, such as analyzing the monthly requisitions for posts, 
camps, and stations, both domestic and export, to ascertain whether 
quantities are large enough to order in carlots for growing areas direct 
to the installations. 

All other items on the requisitions are either brought into the dis- 
tribution points in carlots or trucklots, or purchased on the Wash- 
ington Street market for the distribution point. 

I maintain liaison, through the military chief of the branch and the 
commanding officer, with headquarters, Military Subsistence Supply 
Agency, to develop operating policies and procedures. 

I evaluate and correlate general and specific market conditions in 
terms of both geographical and total conditions ‘in the industry, with 
current and projected total New York Market Center Supply re- 
quirements. 

Those are all the remarks I have. That is all the statement I have, 
Mr. Chairman. 

Mr. Mutter. Major Lauer? 

Major Laver. Yes. 

Mr. Chairman, at the risk of repeating 1 or 2 items which 
Colonel Dellgren might have covered, I did prepare a statement which 
is my eye-level view of this operation. 

First of all, I wish to state that I appreciate the invitation to appear 
before your committee. 

I wish to establish the fact that policies are formulated by the 
executive director of the Military Subsistence Supply Agency. 

My assignment is to implement these policies and support the 
Supply Agency’s mission to the best of my ability. 

e consider competition a prime factor in our procurement. Our 
current bidders’ mailing list carries the names of 83 firms. I have a 
copy which I would like to submit to the committee. 

Mr. Mutter. This will be made a part of our record. 

(The bidders’ list referred to is as follows:) 


New Yorx MI-25 Fresu Frvits and VEGETABLES LEss-THAN-CARLOAD-LOT 
New York Area, Revisep Jury 1, 1957 


Acme Produce, Inc., 281 Washington Street, New York, N. Y., SB PACA 118660 

Albee Tomato Co., Inc., 54 Harrison Street, New York, N. Y., SB PACA 113093 

American Fruit Growers, Inc., 347 Washington Street, New York, N. Y., BB 
PACA 167245 

Ateevienn Banana Co., Inc., Pier 2, Harlem River, Bronx, N. Y., SB PACA 
100826 

Anchor Fruit Co., 329 Washington Street, New York, N. Y., SB PACA 115519 

Sam Berger & Co., 284 Washington Street, New York, N. Y., SB PACA 83501 

Beaton’s Dist. Agency, Inc., 367 Main Street, Wareham, Mass., SB (Cranberries) 
PACA 24673 

M. B. Berrian & Co., 370 Washington Street, New York, N. Y., SB PACA 
149957 
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Harry Brown & Son, 97 Warren Street, New York, N. Y., 8B PACA 110696 

Wm. L. Brown & Co., Inc., 66 Harrison Street, New York, N. Y., SB PACA 9224 

Cavavo Growers of California, Ine., 316 Coit Avenue, Irvington, N. J., PACA 
71221 

Carbone Bros.’ & Co., Ine., 204 Franklin Street, New York,’N. Y., SB PACA 
80830 

Robert T. Cochran & Co., 366 Washington Street, New York, N. Y.. SB PACA 
259 

' Costa & Harris, Inc., 298 Washington Street, SB PACA 163680 

D’ Arrigo Bros. Company of New York, Inc., 308 Washington Street, New York, 
N. Y., SB PACA 115289 

Michael Diamond, 204 Franklin Street, New York, N. Y,, SB PACA 138139 

Di Franco, Lo Monaco & Urso, 370 Washington Street, New York, N. Y., SB 
PACA 159612 

Engel Produee Go., Inc., 346 Washington Street, New York, N. Y.. SB PACA 
88023 

Wm. M. Feinstein & Co., 81 Warren Street, New York, N. Y., SB PACA 76252 

Fierman Produce Exchange, Inc., 349 Washington Street, New York, N. Y., 
SB PACA 112556 

Fleischer Bros. & Danziger, Inc., 204 Franklin Street, New York, N. Y., 8B 
PACA 1520 

Harry Franklin, Ine., 287 Franklin Street, New York, N. Y., SB PACA 120862 

Peter W. Gibbons & Co., 98-106 Warren Street, New York, N. Y., SB PACA 
116276 

Gordgerg & De Curtis Commission Merchants, Inc., 321 Washington Street, 
New York, N. Y., SB PACA 144783 

Goldstein Bros. Produce Co., Inc., 257 Washington Street, New York, N. Y., 
SB PACA 66868 

Hess & Danziger, Inc., 51 Harrison Street, New York, N. Y., SB PACA 126640 

Johnnie Ioime, 255 Washington Street, New York, N. Y., 8B PACA 

Louis Jacobs Co., 210 West Street, New York, N. Y., SB PACA L 56456 

S. Katzman, 201 West Street, New York, N. Y., SB PACA 155717 

Harry Klein & Co., 345 Washington Street, New York, N. Y., SB PACA 108035 

Michael Kodish & Co., 206 Franklin Street, New York, N. Y., SB PACA 156858 

Kornblum & Co., Inc., 113 Warren Street, New York, N. Y., SB PACA 82008 

Krisp-Pak, Inc., 325 Washington Street, New York, N. Y., SB PACA 97588 

Kritz Fruit Exchange, 161 Attorriey Street, New York, N. Y., SB PACA 117953 

Leef-Brandt Co., Inc., 306 Washington Street, New York, N. Y.,SB PACA 154978 

M. G. R. Co., Ine., 17 Reade Street, New York, N. Y., SB PACA 82934, 15 Novem- 
ber 57 

M & R Tomato Distributors, 287 Washington Street, New York, N. Y., SB 
PACA 106679 

Manhattan Fruit Contracting Co., 49 Laight Street, New York, N. Y., SB PACA 
156258, APCO: Nat Friedman, Jack Friedman, Harry Krupnick. 

Manniello Bros. & Manniello, Inc., 324 Washington Street, New York, N. Y., 
SB PACA 139517 

P. Markoff & Sons, 350-352 Washington Street, New York, N. Y., SB PACA 
125286 

Peter McClees, 300 Washington Street, New York, N. Y., SB PACA 81592 

Morgan Packing Corp., 203 Duane Street, New York, N. Y., SB PACA 169225 

Al Nagelberg & Co., Inc., 327 Washington Street, New York, N. Y., SB PACA 
28409 

J. Nagler, Ine., 337 Washington Street, New York, N. Y., SB PACA 67644 

National Cranberry Association, Hanson, Mass., BB PACA 119098 

Sidney Newman & Co., Inc., 359 Washington Street, New York, N. Y.,SB PACA 
71415 

J. Norinsberg & Co., 12 Brooklyn Terminal Market, Brooklyn, N. Y., SB PACA 
142152 

Morris Okun, Inc., 348. Washington Street, New York, N. Y., SB PACA 155060 

Olitsky & Miller, Inc., 395 Greenwich Street, New York, N. Y., SB PACA 36616 

Frederick Opolinsky & Co., 379 Washington Street, New York, N. Y., SB PACA 
86358 

Nicholas V. Penachio, 407 East 101st Street, New York, N. Y., SB PACA 91009 

Perrich Bros., Inc., 336 Washington Street, New York, N. Y., SB PACA 82509 

J. W. Pfeifer & Son, 267 Washington Street, New York, N. Y., SB PACA 71418 

Post & Taback, 341 Washington Street, New York, N. Y., SB PACA 127732 
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Provost & Shapiro, 294 Washington Street, New York, N. Y., SB PACA 138508 

8. Rosenthal, 317 Washington Street, New York, N. Y., SB PACA 160663 

Ym es Co., Inc., 170 Chambers Street, New York, N. Y., SB PACA 

Rubin Bros., 314 Washington Street, New York, N. Y., SB PACA 136166 

Joseph Rubin & Son Fruit & Producer, Inc., 374 Washington Street, New York, 
N. Y., SB PACA 99583 

eee Strobing, Inc., 315 Washington Street, New York, N. Y., SB PACA 

H. Schnell & Co., 323 Washington Street, New York, N. Y., SB PACA 3539 

Senter Bros., Inc., 319 Washington Street, New York, N. Y., SB PACA 66542 

J. Shapiro & Co., 362 Washington Street, New York, N. Y., SB PACA 140249 

William Shapiro, 364 Washington Street, New York, N. Y., SB PACA 110929 

Shapiro & Cohen, Inc., 286 Washington Street, New York, N. Y., SB PACA 103676 

Sieban & Byrnes, Inc., 40 Harrison Street, New York, N. Y., SB PACA 77809 

I. et & Co., Ine., 176 Chambers Street, New York, N. Y., SB PACA 

44 

Solaris Brands, Inc., 301 Washington Street, New York, N. Y., SB PACA 31448 

W. A. Spector, 233 West Street, New York, N. Y., SB PACA 65508 

Tassini & Salisch, Inc., 363 Washington Street, New York, N. Y., SB PACA 

Philip Termini, 312 Washington Street, New York, N. Y., PAC 118705 

A. — & Co., Inc., 320 Washington Street, New York, N. Y., SB PACA 

Wishnatzki & Nathel, 313 Washington Street, New York, N. Y., SB PACA 92337 

tar ee Inc., 335 Washington Street, New York, N. Y., SB PACA 

Louis Zwick & Son, 330 Washington Street, New York, N. Y., SB PACA 109005 

Tri-State Food Purveyors, Inc., 367 Greenwich Street, New York, N. Y., 18 Sept 
57 SB PACA 019775 

Samuel Harris & Co., 380 Washington Street, New York, N. Y., 18 Sept 57 SB 
PACA B-1838 

Heller-Rapp, Inc., 303 Washington Street, New York, N. Y., 18 Sept 57 SB 
PACA 08107 

Boat Inc., 196 Duane Street, New York, N. Y., 18 Sept 57 SB PACA 

Siegel Bros., Produce, Inc., 297 Washington Street, New York, N. Y., 19 Sept 57 
SB PACA 172142 

Long Island Banana Corp., 120-19 89th Avenue, Richmond Hills, N. Y., 25 Nov 
57 SB PACA 163602 

Moe Slater Produce Corp., 204 Franklin Street, New York, N. Y., 26 Nov 57 SB 
PACA C1372 

Benjamin Koondel, Inc., 325 Washington Street, New York, N. Y., 27 Nov 57 
SB PACA 161680 


Major Laver. Each month a notice of intent to purchase is cir- 
culated to this list. The primary purpose of this is to give the names 
of the quartermaster representatives that we have on the market, and 
to record the contract provisions that will become a part of any con- 
tracts which we enter into with the firms. 

Two market-center buyers visit these firms each night to take bids 
and visually select the items we procure. 

This method of purchasing fruits and vegetables is patterned after 
the large chain operations, as Colonel Dellgren has mentioned. 

Mr. Mutter. Does that complete your statement, sir? 

Major Laver. No, sir; I will continue. 

The buyers enter their offerings on a worksheet. Selection, after 
all bids are received, is made on a best-buy concept, that is, price and 
quality considered. 

Because of the large export business we do, quality becomes an over- 
riding factor. Produce must be of such quality and maturity to carry 
to our overseas destinations. We certainly do not want waste. Waste 
must be kept to a minimum. 
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As you know, our customers overseas range from Thule, Greenland, 
to North Africa. 

We try to follow commercial practice whenever we can. We buy 
the standard packages offered by the trade, except that we insist on 
a minimum weight per package. 

Charge accounts are established for 2-week periods by agreement 
with vendors. 

Perhaps I should explain that. I will depart from my prepared 
statement to the extent that if we were to enter into a contract each 
time we make a purchase from a vendor, since we are on the market 
5 days a week, we would have many small contracts. The adminis- 
tration would be terrific. 

So we prepare charge accounts on a semimonthly basis. We end 
the 15th of the month and the 30th of the month, and then soon after 
the end of the period, we process the contracts so that the vendors 
meq be paid. 

he items that we procure in the Washington Street. Market are 
delivered to three separate points: The Seaboard Terminal, which is 
our domestic operation, we call it our DP, which I will explain in a 
few moments; we deliver to Bayonne Naval Supply Depot; and we 
deliver to export for Army and Air Force to any pier that the Brooklyn 
Army Terminal Overseas Supply Agency directs. 

The distribution point is an assembly point for our carlot and our 
trucklot and fill-in purchases. The fruits and vegetables are com- 
bined at that point with other chill items—to illustrate, eggs or cheese 
and are made up into trucklots for delivery to military installations. 

I believe that an efficient receiving agency is mandatory in this 
business. Our purchases are inspected by the United States Depart- 
ment of Agriculture, and by our buyers, to make sure that what they 
procured on the market was delivered. 

At Bayonne, the United States Department of Agriculture inspector 
uses the grade under which we have purchased, and an identifying 
brand name that the buyer has catarak on @ delivery list to give him 
a cue as to what brand was purchased. 

While, it never appears on a contract, because it is for identification 
PaRDOSAA only, it is a little code to tell the next fellow “This is what I 

ave bought.” 

Shipside deliveries are inspected at the time of purchase on the street 
by the United States Department of Sens inspector, again at 
shipside, at delivery point, and by a qualified market center buyer. 

his sounds like overinspection at the moment, but when we deliver 
to overseas destinations, a qualified buyer from the market center has 
the responsibility to make the final determination if these items will 
carry to destination, because I believe all of you will agree, gentlemen, 
it would be a waste of shipping space to send something that will be 
rotten upon arrival. 

In conclusion, I would like to state that of the bidders’ list that I 
gave you, we do business with approximately 50 vendors a month. 
I have a range here for the fiscal year 1957 and thus far in fiscal year 
1958, a low of 45 to a high of 60. 

This, too, I would like to submit to the committee to show the spread 
of business to the vendors in the New York area. 

Mr. Mutter. This will also be made a part of our record. 
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‘(The tabulation referred to follows:) 
New York activity in purchase of less-than-carload-lot fresh fruits and vegetables 





Number of Number of Number of | Number of 
small-busi- | big-business small-busi- | big-business 
ness firms firms ; ness firms firms 
FISCAL YEAR 1957 April 1057... .4_.....- 55 0 
MY EE p28 beaks ~ 5. 60 1 
July 1956... +. .4.--. 1 4} Jume 1957......-----.- 56 1 
A  ecteitaharinmecs 53 1 
September 1956... ____- 45 1 FISCAL YEAR 1958 
October 1956._____.-.: 0 
November 1956__-_.-- 50 0 }} July 1957_._.-..--_.-- 1 
December 1956_.....- 48 0 || August 1957_._...---. 60 1 
January 1957. _.....-- 50 0 || September 1957.__.__- 59 1 
February’ 1957 ___._._- 49 1 || October 1957..._._..-- 53 1 
March 1957_...- oe we 61 0 





Mr. Mutter. Does that complete your statement, Major Lauer? 

Major Laver. Mr. Chairman, that’ conipletes my statement. 
Thank you. 

Mr. Mutter, Mr. Wanezyk? 

Mr. Wanozyx. I[ have no prepared statement, except if you want 
me to talk about the job I do or if you want to ask me any questions. 

Mr. Mutter. Will you briefly state precisely what your duties are? 

Mr. Wanczyx. My duties are purchasing agent, night buying, in 
the Washington Street Market. 

Mr. Rienuman. Night buying, did you say? 

Mr. Wanczyk. Oh, yes. 

I buy in less than carlot quantities for northern bases, England, 
Europe, Africa, Puerto Rico, and also domestic requirements for the 
Army, Navy, and Air Force bases. 

I report to work at my office on the Washington Street Market 
daily about 6 p.m. First I review my documents to determine the 
workload. Then I review the items to be purchased, and select 3 or 
4 items that I believe might be scarce as to quality and condition. 
It is a market situation. : 

The reason for this, to get there early, is because I might have boat 
loadings the following morning. We do not buy 2 or 3 days in advance 
on these boats or any of our installations. We buy fresh that day, 
as fresh as we can get it. The fresher, the better. We know it is 
going to get there better, also. 

Now, when I start buying, I run up and down the Washington 
Market visiting all of the people with their displays. I am probably 
looking for what I think might he the first 3 or 4 scarce items because 
they were the night before, and I generally look for them first, if I can 
get them. 

And if I do find one that a vendor wants to show me, I open a con- 
tainer, dump it, see what is in it, slice it, see what he wants for it, and 
then I run to the next man. 

When I cover the market on these particular items which are scarce, 
I believe, I probably buy them. ‘The selection is made on the basis of 
quality, condition, weight, and price. 

When an award is made, the vendor gives me a “sold” card with the 
firm’s name, the commodity purchased, in units, the unit cost, grade; 
also with the salesman’s signature. 
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Ail other commodities are bought in about the same manner. Then 
I go along in the same manner and visualize, dump, inspect containers 
of various items, get the prices, and then I make my awards like in this 
last situation. 

That is all I have got to say unless you gentlemen. want to ask me 
questions. 

Mr. Murer. Colonel Dellgren, how long have you been at the 
installation? 

Colonel De.teren. Chairman Multer, I have been at the New 
York Military Subsistence Market Center since the 19th of September. 
I was transferred here from our market center in Los Angeles. 

Mr. Mutrer. This year? 

Colonel De.itcren. This year, yes, sir. 

Mr. Mutter. Who was your predecessor at this installation? 

Colonel DeLtGren. My predecessor was Lt. Col. M. G. Riley. 

Mr. Mutter. How long had he been there, do you know? 

Colonel DELLGREN. Sir, I do not know the exact date, but I am 
sure it was more than the previous year, for more than a year. 

Mr. Mutter. Where is he stationed now? 

Colonel DeLuGReEN. Sir, he is in—he is on TDY at First Army 
Headquarters at Fort Jay, and | believe since he was placed on 
TDY he is on leave pending his reporting date to the west coast for 
an overseas assignment. 

Mr. Mutter. Do you have any idea when he is to report to the 
west coast? 

Colonel DeLtiaren. Sir, I don’t know exactly, but I think it is 
between the 6th and the 10th of January. 

Mr. Mu rer. If this committee wants to take his testimony under 
oath before he leaves, who would make him available to us? 

Colonel De.icren. If that information were directed to the Com- 
manding Officer of the New York Military Subsistence Market Center, 
1 am sure that could be arranged, Chairman Multer. 

General Laux. Mr. Chairman, Colonel Riley at the present time 
is en route to join his overseas station. He is not presently here in 
New York. And if the committee desires his presence, sir, it will be 
arranged. . 

Mr. Mutter. We would like it very much. 

Mr. Wiuson. General, they would like to know to whom to address 
such a request. 

Mr. Murer. Can you arrange to have him here today? 

General Laux. His home is in Philadelphia, sir, but I could state it 
this way, that Colonel Riley’s present station attachment is in the 
New York area, and a communication addressed to the commanding 
officer of the New York Market Center can arrange to have him 
available. 

1 believe that since he is in Philadelphia, sir, we can make an 
attempt to get him here this afternoon, or at any other time. 

Mr. Murer. Well, will you make a call or ask one of your aides to 
make a call and see if he can be available to the committee this 
afternoon? 

General Laux. Yes, sir. 

Mr. Mutrer. We would appreciate it if that could be done. 

General Laux. Thank you. 

Mr. Murer. Thank you, General. 
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Mr. Mutrer. Colonel, if you cannot answer any of the questions 
that we may address to you, you pass it on to any one of the other 
gentlemen who may be able to answer it. 

Colonel DELLGREN. Yes, sir. 

Mr. Mouurer. I think we would like to know, what is your author- 
ity—when I say “‘your,’’ I mean the authority of your agency and 
installation—to do this purchasing, acquire these items of fresh fruits 
and vegetables, other than by competitive bidding? 

Colonel De.ueren. Sir, the authority under which the New York 
Military Subsistence Market Center effects all of this procurement 
is spelled out in the Armed Services Procurement Act of 1947. 

Mr. Mutter. Well, does that authorize so-called sight or spot 
bidding for this kind of merchandise? 

Colonel Detucren. It does, Chairman Multer. 

Mr. Mutter. Under all circumstances? 

Colonel DeLLGREN. Yes, sir. 

Mr. Mangss. There are 17 exceptions under which they can 
aaa 

Mr. Mutter. Can you quote us precisely the number of the ex- 
ceptions or the number of the section under which you do this nego- 
tiated bidding? 

When I talk of spot bidding and sight bidding and negotiated 
bidding, I am referring to any and all purchasing other than by 
competitive, sealed-bid methods. 

Anyone who can supply the information. 

Mr. Wizson. I think I can cite you to the statute. I do not have 
it before me, but it formerly was the old Armed Services Procurement 
Act of 1947. The Congress a year or so ago looked that over again. 
There have been a few little revisions. 

It now appears in 10 United States Code 2034 (c). That would be 
paragraph 2034 (c) (9), I believe, because each one of those numbers 
will be an exception or category of exceptions to competitive bidding. 

There are 17 such exceptions, Mr. Multer. I think that is the 
citation. 

Mr. Mutter. You say under this exception to competitive bidding, 
you are authorized to go out intg the market to buy fresh fruits and 
vegetables under all circumstances without any competitive bidding? 

r. Witson. Mr. Multer, it does not say the market, and it does 
not say sight buying. It says perishable subsistence is an exception 
to the requirement of competitive bidding—formal advertising, as we 
call it in the Government. We get competition, of course. We are 
not absolved from competition, but we need not get it through the 
formal procurement method, through sealed bids, and so on. 

This sight buying is a type of negotiation. 

Mr. Mutter. I would like to have the men who are doing this buy- 
ing tell us why, tell this committee why this kind of buying, this kind 
of procurement, cannot be done by competitive bidding. 

lonel, you may try to tell us. Give us your best answer on it, 
and then we will pass.it along to each of the other three gentlemen. 

Colonel De.tucren. Well, Chairman Multer, in my opinion, in the 
case of fresh fruits and vegetables, whether they be potatoes or 
whether they be tomatoes, there is usually a wide spread within the 
grade itself. 

For example, a certain percentage of defects is permissible in pota- 
toes, U. S. No. 1, minimum size 2 inch. 
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Now, within that particular grade, a purchasing agent who is on 
the street, who is in a packing shed, has an opportunity to actually 
visualize, see these potatoes, and can determine whether or not the 
commodity is at the bottom of the grade, in the middle of the grade, 
in the top of the grade, and by his experience and by his judgment he 
can determine which, in his opinion, is the better buy. 

And also from the standpoint of the ultimate destination of this 
commodity, which would be the better buy, how long it will stand up, 
and will it arrive at its destination in grade. 

Mr. Mutter. And by “grade,’”’ you now contemplate not only size, 
but also the condition of the merchandise? 

Colonel Detucren. That is correct, sir. 

Mr. Mutter. Why is your purchasing any different from that of the 
city of New York or the State of New York in dealing with fresh 
fruits and vegetables? 

Colonel De.titeren. Again, Chairman Multer, I would like to add 
that our procurement of fresh fruits and vegetables is patterned after 
our big chainstore operations. As a matter of fact, chainstore opera- 
tions and buyers are on the local markets along with our own buyers 
for their fill-in items. 

And similarly in the purchase of carlot commodities, our buyers are 
actually in the growing area, to visually inspect and see these com- 
modities before they are actually purchased. 

We feel that we cannot sit down and put out an invitation to bid for 
U.S. No. 1 potatoes, minimum size 2-inch, and feel that we are getting 
the best buy for the taxpayer’s dollar, by just having those meet, say, 
the bottom of grade U.S. No. 1. 

Our experience has proved that our sight buying is the best method, 
is the most economical method, in utilizing the taxpayer’s dollar in 
our procurement program. 

Mr. Mutter. When do you use competitive bidding? 

Colonel Dettaren. Competitive bidding, I might add, is used on 
commodities like meat, meat products, other foods. 

Mr. Mutter. Let us try to address ourselves solely to fresh fruits 
and vegetables. If you must, in order to give us a better understand- 
ing of the problem, refer to some other items, that is perfectly all 
right; but each of my questions and I am sure each of the questions 
of the members of the committee will be directed to fresh fruits and 
vegetables. 

Colonel DELLGREN. Yes, sir. 

Mr. Mutter. When, if ever, did you buy fresh fruits and vegetables 
through competitive bidding? 

Colonel DELLGREN. May I refer that question to Major Lauer? 

Mr. Motrter. Please. 

Major Laver. I would like to think, Mr. Chairman, that we are 
buying by competitive bidding now. 

Your definition being “formal advertising,” we do not formally 
advertise. 

Mr. Mutter. Have you ever done it through formal advertising? 

Major Laver. To my knowledge, since I have been with the 
market center, no. 

Mr. Mutter. How long is that, sir? 

Major Laver. I have been with the market center 2 years, sir, on 
this tour, and I was with them when the nonperishable and perishable 
were combined; it was March of 1953, I believe, Mr. Chairman. 
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Mr. Mutter. Mr. Woodside, do you know of any instances of 
competitive bidding by advertising for bids and sealed bids for fresh 
fruits and vegetables? 

Mr. Woopsipr. Not since the market center inception. 

Mr. Murer. How long have you been with it? 

Mr. Woopsinz. I have been with it just a little over 5 years. 

Mr. Murer. Has it ever been done during that period? 

Mr. Woopsipr. No, sir. 

Mr. Mutter. Mr. Wanezyk, how about you? Do you know any 
instance of buying fresh fruits and vegetables by competitive bidding 
by advertising for bids? 

Mr. Wanczyx. No, sir. I have been here 14 years. We have 
always bought L, C. L. quantities on a sight basis. 

Mr. Mutter. All right. 

Major Laver. Lest the committee be misinformed, may I ask if 
the competitive bidding to which you refer is that of formal adver- 
tising as opposed—— 

Mr, Murer. We are referring to competitive bidding as the city 
of New York and the State of New York do it, by advertising for bids 
by making certain that the bidders are qualified and responsible bid- 
ders, and then receiving sealed bids and giving it to the lowest bidder, 
and then inspecting the product. to make sure that it complies with 
the specifications and all applicable laws and regulations of both the 
United States Department of Agriculture and the New York Depart- 
ment of Agriculture. 

I would like to know, from any of you four men, why the United 
States Government cannot buy just that way in this area. I am not 
concerned at the moment what you can do in other areas, but if the 
city of New York and the State of New York can buy that way in this 
area, and everybody in the market who is doing business with the city 
and State of New York is satisfied with that and asking for it from the 
United States Government, why cannot the United States Govern- 
ment do the same thing? Now, any 1 of you 4 gentlemen can take 
the ball and carry it, or all 4 but 1 at a time. 

Yes; Mr. Wanczyk? 

Mr. Wanczyx. Mr. Chairman, these fruits and vegetables are a 
very blind item. 

Mr. Mutter. Is it any more blind to the State of New York and 
the city of New York than it is to the United States Government? 

Mr. Wanczyk. I do not know what the city of New York is getting 
for their deliveries. I have not examined their product. 

Mr. Mutter. Do you think for 1 minute they are not getting the 
grade that is called for? 

Mr. Wanczyx. I do not know. I am sure they are not getting 
what I am buying; that, I am positive. 

Mr. Mutter. Do they not buy it from the same people? 

Mr. Wanczyk. I am buying where they are buying. 

Mr. Mutter. And you say they do not get what you get? 

Mr. Wanczyx. No. I buy better. 

Mr. Mutter. You buy better? 

Mr. Wanczyx. Yes. 

Mr. Mutter. Do you think the merchants who are selling it to 
you think so? 

Mr. Wanczyk. Well, ask them. Iam not going to ask you to take 
our word for it. I wish the committee would ask them. 
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Mr. Muursr. Why do you think the merchants who have not sold 
you are complaining to this committee they can give better products 
at a cheaper price? 

Mr. Wanezyk. | haven’t heard that. 

Mr. Mutter. You will hear it on this record, just as this committee 
has heard it off the record up to now. 

Mr. Wanczyk. Maybe some purveyor, some jobber, but not the 
people who receive it every day, Mr. Chairman. 

Mr. Mutter. Tell me again; what is so blind about the product 
you buy that is not so blind to New York State or New York City? 

Mr. Wanczyk. I say the product itself is blind. 

Mr. Mutter. Why is it more blind? 

Mr. Wanczyxk. Well, U. S. No. 1 can be bottom. In U.S. No. 1 
tomato, you can have 5-percent decay or an average of 5 percent 
between decay and soft. It could have 10 percent grade defects as 
far as misshape and scarring, and also 10 percent for discolored areas. 
An average of all those involves 15 percent. Now, suppose a man 
wants to ship U. S. No. 1 on a boat, 5 percent rotten tomatoes. How 
are they going to get there? 

Mr. Murer. When you buy your tomatoes, how do you buy 
them? 

Mr. Wanczyx. I buy no decay. 

Mr. Mutter. You buy no decay? 

Mr. Wanezyx. No. 

Mr. Murer. Then they are delivered where? 

Mr. Wanczyk. If I buy for export, I buy a certain condition; either 
they are pinks, turning, or hard ripe, or however; how long the boat 
is going to go, how they are delivered. 

Export tomatoes, | buy on the market. When I get through buy- 
ing the tomatoes, 1 contact the Department of Agriculture, tell them 
what I bought, what maturity I bought, before they are loaded on 
the truck for delivery boatside, which is always the followmg morn- 
ing, not 2 or 3 days previous to that. There is another Department 
of Agriculture checking then. They have got to meet those specifica- 
tions. We do not want any decay, and if you just buy by United 
States specifications, you have got to have decay. 

Mr. Murer. Do you mean to tell this committee that, after the 
Department of Agriculture has inspected the product you have bought, 
you then abide by their inspection? 

Mr. Wanczyx. Oh, no. I am there. I go around with the m- 
spectors at the time. 

Mr. Mutter. As a matter of fact, after the Department of Agri- 
culture inspectors have reported to you what they have found, you 
have the right and have used the right and discretion to overrule the 
Department and accept the delivery, nevertheless? 

Mr. Wanczyk. No, Mr. Chairman. It all depends on conditions. 
Sometimes I will buy an itém that is running very poor. 

Mr. Mutter. Yes. 

Mr. Wanczyx. It might have a little pink rib in it. The vendor 
thinks it is a No. 1, and I think it is a No. 1, and I tear it apart. 

Mr. Murer. And the Department says it is not No. 1? 

Mr. Wanczyk. If the Department says it. is 2 points off, T say, “‘T 
can’t buy better. If you want to eat, you have got to ship it.” We 
have got the best, product 
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Mr. Muurer. And you have the right to overrule the Department 
inspection and accept delivery, nevertheless? 

Mr. Wanczyx. I do not overrule anybody. I want to be as tough 
as they can; never overrule an inspector. But, in order to eat, Mr. 
Chairman, that is what we have got to buy. 

Mr. Mutter. Why waste time with the Department of Agriculture 
inspector at all, if your judgment is going to control? 

Mr. Wanczyx. We go by Federal regulations; we go by Federal 
inspection. 

Mr. Mutter. You mean the regulation says you must have 
inspection? 

Mr. Wanczyxk. Well, a vendor has got to have an inspection report 
to get his money. 

Mr. Mutter. May we have a copy of that regulation for our 
record, Mr. Wilson; the regulation as to inspection, and the regulation 
which gives the Department the right to disregard the Department of 
Agriculture inspection? 

(The regulation referred to appears in the appendix.) 

Mr. Wanczyx. We do not disregard; we never disregard it. 

Mr. Mutter. You never disregard it; you just read it, and then do 
just as you please. 

Mr. Wanczyx. Do about what, Mr. Chairman? 

Mr. Mutter. Well, the Department of Agriculture has reported to 
you that a shipment you have bought is not grade 1; is off 2, 5, or 10 
percent. Have you not, on occasion, nevertheless, taken delivery of 
that item? 

Mr. Wanczyx. Providing there is not another item in that market 
that will grade that. I buy the best for export or local, and if the 
item is not running out, how can you make it No. 1? 

Mr. Mutter. You do not have to ship it, do you? 

Mr. Wanczyx. I don’t have to. How many times I didn’t ship 
the item when I know it wasn’t good enough. 

Mutter. I am talking now about the items that you did 
ship, where the Department of Agriculture reported to you that the 
item you had bought as grade No. 1 was not grade No. 1, that there 
were defects in it, that there was rotting in it, 2, 5, 10 percent, and 
there were not any other tomatoes available. Are there not instances 
where you, nevertheless, shipped those tomatoes out of the country? 

Mr. Wanczyx. Never on tomatoes. It is not such a staple com- 
modity to ship tomatoes. If the tomatoes are not right, no decay, 
I do not ship them. Other commodities, lettuce, leaf lettuce, I know 
it is the best, I will ship. Not decay. Two points out of the way. 

Mr. Mutter. What do you mean by “2 points out of the way’’? 

Mr. Wanczyk. Instead of U. S. No. 1 lettuce, you can have a 
Se crate of U. S. No. 1 lettuce and yet it will have 10-percent 

ecay. . 

Mr. Mutter. What do you do with it if it has 10 percent? 

Mr. Wanczyx. I don’t buy that kind. 

Mr. Mutter. You never bought that kind? 

Mr. Wanczyx. No, sir. 

Mr. Mutter. Why do you have two inspections? 

Mr. Wanczyx. One to check the other one. If I buy a—— 

Mr. Mutter. You have one before you take delivery? 

Mr. Wanczyk. Before it is loaded on the boat—on a truck. 
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Mr. Muuter. You buy it-—— 

Mr. Wanczyx. Yes. 

Mr. Mutter (continuing). And it is then inspected? 

Mr. Wanczyk. Right. 

Mr. Mutter. ‘Sou then take delivery? 

Mr. Wanczyx. No. Then it goes on the truck. 

Mr. Muursr. Goes on the truck. Where is it taken? 

Mr. Waneczyx. Taken in the metropolitan area, wherever the boat 
is, the following morning. 

‘Mr. Mutter. Is any of it taken to a warehouse? 

Mr. Wanczyx. Not on boat—you are talking about domestic, or 
are we talking about export? 

Mr. Mutter. Well, let us take it one at a time. 

Mr. Wanczyx. We have two different kinds. I thought we were 
talking export, I am sorry. 

Mr. Mutter. Let’s take the export first. 

Mr. Wanczyk. All right. 

Mr. Mutter. When you buy it and it is inspected, it is then put on 
a truck? 

Mr. Wanczyx. That is correct. 

Mr. Mourer. Where is it taken then? 

Mr. Wanczyk. The destination wherever the boat is docked, where 
they have a different pier. 

Mr. Mutrur. No fresh fruit and vegetable item that you buy for 
export goes to a warehouse? 

Mr. Wanczyk. No, sir. 

Mr. Mutter. And none is taken out of warehouse for export? 

Mr. Wanczyx. Well, it might be, oranges or fruit or something; 
but \ongeangaee di in the leafy greens are always bought fresh on the 
market 

Mr. Mutter. Now then, are we going to limit it to greens? Only 
greens go directly from the market after they are inspected, they go 
aboard the truck, and then go to the boat; is that right? 

Mr. Wanczyk. All items go, not only greens. Everything is 
delivered on that boat. 

Mr. Mutter. What were you talking about a moment ago, of items 
that did not go—that might go from the warehouse to the boat? 

Mr. Wanczyk. We don’t, when I buy on that market—I don’t 
understand the warehouse business. There is nothing comes out of 
the warehouse except 

Mr. Mutter. Does this installation have a warehouse where they 
warehouse fresh fruits and vegetables? 

Major Laver. We do. 

Mr. Mutrer. How many warehouses do you have? 

Major Laurer. We, as the market center, have distribution points, 
as I explained. There we receive carlot items. We may on very 
rare occasions send some items from the warehouse, if they are in 
less than carlot quantity, to a pier in order to fill in the requirement 
for that particular station. 

uLTER. Is there any limitation of the kind of items, or is it 
greens and fruits? 

Major Laver. Normally, it is limited to citrus and apples. There 
can be occasions when we have some carlot items in the warehouse 
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for domestic use, and we cannot buy any on the market. That’ par- 
ticular night we may take items from the warehouse. We have to 
be flexible at that point in order to supply the overseas bases. 

Mr. Wiutson. May I explain that a little further, Mr. Chairman? 

We have these carlot quantities coming in from the rest of the 
country. Mr. Wanczyk was a little confused because he does not 
buy them. They are there; they are bought by someone else. It 
has been inspected and accepted under auspices other than his. 

Now, if the port needs it for requisition overseas and there is not 
enough for him to pick up in the market, or for some reason of that 
sort, they may take it out of our stocks which are already ours. 
They have been inspected and accepted. He never sees that stuff 
unless it gets down to the boat and somebody says, ‘‘This stuff is no 

ood.” 
: Mr. Mutter. Who does the buying of the stuff that went to the 
warehouse? 

Major Laver. It can be bought anywhere in the country, Mr. 
Chairman. Right at this season of the year, chances are it is pur- 
chased in the Belle Glade area, Orlando, the lettuce in Arizona. 

Mr. Mutter. Who does the buying? 

Major Laver. Qualified market center personnel. 

Mr. Muurer. Out of this area? 

Major Laurer. No, sir. The Columbia Market Center for that 
area in Florida. It could be Los Angeles for the area in—the lettuce- 
growing area, on the west coast. 

Mr. Mutter. Now, the items that are bought outside of this area 
and shipped in here consist of what kind of goods? 

Major Laver. Green goods and fruits and vegetables. You use 
that “‘green,”’ where before—if that is what you want to use, we buy 
lettuce, we buy kale, endive, we can buy just about any green goods 
out of the area and ship it in, and of course all fruits and 

Mr. Mutrer. What is the total amount of fruits and vegetables 
bought outside of this area and shipped into the area, an annual 
average; do you know? 

Major Lavsr. I would not have it on an annual average, sir, and 
it fluetuates so much from month to month, depending on the growing, 
the seasons, that it is hard to hit any monthly average. But we 
would be glad to work such figures up for the committee and provide 
them through the mail, or today, if possible. 

Mr. Mutrer. Could you give it to us an annual basis, annual 
average? 

Major Laver. I say I cannot offhand, sir. You would want this 
is dollar value, or total tonnage? 

Mr. Mutter. I would like to have it both ways, total tonnage and 
dollar value. 

Major Laver. This is only on carlot procurement which originates 
outside of the New York City area? 

Mr. Muurer. That is one item we want. 

(The information referred to appears in the appendix.) 

Mr. Muurer. The next item we want is what is bought in this area. 

Major Laver. Well, I can tell you pretty well, dollarwise, on a 
3-month period here, and this may be used by the committee, too, as 
an exhibit. 
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(The hist referred to is‘as follows:) 


Fresh fruits and vegetables vendors, New York. area—August, September, and October 








August September October 




















Small business concerns: 
Apes Vermats Wel. . 211i 55. itd. 8h AA $368 6 $1, 072 
Anchor Fruit Co-- dhrirocittitheh buthehble :cnnsbibedes 168 $3,354 891 
Sam Berger & RE Ee agen earier ry conti ri. 317 13 43 
rr 0 161 0 
i. 1t EG TO ted. cibeiae dre ccpnpdienteantiniteh omens 4, 249 1, 081 0 
Harry Brown & Son................. so Asli at 1, 004 436 389 
W; Ls. Baown &. Oo... Ime .0d- of an cvk <b acie ee end sence 4, 121 1, 250 0 
Calavo Growers Sra dhe aa! Ine ee 2, 656 1, 852 510 
Carbone Bros., Inc_........- Lipsglasicks- Oa KOk 10 1, 033 901 
Robert T. Cochran & a aie ithe nitatcinie ieee Ean eall 0 388 0 
Waste & Misr, The. Slots 20 82 1, 002 
D’ Arrigo Bros. Co. tpivgus nen hake somata bekol -wiand 7, 467 2, 476 572 
DiFranco Lo Monaco & Urso..._-------._ ieapaatinedeiean 1, 535 1, 416 387 
William N. Fienstein & Co____......-... Jb SEd de RK 308 520 1, 668 
Fierman Produce Exchange, Inc...........-..--.------.-- 3, 338 1, 031 2, 050 
Harry Franklin, Inc.__--_.---- IAdd. WoddabsdvoadtAel 25 42 683 
Goldberg & DeCurtis.......-->, és. Seve sh capihaclovess< 2, 743 1, 855 686 
Samuel Harris & Co Oe ceed . oe 802 0 196 
Goldstein Bros, , Inc. .....-.......-.+..-- iit 2-8 d 6, 098 0 4,709 
Heller Bros., Inc_- 7 | 2, 453 0 0 
Heller-Gruberman, Inc... -_......--. aigkncntinnkehpadenaien 3, 401 6, 555 5, 974 
Eeeee & Gm BG... - oppo cperinde pheaicinne tee ih Aaeaes 8, 810 15, 446 23, 091 
RT SR Sats Pinas tna c epee ashadiinmee a oe 0 94 636 
Louis Jacobs Co... owe nagdidiu dsl idiy coeds 2, 007 439 0 
S.._Katzman.___.-- 4 ie ndinsiiies ow dase 0 204 0 
Harry Klein Co... ; L 3, 608 2, 503 950 
Michael Kodish & Co " 7 | 8, 800 6, 630 5,179 
Kornblum & Co ; aoe 0 0 190 
Krisp-Pak, Ine j weno gids LiL 20, 282 19, 016 | 15, 993 
Kritz Fruit Exchange-_- . ecient ata 25. 772 19, 377 15, 980 
Leet ae Co., Ine aan ! | 6, 180 1, 884 1; 607 
M. G. R. Co... A biaiuiel da ed hae eI 1, 934 1, 481 | 1, 431 
M & R Tomato Distributors... i: | 1,111 2, 270 11, 035 
Harry R, Mallory, Inc_.- i. MIL DIRNaALsSe] 193 898 208 
Manhattan Fruit Contracting Co... ans Raton dad 23, 568 26, 726 25, 125 
Maniello Bros. & Maniello, Inc tH il 0 144 
Martin Fruit Co__....- pie te toed = 645 348 2, 436 
Peter McClees.. a3 . ‘ 243 458 0 
Metro Produce Co... ..-.- Chita dL. 0 0 20 
Morgan tens 3 Corp he elas aati oe 3, 015 3, 944 | 4, 810 
Al Een Co., Ine tid SLES 537 743 | 0 
J, Nagler, Inc... -- erste shesicice sland biel sk 0 1,099 295 
Sidne v Newm: an, Ine. ___- ;  saliacacin to tidal 463 487 0 
J. Norinsberg & Co : dats. bial ‘eo hocuaec ts 1,117 0 0 
Frederick Opolinsky & Co. : till . ast 12, 762 12, 803 9, 081 
Post & Taback. .. | 2, 219 | 2, 184 | 6, 497 
Provost & Shapiro. ee ee } 1, 168 302 479 
S. Rosenthal. ‘ ; 101 | 117 209 
D. M. Rothman Co., Inc... ood 1 TOO 8 2, 276 338 2, 473 
Rubin Bros . re = 1 a 0 25 0 
Joseph Rubin & Son dunk : z tl 9, 093 10, 017 10, 187 
Sabath & Strobing, Inc........--s....-....... nthté Cente A 3, 572 6, 171 4, 266 
H, Schnell & Co.- : cere ee 1, 068 555 | 1, 126 
Senter Bros., Inc....... 15-29-9480 evgidete Lal 6, 066 | 9, 948 | 11, 108 
RE REO...) «on cunecndons piheiitinet tenth datatedeadl 17 0) 0 
J. Shapiro & Co 7 : ae 2, 159 | 0 ll 
William Shapiro.. EAE ncohnckbt dca 4 0 2, 360 9, 365 
Sieban & Byrnes, Inc ; 497 | 1,178 594 
Siegal Bros. Produce, Inc_--- pencils} 0 0} 257 
I, Silversmith & Co., Inc..<..---.--...---.-. ill Dc tae 0 37 0 
M. Singer & Son at ‘ E : 106 0 0 
Solari is Brands, Inc. seaee oa ’ sdpeds ot 0 64 0 
A. Spector a a saa ae 4, 938 470 88 
sdine Weekes. Ine a cdbitasdediabas db 73 0 0 
Tassini & Salisch, Ince i eile aarti adeR ieii ae 10, 618 4, 883 5, 606 
Philip Termini : | 3, 516 5, 621 242 
William Voorhees._..- Seeks g od4co+bem.dueteese 1, 276 0 0 
A.J. Weinstein & Co., Inc pia aoe 4, 897 | 4, 376 2, 343 
Weslaco Produce O orp edad ) (LO 170 1, 699 60 
Wishnatski & Nathel______- chinese ial tiene 8, 511 | 1,340 7,393 
Yeckes-Eichenbaum..__.- 532 sah : 5, 761 2, 413 4, 583 
Louis Zwick & Son____..___--- a as eB 2 , 761 | 6, 578 7, 257 
Tota) ci pO elo g.. Oui. 207, 894 | 201, 186 214, 083 
Large business concerns: American Fruit Growers, Ine.....-- | 459 32 

SOR OUR 5. 5 do ain BUedaidc. Daas 228, 353 201, 218 214, 100 























50 PRODUCE PROCUREMENT 


In August, we spent $228,353 with small business; $459 with large 
business. 

In September, $201,218 with small business; $32 with large business. 

And $214,100 in October with small business; and $17 with large 
business. 

Mr. Motter. Is this fresh fruits and vegetables? 

Major Laver. This is only limited to fresh fruits and vegetables 
purchased in New York. 

Mr. Mouurer. What definition do you use for determining what is 
small business and what is large business? 

Major Laver. The definition that is set forth by Congress, I believe, 
sir. That is less than 500 employees constitutin 

Mr. Mutter. That is not the definition set forth by Congress. That 
is the definition set forth by the Defense Department. That was the 
definition set forth by Congress a long time ago, and we repealed it, 
and we are still trying to get the Defense Department to catch up. 

One of these days we will probably find a department that is not 
using the repealed definition. I cannot find fault with you for follow- 
ing regulations. 

To come back to the matter of local purchases, is any part of these 
local purchases done in less than carload lots? 

Major Laver. Normally that is what the local purchase is; it is 
less than carload lots. 

Mr. Mutter. Less than carload lots? 

Major Laver. Yes, Mr. Chairman. 

Mr. Mutter. Does any of it go to the warehouse? 

Major Laver. Except for the export items, and Bayonne, it is sent 
to the warehouse for assembly and distribution to domestic installa- 
tions. 

Mr. Muurter. We were talking about 2 inspections, 1 when the 
item is bought. Now, that applies both to the carloads that are 
bought outside of the city, and the local purchasing that is done here? 
Before delivery is taken, it is inspected; is it not? 

Major Laver. That is right, sir. 

Mr. Witson. That is on exports, sir. 

Mr. Moturter. Let us see if lam not right. You do not accept any 
fresh fruits and vegetables anywhere—when I say “‘you,’”’ I mean the 
United States Quartermaster Corps does not accept any fresh fruits 
and vegetables, no matter where—unless they are first inspected by 
the Department of Agriculture; is that right? 

Major Laver. That is right. 

Mr. Witson. But not two inspections. 

Mr. Mutter. Now, if it is a carload lot, it is inspected before it is 
loaded on the car; am I right? 

Colonel De.ucren. That is right, sir. 

Major Laver. I know it is, and it is; yes, sir. 

Mr. Mutter. After it is inspected and loaded on the car, title vests 
in the United States Government; does it not? 
eran De.uGREN. Depending upon the commodity, Chairman 

ter. 

Mr. Mourter. Fresh fruits and vegetables. Are there any fresh 
fruits and vegetables, title to which does not vest at the time it is 
loaded on the car? 

Major Laver. Yes. All but lettuce. 
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Mr. Mutter. Title to the lettuce vests? 

Colonel DELLGREN. Yes. 

Major Laver. With us. It is accepted at the point of origin or the 
shipping point. 

Mr. Mutter. Yes. 

The other items are accepted where? 

Major Laver. At destinations. 

Mr. Mutrer. At destination. So they would be shipped across 
the country, or whatever the distance may be, at the risk of the shipper, 
not at the risk of the Government? 

Colonel De.tucren. That is correct. 

Mr. Muurer. But it is different as to lettuce. Lettuce is at the 
risk of the Government. 

How many carloads of lettuce do you buy a year; do you know? 

Major Laver. I wouldn’t have the slightest idea, Mr. Chairman. 

Mr. Mutrer. Can anybody tell us how many carloads of lettuce 
are shipped into this area a year? 

Major Lavumr. I may be able to approximate how many are shipped 
into this area. 

For the use of the Government or for overseas? 

Mr. Mutter. Both. And break it down, if you can. 

Major Lavsr. Well, I can’t go into what is shipped commercially, 
but for us 

Mr. Mutrer. I do not mean commercially. 

Major Laver. I say for us, for the Government. 

Mr. Mutrer. Just Quartermaster. 

Major Laver. Yes. I would average about 18 cars a month. 

Would you confirm that, gentlemen, 18 cars a month? 

Colonel Dre.ucren. I think that is a conservative figure. 

Mr. Mutter. What is the variation in price, minimum and maxi- 
mum? It is bought by the crate; is it not? 

Major Laver. It is bought by the crate. 

Mr. Mutter. The price is paid by the crate? 

Mr. Woopsipz. About $2 a crate. 

Colonel Detucren. I think we can say there might be a range in 
the high and the low of $2. 

Mr. Mutter. When it arrives here, is it inspected again? 

Colonel DELLGREN. Yes, sir. 

Mr. Mutter. Do you have a record of how many carloads of 
lettuce were dumped in the last year by the Quartermaster Corps? 

cane De.uGREN. I don’t think we have that information avail- 
able. 

Major Lavurr. I handled most all of the lettuce coming through 
that we had any difficulty with, and when you say ‘‘dumped,” Mr. 
Chairman, just out and out thrown away? 

Mr. Mutter. Yes. 

Major Laver. None. 

Mr. Mutter. None? 

Major Laurer. Not thrown away, just wantonly discarded; no, sir. 

Mr. Mutter. How many carloads have been sold by Quartermaster 
because Quartermaster would not ship it or use it, at less than the 
price that was paid for it by Quartermaster? 

Major Lausr. I would prefer to check the record on that, but I 
believe in my entire time in the market center—and that dates from 
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October 12, 1955—two such cars have been sold for less than was paid. 

Mr. Mutter. What was the price at which it was sold; do you 
know? 

Major Lauzmr. No, sir; I do not. 

Mr. Mutter. Can you get that information for us? 

Major Laver. I believe we could, yes. 

(The information referred to appears in the appendix. ) 

Mr: Munrer. How many carloads of lettuce that were shipped into 
this area during the last: year had to be repacked before they could be 
used or reshipped? By ‘‘repacked,’’ 1 mean you found upon inspec- 
tion there was a certain amount of deterioration or bad lettuce, and 
in order to save the good lettuce, the packages had to be opened up 
and the bad lettuce removed and disposed of or destroyed, and the 
good lettuce repacked. 

Major Laver. In the past year, Mr. Chairman, I recall of only 1 
such instance with 1 car of lettuce, when lettuce was running very 
poorly on the market, and we believed that there was sufficient good 
lettuce to warrant the expense of repacking it so that we could supply 
our overseas bases. 

After all, one of our primary missions is to see they get food over 
on the other side, the export mission. It applies domestically, too. 

Mr. Motrer. It is just as important, however, that you do not 
ship anything which will not arrive there in edible condition. 

Major Laver. In inedible condition? 

Mr. Mutter. I say it is just as important or just as primary that 
you do not ship anything from here which will arrive other than in 
edible condition. 

Major Laver. That is right. That is why we are concerned and 
that is why we undertook to repack 1 or 2 cars. We had already 
invested the money in it, and our reasoning was that it was worth 
while repacking it. 

We wouldn’t want to throw good money after bad. If our experts 
didn’t think that it would ship, we certainly wouldn’t have bothered 
repacking it. 

Mr. Mourer. Who has the information and will supply the infor- 
mation as to how many carloads or crates of lettuce arrived overseas 
and had to be dumped or disposed of and could not be used upon 
arrival? 

Major Laver. Well, I imagine that such type information could 
best be gotten from the Overseas Supply Agency, to whom they 
would report. 

Mr. Mutter. Those reports do not come back to your installation? 

Major Laurer. We may not get them, Chairman Multer. 

Mr. Rreximan. Do you get any of them? 

Major Laver. Yes. Difficulty has been encountered now and 
then, and we have been informed, certainly, to see what corrective 
action we could take at this end, and requested be made, on the 
condition of items that we supply. 

I believe our performance, considering the highly perishable nature 
of these items, is excellent. 

Mr. Mutter. Who can get for us the figures indicating the quantity 
of items shipped overseas, limiting it to fresh fruits and vegetables 
that were shipped from this area and arrived abroad either partially 
or totally inedible? 
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Major Laur. We will attempt to work with Overseas Supply 
Agency and make sure of our ground, Mr. Chairman, and ‘provide 
you with the best figures we can get. 

Colonel Detiaren. May I ask, Chairman Multer, what period 
you wish to cover there on that particular study? 

Mr. Mu.rer. Let us limit it to the last year. 

Colonel DELLGREN. To the last calendar year? 

Mr. Murer. Yes. 

Colonel DreLuGREN. To the last calendar year. 

Mr. Mutter. Let’s not say the last calendar year. Let’s take the 
last 12 months. 

Colonel DeLLGren. The last 12 months, yes. 

Mr. Mutrmr. | would like to have that information not only about 
lettuce, but as to all fresh fruits and vegetables that were shipped from 
this area outside of the country, and which arrived—and showing the 
quantity that arrived—that could not be used. 

Major Lavsr. I might state, Mr. Chairman, at this point, that just 
that bald information will not give you the picture of what has hap- 
pened. After all, when we release these items to a steamship company, 
or even to our own Military Sea Transport Service vessels, the items 
must be handled and stored in such condition, in such a way that they 
know they are dealing with fresh fruits and vegetables. I know that 
we have had reports on items which were frozen. Certainly your 
committee would not want us to burden you with any items of that 
nature going overseas where we know that improper refrigeration was 
the cause of the loss; or, on the other hand, where items were com- 
pletely baked by the time they got over there because the refrigera- 
tion went out. 

Mr. Mutter. We would like to have precisely that information in 
as great detail as you can give it to us. 

Major Laver. With the circumstances regarding each loss, the in- 
vestigation that was made? 

Mr. Mutrmr. Yes. And also with a breakdown of how much of it 
was caused while in the hands of private shippers, and how much of it 
in the hands of Government shippers such as MATS or any other 
shipping agency that you may use. 

And to the extent that it was in the hands of private shippers, we 
would like to know the extent of recovery, if any, or claims, if any, 
that have been made for reimbursement because of such improper 
handling, if it was due to improper handling. 

Mr. Mutter. Mr. Riehlman suggests that we ought to ask whether 
or not the private shipper assumes any responsibility on the carrying 
and delivery of fresh fruits and vegetables. Can anyone tell us what 
the answer is to that one? 

Major Laurer. I have provided the people at the Overseas Supply 
Agency with certain documents which would support a claim against 
the carrier for damage, so evidently there must be some procedure to 
get recoupment when it is the fault of the carrier. 

Mr. Witson. Mr. Multer, it undoubtedly goes on a bill of lading, 
and whatever liability is assumed under an ocean bill of lading would 
be available to us. 

Mr. Mutter. You see, that does not quite answer the question, 
because the ocean bill of lading may very well exempt deterioration of 
fresh fruits and vegetables. 
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Mr. Witson. Yes; it may. I do not know if it does. 

Mr. Mutter. So it may very well be, whether you are using pri- 
vate shippers or your own shipper, you may have no recourse because 
you are using perishable shipping, and I think we would like to know 
that. 

Who selects the shipper or the type, whether it should be private 
or Government shipper? Who makes that selection? 

Major Laver. That is done at Brooklyn Army Terminal. The 
specific section that would be charged with that would be the, well, 
setting up the loads, the Freight Traffic Division. 

Mr. Woopsipr. Of the Overseas Supply. 

Major Laver. No; I am not sure, Mr. Chairman, but there is a 
specific organization set up to handle the shipping. Once they know 
what the requirements are, then they have to decide where they are 
going to get the shipping. 

Mr. Mutter. When does the market center’s responsibility as to 
the shipment cease, come to an end? 

Major Laver. We don’t feel that our responsibility ceases until it 
gets to destination, Mr. Chairman. 

We want to know whatever difficulty a shipment may be in. But 
as far as normal property channels, our property officer ceases to be 
responsible for the items once they have been receipted for at the 
pier or, in the domestic situation, when the items are receipted for by 
the trucker and ultimately the installation receiving it. 

Does that answer your question? 

Mr. Mutter. I think so. 

Can you tell us what quantity, if any, of fresh fruits and vegetables 
spoil on the dock before being loaded on ship for transport? 

Major Laver. I can conscientiously say that to my knowledge I 
have never heard of any fresh fruits and vegetables spoiling on the 
dock before they were loaded on board ship. 

I must also conscientiously say if there is a delay in the hot sum- 
mer months from truck to ship, that there undoubtedly is some de- 
terioration takes place. 

Mr. Mutter. Well, now, is there an inspection by the Department 
of Agriculture again shipside before it is loaded? 

Major Laver. Yes, sir. 

Mr. Mutter. Do you have the same discretion there to override or 
to ignore the report of the Agriculture Department inspectors and 
decide to ship, regardless of what their inspection shows? 

Major Laver. You have used that term before, Mr. Chairman, 
when you were directing questions to me. I don’t believe that it is 
overriding the Department of Agriculture. We actually would have 
a meeting of the minds. You will find, and I wish that you would 
put the question to the Department of Agriculture personnel, that 
although the item does not grade, there is nothing wrong with it. 
The standards are so written that very often they will, by defects, 
a an item below 90 percent, we will say, and you have 85 percent 

J. S$. 1. 

This does not mean that it isn’t good. It may be much better than 
an item that grades U.S. 1. 

I can’t take a ripe tomato, sir, and ship it to North Africa tomorrow. 
But I can eat it here in the United States tomorrow. It will grade 
U.S. 1. 
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Mr. Mutter. That is right. And if they grade it 85 percent grade 
1, and 15 percent bad, you know that you ought not to ship that if it 
is fresh fruits and vegetables, because by the time it gets overseas, 
5 or 6 days later, it will be 50 percent bad. 

Major Laver. That is not entirely so. It depends on the defects 
that are scored, Mr. Chairman. 

I believe that I could safely say the shipping of lettuce with some 
slight amount of tip burn would not adversely affect the product. 
Much of it may be confined to the outer leaves. Celery is a good 
example. You may have some beginning decay in the upper leaves. 

Mr. Mutrer. I think celery is a bad example for our purposes, 
because it is a much hardier product, and lettuce is a much softer 
product, it decays much faster than celery. 

Major Laver. We can knock it down. I have eaten celery that 
was not U.S. 1 that I would have paid a premium price on, that was 
not good. 

Mr. Mutter. How much of the stalk were you able to eat? 

Major Laver. Up to where I normally would eat, up to the first 
branch. 

Mr. Mutter. What about the lettuce? 

Major Laver. In what regard, Mr. Chairman? 

Mr. Mutter. As to the decay. If there is a crate of lettuce that 
was only 85 percent good, and the Department’s report, the inspector 
of the Department of Agriculture, showed 15 percent bad, and some 
of it was decay, and I say some of the 15 percent was decay, would you 
ship that overseas? 

Major Lavsr. Decay is prevalent in most fruits and vegetables in 
certain stages. 

United States tolerances will permit, for lettuce, a 2 percent decay, 
so you have 2 percent to start out with, if you just buy U. S. 1. 

Mr. Mutter. Would you ship that overseas with the 2 percent 
decay, or would you take that 2 percent decay out? 

Major Laver. I would ship lettuce overseas with 2 percent decay 
if it was fresh and green and the decay was in the outer leaves where it 
didn’t affect the compact portion of the head. 

But now you are getting into a field where we do have technical 
experts. I am a contracting officer. I have learned much of what 
I have told you from them. 

Mr. Mutter. Well now, let us come back to the objection that 
has been twice raised to my use of the word “‘overriding.”” The tact 
of the matter is that the Department of Agriculture inspectors can 
merely report to your installation the facts as they find them; is that 
not right? 

Major Laver. Yes, sir. 

Mr. Muurer. They cannot reject anything. 

Major Laver. That is right, sir. 

Mr. Mutter. And the burden, then, and the discretion, is with 
your installation to reject or accept. 

Major Laver. Yes, sir. 

Mr. Mutrer. And there are instances where, despite the report in- 
dicating that some of the merchandise is bad, your installation accepts 
and receives and ships the merchandise? 

Major Laver. In the 2 years I have been there, these cases have 
been very few and far between. 








56 PRODUCE PROCUREMENT 


Mr. Mutter. Why should thére be any? 

Major Laver. As Mr. Wanezyk explained, there may be times that 
you can’t find a U.S. No. 1 product on the market. We are buying 
by sight. When the buyer went to the vendor and together they 
looked at the items, the buyer looked at the item and he said, ‘“This 
looks good to me. This is good food. . This is quality that 1 want.’’ 

Mr. Muurer. We are now talking about the items that you buy 
locally here for local consumption; am I right? 

Major Lavmr: It-can be either. 

Mr. Muirer. You mean some of it might go to warehouse and be 
shipped, or some of it might go directly to shipside, if you are buying 
locally here? 

Major Laver. That is right. 

Mr. Mutter. Well, now, what investigation, if any, do you conduct 
to determine whether or not a bidder is qualified? 

Major Laver. We send the bidder a form on which he gives us his 
financial status, outlines the principals of the firm, tells us what floor 
space he has, type of a dealer he.is, and a list of the items that he is 
qualified to bid upon, in his estimation. 

The sight buying makes that relatively easy, because our buyers go 
down in the market and they see what they are going to buy. Soifa 
man doesn’t happen to have an item, there is no great problem. 

Mr. Murer. You mean if a man does not happen to have an item, 
you do not buy it from him? 

Major Laurer. That is right. If he hasn’t got it, you don’t buy it. 

Mr. Mutter. If a man has no place of business, do you buy from 
him? 

Major Laver. No, sir, we do not. 

Mr. Muurer, Is that the rule or the regulation of the Department? 

Major Lavunmr. Sight buying, Mr. Chairman, precludes any such 
actions. 

Mr. Mutter. I would like to. know whether or not there is any 
written regulation covering the subject. 

Major Laver. I can’t answer that question, 

Mr. Mutrer. Mr. Wilson, can you answer it? 

Mr. Wiuson. Yes, sir, I can. 

Now, in most procurement, the Government operates under the 
Walsh-Healey Act, even though that is only for contracts over 
$10,000, but. generally speaking the Department of Defense will 
apply the same requirements for sources of supply to all contracts, 
and that requires a regular dealer or a manufacturer. 

However, the Walsh-Healey Act does not cover perishable sub- 
sistence and fresh fruits and vegetables, so we do not have to have 
an actual, a regular dealer in the actual definition of the Department 
of Labor. 

Nevertheless, for him to be regarded as responsible, our regulations 
under the provisions relating to sources of supply tell us that basically 
we must obtain our supplies, including fresh fruits and vegetables, 
from people who have businesses, yes. 

We cannot buy from people who do not have a place of business 
and aren’t in the regular course of such business. 

Mr. Mutrer. Can you supply us with a copy of that regulation 
you have just referred to? 
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Mr. Wirson. I can supply you with a copy of the regulation that 
defines the sources of supply. That weed’ be in either the Army 
Procurement Procedures or the Armed Services Procurement Regula- 
tions. 

Mr. Mutter. We will take whatever you can supply to us on that 
score. 

(The information referred to appears in the appendix.) 

Mr. Mutter. Are we in agreement, then, that as to a man who 
wants to sell the Market Center or Quartermaster Corps fresh fruits 
and vegetables, he must have a place of business? 

Major Laver: Yes, sir. 

Colonel Detteren. That is correct, sir. 

Mr. Mutter. I would like to ask you the question I asked of the 
commissioners of purchase who were here this morning. 

Does that mean if a man who had considerable experience in this 
business, either as an executive or a salesman, left that firm, which 
continued to do business, and went out on his own, and has nothing 
but an office, that he eannot sell you? Can he sell you fresh fruits 
and vegeta bles? 

Colonel DELLGREN. No, sir, he cannot. 

Mr. Mouttrr. Do any of you gentlemen know of any instances 
where you have purchased under such circumstances during the past 
year? 

"Colonel Dettaren. None of us know of any such instance. 

Mr. Murer. What is the total number of personnel: used for 
fresh fruit and vegetable buying in this area? 

Major Laver. Limited to the Washington Street’ Market, Mr. 
Chairman, we have 2 buyers on the market regularly; and in support 
of those 2 buyers, we have 1 clerk in the office who types up the 
abstracts and prepares the paperwork for them 

Mr. Muprer. Yes, sir. Did you finish? 

Major Laurr. That i is it, yes, sir. 

Mr. Mouursr. Several times, some of you gentlemen have referred 
to the Washington Market. Is that the only place you do this type 
of buying? 

Major Laver. Yes, sir. 

Mr. Mutrzr. What is the geographic area or boundaries of the 
Washington Market? 

Major Laugsr. Would you care to answer that? I am not familiar 
enough with the streets of New York. 

Mr. Wanczyx. I think it starts with Canal Street, right down 
to—— 

Major Laver. Mr. Chairman, if you are getting at it that our 
limitation is such we will not consider anything else, that is not 
entirely a fact. If you will check the bidders’ mailing list which we 
gave you, there are maybe 3 or 4 vendors there for items, in order 
for us to get competition, that are outside of the area of the Washing- 
ton Street Market. 

Mr. Movtter. Well, where do you limit your area? 

Major Laurr. We don’t necessarily limit it. 

Mr. Mutter. You do not necessarily limit it. In other words, 
there is nothing in the rules or regulations under the law which 
requires you to limit it? 

Major Laver. No. 
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Mr. Mutter. You have aright to buy anywhere that is convenient 
to buy? 

Major Lavzmr. Yes, sir. 

Mr. Moutrer. And where the product is available? 

Major Launmr. Yes, sir. But, Mr. Chairman, we must be practical. 
With two buyers, we cannot spread their services over all of this entire 
area. We are going to the source of supply when we go to Washington 
Street Market. 

Mr. Moutter. But if you did this by competitive sealed bidding, 
your two buyers could sit in the office and examine the bids and then 

o look at the merchandise, wherever it was; wherever the lowest 
bidder had his merchandise, you then could send your man to look 
at it, could you not? 

Major Laver. If he had it there for us to look at, at the time they 
bid. 

Mr. Mutter. You do not think a man would put in a written bid 
offering to sell you something that he did not have? 

Major Laver. Well, I certainly think that that is the only way 
they could give us anything fresh, Mr. Chairman. If he put in a 
written bid that hits the office on Monday and we want delivery on 
the followig Friday, and he has that stuff in his place all that time, I 
don’t want that stuff at that time, because I think I can get fresher 
stuff. 

Mr. Moutsr. You think vou can get fresher stuff than the city of 
New York and the State of New York can buy? 

Major Laver. I didn’t say that, Mr. Chairman. You were making 
a positive statement—— 

Mr. Mutter. Yes, I was; and I am now asking the question, and 
I would like to have a positive answer, as to whether or not the city 
of New York or the State of New York is buying inferior merchandise 
than what the Quartermaster is buying when buying fresh fruits and 
vegetables. 

Major Laver. I think we can be sure that our system preeludes 
any possibility of getting anything other than fresh merchandise, 
Mr. Chairman. 

I spoke to the commissioners of both New York State and the city. 
I was unable to visit any of the installations; I saw no deliveries. We 
merely talked about the way they buy. 

Mr. Mutter. How long have you known about the purehases of 
fresh fruits and vegetables by the city of New York and the State of 
New York? 

Major Laver. I believe Mr. Maness made mention of it on his 
visit to our office some months ago; July, to be exact, Mr. Maness, 
would it be? 

Mr. Mutter. It was either June or July. 

Major Laver. Yes, sir. 

Mr. Mutter. Mr. Maness says it was June 19. 

Is that the first time you heard that the city of New York and the 
State of New York were buying fresh fruits and vegetables? 

Major. Laurer. No, sir. I had heard about their buying fresh 
fruits and vegetables before that time, sir. 

Mr. Daumas. Mr. Chairman, can we get one thing established on 
this sight buying and the advertised bidding? 
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If a dealer who has, normally, stock on his floor, puts in a bid today, 
Tuesday, for next Tuesday on any perishable commodity, and he is a 
regular dealer, doesn’t he have enough lines, in other words, he has 
enough assurance to know that when he L405 in his bid today for an 
item you want delivered next Tuesday, and he knows what your inspec- 
tion is, and your rules and your regulations, that he is capable of having 
that merchandise to fill that bid the day you want it, and in the condi- 
tion that you want it? 

Major Laver. Well, I would say if he has a firm contract with us, 
he would of course have to fulfill the contract with merchandise. 
Whether it is the kind that we want, or not, is questionable. 

Mr. Daumas. You write the specifications. 

Major Laver. Well, actually 

Mr. Daumas. You know the kind of stuff you want. Your sight 
buying proves that. So the question then might be whether you 
would buy at market value or the value to the buyer, or on what basis 
is the material, the fresh fruits and vegetables, purchased. 

Major Laver. Well, it certain! 

Mr. Datmas. You would still be buying on sight if you took bids 
for it? 

Major Laver. We do take bids. Did I not make myself clear to 
that extent? ‘The question was whether or not we take bids. We 
take bids from the vendors who have the merchandise on the market. 

To attest to that, Mr. Chairman, I failed to enter this into the record 
before—this is for the months of August, September, and October— 
and there is a good spread of business to small-business men. 

I told you it averaged about 50 a month—a low of 46 and a high 
of 60. 

Those people, in order to win a contract, made an offer; they gave 
us a bid, and we didn’t take a bid from just 1 man for 1 item. We 
went to 3, 4, 5. 

Mr. Datmas. That was for particular merchandise at a particular 
time. 

Major Laver. Right. 

Mr. Damas. But my question was directed to advertised bidding 
for a day certain, 10 days, 10 weeks, 10 months ahead. .A man who 
is in this business regularly should certainly know how te bid on your 
specifications, and be prepared at the time that you want to receive 
that particular material, fresh fruits and vegetables, to have the fresh 
fruits and vegetables ready and waiting for your inspection, and he 
must know that unless it is in the condition you want it, you will not 
accept it. 

Major Laver. I will defer to Mr. Wilson, please. 

Mr. Witson. May I answer that question for you, sir? 

We feel he will not be able to do so. I might point out that the 
Senate committee that reported the Armed Services Procurement Act 
felt they would not be able to do that. They said: 








Under the advertised system the producer or distributor is required to guarantee 
the availability of a specific quantity of a predetermined quality at a stated place 
at a specified future date. This he is usually unable to do. 

Now, that was the finding of the Senate committee which reported 
the Armed Services Procurement Act out. 

Mr. Mutter. What are you reading from, sir? 
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Mr. Witson. I am reading from Senate Report No. 571, dated 
July 16, 1947. 

Mr. Mutter. And what was the subject under discussion there? 

Mr. Witson. What? The procurement by the Armed Services of 
all supplies, and this is under the heading of ‘‘Perishable Subsistence 
Supplies.” 

Mr. Mutter. Was that not referring mainly to meat? 

Mr. Witson. No, sir. As a matter of fact, it refers later on to 
lettuce and tomatoes, if I can get that in just a second—‘Common 
produce items such as tomatoes and lettuce furnish excellent 
examples.” 

Mr. Mutter. I daresay if the same committee conducted the hear- 
ing today, they would come to a different conclusion. 

Mr. Witson. Mr. Chairman, you may be entirely right. I do not 
want to be argumentative. I just wanted to point out to the Con- 
gressman that some of the:arguments posed may be not completely 
without soundness. 

We feel, sir, if a man bids a week or 2 weeks ahead of time, it is a 
little bit speculative. He does not know he will have that on hand. 
He does not know what the quality is going to be. 

If the market price goes up, be is going to have a human incentive 
to give us the very lowest quality of U.S. 1, or even under it, if he can. 
Otherwise, he will lose money. 

If the price goes down, he is all right. 

Actually, our buyers will tell us, but we have told them not to say 
too much to your committee about it, because, after all, we do not 
have an investigative agency that checks all these things; for years 
they have been telling us that actually the contractors who get the 
awards from the city and the State, the night before perhaps have their 
buyers out on the Washington Street market trying to pick up the 
items for their contracts with the city and the State. 

Mr. Mutrsr. Mr. Wilson, you are an excellent lawyer, and I hope 
you are going to stay here long enough to hear the people who know 
enough about the facts of this business, and selling and trying to do 
the selling, and hear them say to the contrary of what you are saying. 

Mr. Witson. Mr. Multer, you may be entirely right. I am simply 
saying what our buyers report to us, and they are our experts, and we 
must to some extent rely upon them. 

Mr. Mutter. Yes, you must unless you listen to others from the 
outside. 

The committee will recess now for lunch. We will reconvene at 
1:45 p. m. 

Will you gentlemen be back at that time, please. 

Colonel Deiieren. Yes, sir. 

(Whereupon, at 12:40 p. m., the subcommittee recessed, to recon- 
vene at 1:45 p. m., of the same day.) 


AFTERNOON SESSION 


Mr. Mu rer. The hearing will please come to order. 

Mr. Dalmas, you were asking Major Lauer a question. 

Do you want to continue? 

Mr. Damas. Not at this time, thank you. 

Mr. Rirexuman. When you have finished I would like to ask a few 
questions. 
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The thing I am particularly interested in, Mr. Chairman and 
gentlemen, is the procedure that is followed in this spot buying, and 
I would like to know if it is possible about what percentage of your 
procurement is on spot buying, or sight buying right here in this area. 

I think the gentleman who is doing the Nevins can answer that, sir. 


TESTIMONY OF LT. COL. CARL A. DELLGREN, CHIEF, PURCHASING 
DIVISION ; MAJ. JOSEPH G. LAUER, RALPH M. WOODSIDE, AND 
JOHN H. WANCZYK—Resumed 


Mr. Wanczyx. I do the buying when I get to buy but I have no 
idea of the percentage. 

Mr. RisHuMAN. Do you have any idea, Major Lauer? 

Major Laver. I can’t give you a figure. This figures in with an 
overall market center procurement mission and I believe that question 
should be directed to General Laux if he appears. 

Mr. Rrexuman. I think it is important for this reason: That we 
are trying to establish whether or not the Government is getting the 
best for its dollar procurement on spot buying or whether—and the 
procedure that is being followed on negotiated buying, rather than on 
bids. 

Now, if a great percentage is being procured here in the local area 
for shipment overseas or for domestic consumption, I think it would 
help us in our determination to know a little more about it and if 
possible I would like those figures. 

Major Laver. Let me organize my thinking on that particular 
point, sir. 

In the new York area for the domestic requirements we buy only 
fill-ins; as was explained before, the carlot buyings come from the 
growing area. 

Mr. Riexnuman. I understand that and I don’t think we need to 
cover that point. 

Major Laver. On the export it will vary from month to month 
because of the seasons of availability. 

This is quantitywise. 

I would say the rough figure on how much we buy in the New 
York area to cover our export would approximate 60 percent. 

Mr. Riexuman. For your export? 

Major Laver. Yes, sir. 

Now, to interpret that into quantity, I looked at some figures where 
we jumped from 1 million pounds, 1,500,000 pounds up to 2% million 
pounds, varying that from month to month. 

The dollar procurement, I have given you 

Mr. RiesHuMan. Yes. 

Major Laver. That combines our export and our domestic fill-in 
for the months of August, September, and October. 

I would be glad to furnish the committee any period of time that 
they desired. The pattern there is fairly stable. It is somewhere in 
the neighborhood of $200,000. 

Mr. Rizuuman. Yes. That is a year. 

Major Laver. That is a month, sir. 

Mr. RipHuman. A month? 

Major Laver. Yes. 
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Mr, Riesuman. And-60 percent of that is procured in the local 
area. 

Major Lavsr. No, all of that which I just mentioned is procured 
in the local area. 

This $200,000, all of that is procured:locally. And that represents 
approximately 60 percent of our requirements. 

Now I am giving you an educated guess on that because I would 
have to go from month to month and get the exact figures to come up 
with a determined percentage. 

Mr. Rrexuman. Well, if that be true, 60 percent of procurement of 
$200,000 is to be procured here in each month and that is approxi- 
mately 60 percent of your overall procurement; am I correct in that 
figure? 

adalat Laver. This is only for New York which is 1 of 10 military 
subsistence market centers and it is limited to only this market 

Mr. Rrexuman. I understand that. It is limited to this market. 

My next point is that procurement is left in the hands of how many 
buyers? 

Major Laver. That procurement is left in the hands of two buyers. 

Mr. Riexstman. And those two buyers have the direct authority to 
procure without any competition of any kind other than what they 
decide upon themselves? 

Major Laver. Sir, the competition is there. 

Mr. Reratman. Well, the competition is there but how is the com- 
petition going to express itself, only if the man himself recognizes it? 

Major Laver. Our buyers seek competition by visiting the vendors 
on the street that handle the merchandise. 

Mr. Rerauman. Yes. Iam getting back to the point, I understand 
that. 

It leaves in the hands of two men the opportunity to buy and elimi- 
nates all competition if they want to. 

Major Laver. I believe, sir, the facts belie that because of our 
breakdown that was furnished the committee? 

Mr. Reruitman. Well, it may belie it but I am establishing this 
point and I think it is a fact, if two gentlemen are permitted to do the 
procurement in this area and it is $200,000 a month and there is no 
competitive bidding and it is on a negotiated basis they can eliminate 
all competition, if they want to, can’t they? 

Mr. Witson. Our procedure would prevent it. 

Mr. ReratmMan. What is your procedure that will prevent that? 

Mr. Witson. Our procedure requires that they go to 3 or 4 vendors. 

Mr. RerH_tMan. Suppose they do! 

Mr. Witson. Pardon me, sir. 

They must note that on their papers that they turn in to us. 

Mr. Reratman. They note it on their papers, and they limit it to 
2 or 3 buyers, can’t they? 

Mr. Witson. Congressman, I was applying myself to your question 
as to whether or not they could eliminate all competition. 

Mr. Rrexnitman. Well, you are getting down to pretty nearly all of 
it when you get to 2 or 3 buyers. 

Mr. Witson. No, sir; I mean 3 or 4 vendors. 

Mr. RrewiMan. Yes. 

Mr. Witson. But actually in the course of going up and down the 
street Mr. Wanczyk who did not quite describe it will be looking 
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Mr. Mutter. Mr. Wilson, do you mind if I interrupt? 

I have no objection to your giving us the interpretation of the law 
but as to these facts these men who are doing it ought to tell it to us. 

Mr. Wanczyk. May I explain the procedure of my buying on the 
market, Washington market. 

There are various houses that specialize in various commodities. A 
lettuce house might have lettuce, carrots, celery, honeydews, canta- 
loupes in season, it is seasonable and it is mostly specializing in different 
commodities. 

If I want to buy lettuce, I go to a lettuce house of course. 

Mr. Rienitman. How many lettuce houses are there? 

Mr. Wanczyk. Seven or eight, nine, I did not start to count them. 

Mr. RieHi~Man. You are generally there every night and you must 
have some idea. 

Mr. Wanczyk. I don’t count them. 

Mr. RrexuMan. You mean to tell me you have been buying, how 
many years down here? 

Mr. Wanczyk. Off and on for 14 years. 

Mr. Rrew#uMan. And you don’t have an idea as to how many, the 
number of houses that sell lettuce? 

Mr. Wanczyx. | told you, 9—8 or 9. I could start from one end 
and count them. 

Mr. Riex_MANn. | am not trying to pin you down but I don’t like 
evasive answers. 

If you know there are 8 or 9 1 would like you to say “8 or 9” and if 
they are more or less let’s have it. 

We don’t need to get into a lot of discussion on that. 

Mr. Wanczyk. Well anyway, I solicit offerings on this lettuce, 
everybody’s lettuce. I might come up to one carton, I take one off 
the pile, l open it up. It is not for me, I walk, I can’t use it. I go to 
the next man. This man, before I go any further, this man might 
have 4 or 5 carloads. So I looked at the one I am looking for, espe- 
cially all our lettuce mostly is bought for export. 

So if I like something, I will take an offering on this particular lot 
that looks pretty fair. Then I walk to the next one. 

Before I go into that detail, I go into that market at 6 o’cloek, and 
the reason for my going there 6 o’clock is to try to get these solicita- 
tations on the stuff because you have got to get there early and you 
have got to get there early to get the right kind from one vendor to 
another, | cover them all. Then wherever I think the best buy is for 
the best lettuce for that particular—whatever I need it, if I need it 
for export that is what I wind up with. 

Then the vendor gives me a sold card. With the sold card that 
describes the item, the units that I bought, the brand name for 
identification, so the inspector can inspect that and nothing else, 
and the price and signed by the salesman who sold it to me. 

All items are handled the same way. 

Mr. RieuiMan. That is the way you proceed every night? 

Mr. Wanczyx. That is right. There are 3 or 4 thousand other 
buyers who do the same, Congressman. All the chain store buyers, 
all the-—— 

Mr. Rieuuman. Let’s not get the chain stores; let’s look at the 
Government. 

Mr. Wanczyx. That is our procedure. 








64 PRODUCE PROCUREMENT 


Mr. RiewuMan. Because we are following what the Government is 
doing here today in trying to find out. 

But I reiterate what I said before, there is nothing in the world 
to limit you, if you want it. 

Mr. Wanczyx. That is correct. 

Mr. Rieximan. To buy from specific people night after night and 
day after day. There is no competition whatsoever other than what 
you panate yourself by traveling up and down to those different 
people. 

Mr. Wanczyx. If I am looking for the commodity, I am looking 
for competition at all times. 

Mr. Riexniman. That is right. So I am not casting any question 
or trying to establish any doubt in my mind about your integrity 
but what I am trying to establish is this: that it does not create 
competition. It eliminates it if one man wants to do it. There is 
no opportunity for the other fellows to come in and bid. If. you 
make up your mind that you like this man and you have been pur- 
chasing from him month after month and month after month, you can 
go right back to him and turn down every other vendor that is in the 
market area if you want to. 

Mr. Wanczyk. I disagree with you, Congressman. 

I have got these nine people. 

Mr. Riexuuman. I think it has been said here that you have to put 
in a reason for turning down three, is that right? 

Mr. Wanczyk. No, I don’t turn down 3; I might put 5 down, 
Congressman. But if I get down between three, that is my choice. 

Mr. RieximMan. You get down to 3 that practically eliminates 
competition if you have got 8 or 9 people in the market? 

Mr. Wanczyk. I have got nine other people who are taxpayers. 
How long do you think they will let me get away with it if I don’t 
buy their lettuce if they have got the goods? 

a. R1iexLMAN. What can they do about it. 

Mr. Wanczyk. They will call the office the following day. 

Mr. RieHLMAN. Have they ever done it? 

Mr. Wanczyx. They have done it plenty. 

Mr. RresumMan. What has happened? 

Mr. Wanczyxk. They call my attention to it. ‘Go ahead and look 
at it.” 

I will keep looking, I will tell them. I don’t hide nothing from 
anybody. If I get through buying this lettuce I am talking about 
the other fellow asks me what I bought—‘‘What did you pay’’—I tell 
him I don’t hide a damn thing down here. 

Mr. Mutter. Excuseme. Can you name one man who complained 
to your department from whom you bought after he made the com- 

laint? 
: Mr. Wanczyk. From any company. 

Mr. Mutter. One company from whom you got a complaint from 
whom you bought after he made his complaint? 

Mr. Wanczyxk. Wait a moment, I can’t get that straight. 

Major Laver. He does not understand the question. 

Mr. Mutter. You said the people have complained to your office 
that you were not buying and were not looking at their stuff; am I 
right? 

Mr. Wanczyk. I said that is misinterpreting—— 
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Mr. Mutter. Nobody has complained? 

Mr. Wanczyk. I said how long could I keep buying something 
from these particular 3 or whatever you present here, that I can 
understand it, those 9 other people, those other 9 people who handle 
lettuce, they watch every night what I do, what I pay for it. 

I tell them, I ain’t got no secrets. 

I tell them what I pay for it. They are part of the offers to me and I 
tell them. 

Mr. Mutter. Have any people in the market complained to your 
office that you were not buying from them and you were not even 
looking at their merchandise and you were not even getting their 

rices? 
. Mr. WanczyK. Mr. Woodside will get the complaints. 

Mr. Woopsipr. Mr. Multer, we have never had any vendors to say 
the buyer was not looking. 

Mr. Mutter. Never had any complaints? 

Mr. Wanczyxk. We have had a few complaints that they were not 
getting as much business as they would like and we went in and saw 
the vendors and since that time they have bought from them they 
bought from them before. 

After we explained our situation to them, why they understood. 
I can name at least one of the vendors, a big house like that, pretty 
good sized house. 

Mr. Mutrer. Did you get a complaint about your buyer having 
gone in and looked at some merchandise and been quoted a price, 
and that he then went next door or down the street and bought the 
same item, the same grade, for more money? 

Mr. Woopsipg. We have had one like that. 

Mr. Mutrer. Only one? 

Mr. Woopsipr. Only one where the vendor said that we looked 
at his stuff and we went down the street and bought the same com- 
modity. 

Now the vendors that complain and had a legitimate complaint 

Mr. Mutter. Let’s pursue that complaint you just mentioned. 

Mr. Woopsipe. All right, sir. 

Mr. Mutter. What was the commodity he was talking about? 

Mr. Woopsipe., We had one vendor complain about lemons. 

Mr. Mutter. And he complained specifically that he had the grade 
that your buyer was looking for? 

Mr. Woopsipe. That is right; that is what he said. 

Mr. Mutrer. And he offered it to him at a price? 

Mr. Woopsipe. That is right. 

Mr. Mutrer. And he bought that grade of lemons elsewhere in 
the market that same day and paid more money? 

Mr. Woopsipz. That is what he said, that was the complaint. 

Mr. Mutter. That was the complaint? 

Mr. Woopsipe. Yes, sir. 

Mr. Mutter. What did you do about the complaint? 

Mr. Woopsipr. We tried to convince the man that the lemons that 
were bought were better lemons than he showed us. 

Mr. Mutter. Did you convince him? 

Mr. Woopsipe. No, sir; I don’t think so. 

Mr. Mutter. Did you look at his lemons? 

Mr. Woopsipkz. I certainly did; yes, sir. 
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Mr. Mutter. They were not that grade of lemons? 

Mr. Woopsipz. No, sir; they were not. 

Mr. Mutrer. Did the Department of Agriculture inspect those 
lemons and indicate those lemons were the very grade your buyer was 
looking for? 

Mr. Woopsipz. I understand on this same situation I am talking 
about, that the next morning the Department of Agriculture inspector 
looked at the lemons and passed them as U. S. No. 1. 

Mr. Mouurer. And 2 days later your office bought those very lemons; 
isn’t that so? 

Mr. Woopsipkr. Yes, sir. 

Mr. Mouuter. And paid more than they were offered to you two 
nights before; isn’t that so? 

r. Woopsipr. That I don’t know. 

Mr. Mutter. Weren’t the lemons offered at $3.75? 

Mr. Woopsipe. I don’t remember that, sir. 

Mr. Mutter. Will your records show it? 

Mr. Woopsipz. They certainly will. 

Mr. Mourer. When they were offered at $3.75 didn’t you pay 
someone else $4.50 for them? 

Mr. Wanczyx. May I answer that? 

Mr. Mutter. Yes, please. 

Mr. Wancazyx. That particular night, Mr. Woodside, you were 
with me, we were buying lemons for export. 

Mr. Motrter. Did you buy lemons for $4.50 when the same grade 
of lemons were offered to you at $3.75? 

Mr. Wanczayrx. Let me answer this. 

Mr. Motter. Will you answer that first? 

Mr. WoopsipvE. No, sir; I will say they were not the same grade of 
lemons. 

Mr. Mouurter. Did the Department of Agriculture say they were 
the same grade of lemon? 

Mr. Woopsipe. No, sir; the Department of Agriculture did not say 
they were the same grade of lemon. The Department of Agriculture 
said they were U.S. No. 1 grade lemons. 

Mr. Mouurer. Did you buy the same lemons later from that same 
merchant? 

Mr. Woopsipz. We bought some lemons; I don’t know whether 
they were the same grade or not. 

Mr. Mutter. Did you buy the same lemons? 

Mr. Woopsipr. We bought the same grade. 

Mr. Mutter. Did you buy the same lemons? 

Mr. Wanczyx. May I answer that? 

Mr. Mutter. Yes, sir. 

Mr. Wanczyx. They were for export and they had a blooming, 5 
or 6 into a container; we could not ship that. 

Mr. Mouter. Did they offer it to you at $3.75? 

Mr. Wanczyk. I don’t know what the price was. 

Mr. Mutter. Did you make a record of it? 

Mr. Wanczyk. I did not get a price that night. 

Mr. Mutter. You did not get a price? 

Mr. Wanczyx. No; because the lemons were not fit for export and 
I did not get a price. Now if I remember correctly the lemon market 
had been up. 
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Mr. Mutter. Yes. 

Mr. Wanczyk. I myself have told the other buyer, I said “Here is 
a good buy for domestic purchases” and I think the lemons were re- 
packed in the meantime. And that is the condition—that was the 
situation. 

Mr. Mutter. You did 2 days later buy the same lemons? 

Mr. Wanczyk. I don’t think it was 2 days later. 

Mr. Mutter. How many days later? 

Mr. Wanczyk. I don’t remember. 

Mr. Mutter. How many days later? 

Mr. Wanczyx. I don’t remember. 

Mr. Mutter. Did you pay $4.25 for the same lemons that had been 
offered to you at $3.75 a few days before? 

Mr. Wanczyk. It could have been and the market went up, the 
market could have gone up to $6 and that was a good buy. 

Mr. Mutter. You took delivery of those lemons; didn’t you? 

Mr. WanczyKx. We wanted to buy them for domestic purposes, not 
for export. 

Mr. Mutter. What markings do you put on your record as to 
what you are buying for export and what you buy for domestic use? 

Mr. Wanczyx. We have different requisitions, Mr. Chairman, 
different altogether, we don’t have the same requisitions. 

Mr. Woopsipsr. Exports are wrapped in wooden containers and 
domestic lemons are just sent straight. 

Mr. Mutter. When are they packed that way? 

Mr. Wanczyx. They are packed that way in the vendor’s place of 
business. | 

Mr. Mutter. Will you furnish to us a detailed list, I am sure you 
cannot do it now, but furnish it to us at your early convenience, a 
detailed list of the names of the vendors, the kind and quality and 
grade of items purchased and the price paid for lemons aad onions for 
the month of June 1957? 

Mr. Woopsipe. Yes, sir. 

(The list referred to appears in the appendix.) 

Mr. Mutter. Now, do either of you, Mr. Woodside or Mr, 


- Wanezyk, remember the name of the company from whom those 


lemons were purchased in June 1957? 

Mr. Wanczyx. I don’t remember. 

Mr. Woopsipe. Not in the month of June; no, sir. 

Mr. Mutter. Do you remember who it was that complained about 
these lemons? 

Mr. Woopsipe. Yes, sir; I remember. 

Mr. Wanczyk. Is this the particular lot we were talking about? 

Mr. Woopsipr. That was Mr. Freedman. 

Mr. Mutter. Who was the one who complained? 

Mr. Woopsipr. Mr. Nat Freedman. 

Mr. Mutter. What was the name of his corporation? 

Mr. Woopsipr. Manhattan Fruit Contracting Corp. 

Mr. Mutter. Do you remember who it was you bought the lemons 
from on that occasion? 

Mr. Woopsipr. We bought the lemons from two other houses. 

Mr. Muurer. What were the names? 

Mr. Woopsipe. Heller Bros. and J. Rubin. 
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Mr. Mutter. When was the last time you bought anything from 
Heller Bros.? 

Mr. Woopsipr. Probably bought last night, probably bought some- 
thing last night, I don’t know. I did not see the papers this morning. 

Mr. Moutrer. Mr. Wanczyk, did you buy anything on the market 
last night? 

Mr. Woopsiper. He was not on the market last night. 

Mr. Mutter. When was the last time you bought anything from 
Heller Bros.? 

Mr. Wanczyr. Maybe 2 or 3 days ago. 

Mr. Mutter. Have you gotten any notice from Heller Bros. that 
they are not going to do business with Quartermaster any more? 

Mr. Woopsinpz. I have not got that notice. 

Mr. Mutter. I mean either in writing or orally? 

Did anyone on behalf of Heller Bros. tell you they were not going 
to do business with Quartermaster any longer? 

Mr. Woopsipr. Never told me anything. 

Mr. Mutter. I will make part of the record at this time a letter 
from a lawyer, David Siskind, dated November 29, 1957, addressed 
to me as chairman of this subcommittee. 

In this letter this gentleman says that his clients will not appear— 
that is Heller Bros.—and says the following: 

My client has discontinued the handling and selling of fresh fruit and produce 
in this area and now confines itself to the growing and shipping of fruit and 
produce from areas outside of New York. Under the circumstances I believe 
that there are others in the New York market who could probably be of greater 
service to you at such hearing. 

Mr. Woopsipz. Mr. Chairman, may I say that Milton Rappa- 
port 

Mr. Mutter. We will call him shortly. 

Mr. Woopsipr. They changed the name, Heller Bros., maybe we 
did not explain it exactly right there when we called it brothers, it is 
Heller-Rapp and Heller-Grubman, Inc., now. 

Major Lavger. You have those on the listing, Mr. Chairman. 

Mr. Mutter. When did Heller Bros. change their name to Heller- 
Grubman? 

Mr. Woopsipz. That Mr. Rappaport can give you; I don’t know. 

Mr. Mutter. When did they change their name to Heller-Rapp? 

Mr. Woopsipg. The same time. 

Mr. Mutter. The fact of the matter is according to the information 
you submitted to us you bought in August 1957 from Heller Bros., 
Inc., from Heller-Grubman, Inc., and from Heller-Rapp, Inc.? 

Mr. Woopsipe. It was during that month that the firm changed 
its name. 

Mr. Mutter. Well now, who is quibbliag with whom as to who we 
are doing business with here when we talk about Heller? 

Is it one and the same people or isn’t it? 

Now you people who are doing the buying, you know who you are 
dealing with. 

Did Heller Bros. move their place of business to another address? 

Mr. Woopsipe. No, sir; Heller Bros. is in Florida so far as I know, 
the Heller Bros. Co. 

Mr. Mutter. The fact of the matter is, Heller Bros., Inc., Heller- 
Grubman, Inc., and Heller-Rapp operated out of the very same 
premises; isn’t that so? 
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Mr. Woopsipk. That I did not know, sir. 

Mr. Mutter. How about that, Mr. Wanczyk? 

Mr. Wanczyx. All I know when I go over to Heller Bros., the 
vegetables are Heller & Grubman and the fruit is Heller & Rapp. 

hey are on my list that way and that is the way I solicit. 

Mr. Mutter. You don’t draw any distinction between the three 
companies? 

Mr. WanczyKk. I would not know. I don’t know if they are the 
same or if it is one or 

Mr. Mutter. So far as you know whether it is 1 or 3 or 2 they are 
still operating out of the very same premises where you call and in- 
spect and buy merchandise? 

Mr. Wanczyk. That is right; they were the same operation where 
they did business as Heller Broa 

Mr. Mutter. Is that true, Major? 

Major Laver. For those firms, Mr. Chairman, we have established 
the fact that they applied as a regular dealer. They showed they 
have space in that particular building, Mr. Chairman, and we do 
business with them under that name which is obviously registered. 

They have a perishable agricultural commodities license which 
should be on your bidder’s mailing list. 

So to all intents and purposes they are a qualified firm to do busi- 
ness with us, and again I repeat that we are looking at items that we 
buy from these people. 

Mr. Mutrer. They have got three different companies? 

How do you know each of these companies has a place of business? 

How do you know that one of these companies is not an empty 
shell in an office? 

Mr. Woopsipe. Only two of them now. That month of August 
you will find Heller, but rot Heller any more. 

Mr. Mutter. Let’s take two, Heller-Grubman and Heller-Rapp, 
Ine. 

How do you know one of them is not just an office in the place of 
business of the other? 

Mr. Woopsipe. Because they handle different items and they have 
them right on the floor to show it to you. 

Major Laver. They handle 1 fruit and 1 vegetable. 

We are not buying in the blind, Mr. Chairman. 

Mr. Mutter. Well, now, maybe that causes the confusion with 
some other similar names. 

Who is the Morgan-Manhattan Co.? 

Major Laver. That isa defunct company. I believe they dissolved 
in March of this year. 

Mr. Mutter. Who were the principals? 

Major Laver. The principals of the Morgan-Manhattan Co. 
at the time were Mr. Harry Krupnick, Mr. Morgan, Mr.—please 
jog my memory. 

Mr. Woopsipr. Nat Freedman. 

Major Laumr. I have on file a copy of their 129 which is the form 
they fill out for us to indisate their status, which we could resurrect 
-_— give you a copy of or at least tell you who the principals were at 
the time. 
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Mr. Mutter. We would like to have copies furnished to us for the 
record of your 129 for Heller Bros., Inc., Heller-Grubman, Inc., 
Heller-Rapp, Inc. 

(The information referred to will be found in the appendix.) 

Mr. Mutter. Morgan-Manhattan Co., Morgan Packing Corp., 
the Manhattan Fruit Contracting Co. 

Now tell us please who is Morgan Packing Corp.? 

Mr. Witson. I have Heller, Heller-Rapp, Heller-Grubman. 

Mr. Mutter. Morgan Packing Corp.? 

Mr. Witson. Yes. 

Mr. Motrer. And Manhattan Fruit Contracting Co? 

Mr. Witson. Yes. 

Mr. Mutter. Who is Morgan Packing Corp.? 

Major Laver. Morgan Packing Corp. is Mr. Jack Morgan, and 
I cannot give you the name of the president of the firm. 

I believe it is set up—what is the—this is according to our records, 
I would have to check my 129 or call on Mr. Morgan who happens to 
be present at the hearing. 

Mr. Mutter. We will call him later. 

Who is the Manhattan Fruit Contracting Co.? 

Major Laver. Right now the Manhattan Fruit Contracting Co. is 
Mr els Krupnick. 

Nat Freedman, and Irving Freedman. They are listed as a partner- 
ship, I think you will find it on the bidder’s mailing list. 

I have them listed here as Mr. Nat Freedman, Mr. Jack Freedman, 
and Mr. Harry Krupnick for the record. 

Mr. Mutter. Where was the place of business of the Morgan-Man- 
hattan Co.? 

Major Laver. The Morgan-Manhattan Co.’s place of business 
was at the same address, 45 Laight Street, New York, N. Y. 

Mr. Mutter. Where is the place of business of the Morgan Pack- 
ing Corp.? 

Major Laver. The Morgan Packing Cayp. right now is 203 Duane 
Street, and I believe from personal observation that he has a refriger- 
ation in a basement—leased premises which I saw about a month and 
a half or 2 months ago on my visit to the market—in the basement 
of Heller Bros. and I cannot be sure of the exact address. 

Mr. Wanczyk. He is out of there. 

Major Laver. Is it out of there? 

I visited his establishment a month ago. 

Mr. Mutter. Where is his plant now? 

Major Laver. I would judge it to be at 203 Duane. 

Mr. Mutrer. You have never visited it there? 

Major Laver. At 203 Duane, I did visit there. 

Mr. Mutter. What kind of place of business has he got there? 

Major Laver. He had the main floor, he had the basement and a 
portion of the second floor. 

Whether it extended any beyond that, I don’t know. 

Mr. Mutter. Is he the sole occupant of those premises. 

Major Laver. Whether they were leased or—is he the sole occu- 
pant, I don’t know. 

Mr. Mutter. Mr. Wanczyk, what do you say? 

Mr. Wanczyk. He has his sign up on the front of the building. 
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Mr. Mutrer. How many other signs are on that same building— 
fruit and vegetable dealers? 

Mr. Wanczyx. There is only one. I think lately a small local 
fruitman came in there lately, maybe last week or so. 

Mr. Mutter. What is his name? 

Mr. Wanczyk. I don’t know. He was next door and I think he 
went in there. 

Mr. Mutter. Have you bought from this other man? 

Mr. Wanczyk. No; he was a little jobber there. 

Now he has moved in. 

Mr. Mutter. You don’t ordinarily buy from jobbers, do you? 

Mr. Wanczyk. They buy where I buy, so what is the sense. 

There isn’t any sense there. 

Mr. Mutter. I am trying to find out what the fact is. 

Do you buy from jobbers? 

Mr. Wanczyk. Maybe in the last 5 years once or twice if a jobber 
bought everything up or something I needed so badly that I had to 
put it on the boat or something but not a practice. 

Mr. Mutter. Not a practice and not in any substantial quantities? 

Mr. Wanczyk. Never. 

Mr. Mutter. Isn’t it a fact that Morgan Packing Corp. is just a 
jobber? 

, Mr. Wanczyx. Now? 

Mr. Muurer. Yes, now. 

Mr. Wanczyk. Just right now, I don’t think—he is not classified as 
a jobber. 

Mr. Mutter. How long has Morgan Packing Corp. been operating? 

Mr. Wanczyx. Maybe a year or so, I don’t know, since probably 
the time he got away from Manhattan Fruit. 

Mr. Woopsipp. April or March. 

Mr. Mutter. What do you say, sir? 

Mr. Woopsipr. March or April of last year. 

Mr. Mutter. March or April of 1956 or 1957; there is a difference. 
You say a matter of months, he says a year. 

Mr. Woopsipr. I guess now—— 

Mr. Murer. You can resolve it for us? 

Mr. Woopsipe. I thought it was after the time they dissolved with 
Manhattan Fruit and got into his own business. 

Mr. Mutter. Well, do you know when that dissolution took place? 

Mr. Woopsipg. I don’t remember definitely. 

Mr. Mutter. When he first started was Morgan Packing Corp. 
just a jobber? 

Mr. Woopsipr. Tomato repacker, mostly. 

Mr. Mutter. What did you buy from him? 

Mr. Wanczyxk. Tomatoes. 

Mr. Mutter. And that is all you bought from him from the time 
he started Morgan Packing Corp.? 

Mr. Wanczyk. No, I think one time he received a car of apples. 

Mr. Mutrer. You bought it from him? 

Mr. Wanczyk. Yes. 

Mr. Mutter. Where were the apples? 

Mr. Wanczykx. In his downstairs in the cooler. 

Mr. Mutrer. Did he have a cooler at that place? 

Mr. Woopsipr. Oh, yes, sir, he has refrigeration. 
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Mr. Mutter. Does he have it at his address? 
Mr. Woopsipe. Yes, sir, I have 
Mr. Mourer. Did you see it, Mr. Woodside? 

Mr. Woopsipe. Yes, sir. 

Mr. Mutter. It is his cooler and it does not belong to some other 
dealer? 

Mr. Woopsipz. Yes, sir. 

Mr. Moutrsr. Didn’t you buy onions from him, too? 

Mr. Wanczyk. I did not. 

Mr. Muttsr. Who bought them, do you know? 

Mr. Woopstpg. Mr. Pendulik. 

Mr. Mutter. Is he your other buyer? 

Mr. Woopsiwe. Yes, sir; he is one of the other buyers, he was on 
the street at that time. 

Mr. Mutursr. Where were those onions at the time they were 
bought? 

What do you say, Mr. Wanczyk? 

Mr. Wanczyx. I say we would have to ask Mr. Pendulik. 

Mr. Woopsipz. I understand they were in Morgan’s place at the 
time they were bought. 

Mr. Moutrer. You understand that from the buyer, he told you so? 

Mr. Woopsipz. Yes, sir. 

Mr. Mutter. You don’t know that of your own knowledge? 

Mr. Woopsipz. Yes, sir. I saw the onions in there after, I mean 
late at night, but I don’t know when he bought them. 

Mr. Mutter. You saw them in Morgan’s place late at night after 
they had been bought? 

Mr. Woopsipe. Yes, sir; I certainly did. A carload. 

Mr. Mutter. Wasn’t a complaint made to you that those onions 
were not his and he was just acting as a jobber on the sale of those 
onions? 

Mr. Woopsipz. I think when Mr. Freedman came in the office 
that he made some—lI did not talk to Mr. Freedman when he came 
in there but I understand he made some such accusation as that but 
that was later on. 

Mr. Mutter. What was the occasion of your going to look at the 
onions after they were bought? 

Mr. Woopsipe. I did not go to look at the onions; I just happened 
to be in the place and happened to be—we happened to have a strike 
on at that time and all of us were at the market on that night. 

They called me about 10 o’clock; Major Lauer called me at home 
and I went down to the market. He was already down, and we 
worked all night that night trying to get our produce out to the 
camps because we had a strike at the cold storage plant. 

Mr. Mutter. What were you doing in Morgan’s place that night? 

Mr Woopsipe. Well, I happened to be in there to—actually, I 
don’t know. 

Mr. Mutter. Mr. Wanczyk, speak louder for the reporter to hear. 

Mr. Wanczyk. I was trying to tell Mr. Woodside, I just as- 
sumed 

Mr. Mutter. You were not there, were you? 

Mr. Wanczyk. I was there on the market some place. 

Mr. Mutter. Were you there when Mr. Woodside was there? 

Mr. Wanczyk. No. 











er 


re 


he 


0? 


in 


ns 
se 


ce 
ne 
ut 


he 


ke 


ne 
ve 
he 


ir. 
iS- 




























PRODUCE PROCUREMENT 73 


Mr. Mutter. Please let Mr. Woodside tell us what he knows. You 
can’t tell him what he knows if you were not there. 

Can you tell us, Mr. Woodside? oe 

Mr. Woopsipe. Well, actually, that night I was checking in and out 
of the market. I think I went in to look at some tomatoes, to try to 
buy some tomatoes for one of the camps. 

If I remember correctly, that night Mr. Wanczyk had part of the 
papers, the major had part of them, and I had part of them and Mr. 
Pendulik had part of them. We split up there to get the work done 
because we were running late. And that is the only reason I know 
that I could have been in there. 

Mr. Muurer. Let me ask you this: There is an item here purchased 
in September of 1957 for $13 from Sam Berger & Co., what was that? 

Mr. Woopsipr. That would be turnips, 1 turnip a day for 2 weeks. 

Mr. Mutter. One turnip a day for 2 weeks for $13? 

Mr. Wanczyk. There is one man who handled turnips. They sell 
at a dollar and a quarter. You might need one bag a day, so we buy 
it there until it accumulates to that amount of money. 

Mr. Mutter. So you buy $13 worth at a time? 

Mr. Wanczyx. We did not know at that week what we would buy. 
We assumed we would have large orders of turnips. That is a 2-week 
affair. 

Mr. Motrer. $13 worth of turnips is a 2-week affair for how many 

eople? 

7 Mr. Wanczyk. It is all our requirements. 

Mr. Murer. You mean your request was $13 worth of turnips 
and that is all you went out and bought? 

Mr. Wanczyx. That must have been all they were using that 

eriod. 

. Mr. Muttrer. How many people did you call on to find out what 
the market was on turnips that night? 

Mr. Wanczyx. Usually, I don’t know who bought them, but 
generally there are about four turnip houses there that we called on. 

Mr. Mutter. You don’t remember whether you made that 
purchase? 

Mr. Wanczyk. I don’t. 

Mr. Mutter. Do you remember any of these small purchases of 
$10, $25, $42, there are any number of them on the list here for 
August, September, and October, very small items under $50. 

Do you remember any of those that you made? 

Mr. Wanczyx. For August, September, and October? 

Mr. Mutrer. Yes. 

There is a $10 purchase from Carbone Co., there is a $43 purchase. 

Mr. Wanczyk. That must be mushrooms. 

Mr. Mutter. Yes; do you remember any of these small purchases 
you personally made? 

Mr. Wanczyk. Well, these small purchases, Congressman, if I am 
buying Bayonne Export and the other buyer is buying Seaboard and 
I have one cauliflower to buy I give it to him to buy or he gives it to 
me to buy. 

We try to pick up some of these small items so one or the other 
handles it. 

That is probably what could have happened. 
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Mr. Mutter. I want to ask you again, can you recall any instance 
where you personally did any buying of any one of these items of 
under $50? 

Mr. Wanczyk. I could not, not that I can remember but it could 
be so. 

Mr. Mutter. Did you ever buy any items of under $50? 

Mr. Wanczyx. Yes. 

Mr. Murer. How many people do you visit before you make the 
$50 purchase? 

Mr. Wanczyk. Fifty dollar purchase, we don’t go on dollar value, 
I go on items, how many items I have got to buy. 

It might be mushrooms, Carbone Bros. handles good mushrooms. 
That might have been mushrooms. 

Mr. Motrer. How much worth of mushrooms do you get for $10? 

Mr. Wanczyk. It all depends on the market when they were 
bought. 

Mr. Motrer. What was it in August? 

Mr. Woopsipe. A dollar and seventy-five. 

Mr. Wanczyx. We don’t buy in August. 

Mr. Mutter. Then your list is wrong because you bought mush- 
rooms from Carbone in August. 

What do you buy from Carbone other than mushrooms? 

Mr. Woopsipr. Mr. Congressman, I think it is a little foolish to 
sit here and ask questions about these small items. 

Mr. Mutter. The committee will decide what is foolish and what 
is not foolish. 

Mr. Woopsipe. I am sorry, sir, I did not mean to say that. 

We can’t look at a bare table and tell you what we did or did not 
buy. 

Mr. Mutter. Did you make any purchases under $50? 

Mr. Woopsipe. No, sir; I did not. 

Mr. Mutter. Did you in August, September, and October make 
any purchases under $50, Mr. Wanczyk? 

Mr. Wanczyk. I am sure I did. 

Mr. Mutrer. I want you to pick out any one of these items, pick it 
out and tell us how many people did you visit before you made such a 
purchase in August, September, or October. 

Mr. Wanczyx. How many people did I see? 

Mr. Mutrer. Yes. 

Mr. Wanczyk. I probably saw at least three and probably where I 
would wind up with that purchase for some item that was scarce and 
that is the way I bought it. 

Mr. Mutter. Let’s take any item of $20,000 in a month from any 
of these purchases and you pick out the month, August, September, or 
October, or the vendor, how many people did you see before you made 
any of those purchases? 

Mr. Wanezyx. When I make a $20,000 purchase order, Mr. 
Chairman? 

Mr. Mutter. Yes. 

Mr. Wanczyk. Boy, I see everybody in that street. I just don’t 
eliminate anybody. 

Major Laver. Mr. Chairman, may I explain that the list from 
which you are developing these figures or reading the figures is the 
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result of purchasing 20 nights in that month, 20 separate times we 
went out on the street and made purchases. 

The total may have resulted in 2 contracts, 3 or 4 contracts. The 
charge account I explained earlier, because I was afraid we might 
later have some difficulty with it. The vendors have agreed that we 
bill them twice monthly. We have done business every night with 
some of these vendors or perhaps only 1 night in the entire 1-month 

eriod. 
r Mr. Mutter, All right; I will come back to the credit situation in 
a moment. 

I now return to the question I propounded, maybe the question 
was wrong in view of your explanation. 

What is the largest purchase you made in August, September, Oc- 
tober, of 1957, Mr. Wanczyk, from any one vendor? 

Mr. Wanczyk. I could not remember that, Congressman. 

Mr. Mutter. You don’t know the maximum amount of any single 
purchase during August, September, or October? 

Mr. Wanczyk. I could not tell you—-I could not give you that 
information on what I did last week. I forget what I did last week; I 
concentrate on what I am going to do. 

I don’t know in dollars or values how much money I spent. 

Major Laver. May I further for the clarification of the committee, 
state that Mr. Wanczyk takes a bid on the basis of the particular 
item that he is buying, and when he finally selects that he enters it 
ultimately on a final summary form. 

First comes the worksheet where he shows his spread of bids, then 
the final bid, the one that is accepted and put in summary. 

He does not make the extensions. If he were making those exten- 
sions, I am sure he would be able to answer your question and we could 
easily go into any spread of business in 1 month and give you the con- 
tracts that will show you by delivery date, that is how they are set up, 
exactly what the purchases amounted to. 

Mr. RrewiMan. You referred to a worksheet. 

Does he have a worksheet for every procurement he makes? 

Major Laurer. Yes, sir, he does. 

Mr. RiesitmMan. And it shows the number of places he has called 
upon? 

Major Laver. Yes, sir. 

Mr. Riexsi_man. I think it would be very fine if the committee could 
have some of those worksheets to take a look at. 

Major Lavrr. I showed those to Mr. Maness and we are prepared 
to give the committee any number of copies. 

Mr. Witson. Mr. Congressman, may I just vary that a little? 

You asked whether that would show every place he visited. 

Major Laver. No. He said every bid. 

Mr. Riestman. Every bid. 

Mr. Witson. And every bid he got. 

Mr. Rrestman. If he went to a place, he certainly would try to get 
a bid from him. 

Mr. Witson. Yes, sir. That is where we have to clarify. He may 
have received more bids than he shows there. 

Mr, Rren~uman. Why would he do that? If he has a worksheet, 
why would not be put down every bid he has had? 

Major Laver. I can explain it. 
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Mr. Riesimay. All right. 

Major Laver. The buyer has to make a determination as to what he 
wants, and, naturally, if a bid is completely out of line with the market, 
it would not pay to make that entry. We will say the market for what 
he is lookin gfor is $3.50 and someone bids $4.50. It is practically a 
nonresponsive bid. We certainly cannot consider it for that, because 
we know we are not buying that high-priced item. 

I have heard vendors, many of whom are present right now, tell 
our buyers as I walked down the street with them, “Johnny, I haven’t 
got what you want tonight.” They know they do not have the qual- 
ity. They are not even bidding, but it does not mean we did not visit 
them. We saw their place of business, and then, on the other hand, 
those that do have something will pull him in and say, “Take a look 
at this,” and Johnny goes into his little routine of inspecting the 
items to make his comparison. He takes a solicitation and that he 
marks in his book and we have those copies for your inspection any 
time you desire to see them. 

Mr. Rrentman. It seems to me a little bit peculiar, even though 
the man might be completely out of line in price, why he would not 
put it down, because that would prove again the competition that 
there is in the field and whether or not they are out of line in their 
pricing. It would be much easier than to have—if you found that 
5 or 6 were completely out of line in price, you would have that evi- 
dence to prove that more people were visited than just the 2 or 3 that 
were in line on the price. 

Major Laurer. We happen to have upward of 50 line items. There 
are 50 separate types of items we have to buy tomorrow night, and if 
you would multiply, begin multiplying the number of vendors he has 
to visit and the number of bids there, it would become an impossible 
clerical task for a buyer to be involved in. 

Mr. Mutter. It becomes quite an impossible physical task after 
a while, too, does it not? 

A man starts out fresh in the early part of the morning, whenever 
he does get down there, 1, 2, or 3 o’clock in the morning; by the time 
he is through with his job he is pretty well tired out, isn’t he? 

Major Laurer. Mr. Chairman, I grant I have seen them very tired; 
they work hard, and they start out normally at 6 o’clock in the eve- 
ning after a day’s sleep; they are fresh; it is their morning at 6 o’clock. 

Mr. Moutrer. And work right on through the night? 

Major Laver. Their buying is normally completed in a space of 
3 hours. I don’t think that is a physical impossibility, and 

Mr. Mutter. You mean he starts at 6 p. m. and finishes at 9 
p. m.? 

: Major Laver. Well, 6 p.m. I am sorry; you go on; you are the 
uyer. 

Mr. Mutrer. Let Mr. Wanczyk tell us. What time do you start 
out? 

Mr. Wanczyk. I usually make it, I want to be there at 6 o’clock; 
I have coffee, and I run up and down the market to see what is bein 
unloaded. If an item is scarce, I am looking for it. Normally, it a 
depends on the supply. I will get through at 11, 12 o’clock. It all 
depends on how heavy I have to work. 

Ar. Murer. Isn’t there some of this merchandise, some of this 
fresh fruit and vegetables, that does not get into the market until 
1 and 2 o’clock in the morning? 
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Mr. Wanczyxk. No; they are unloading there at 6 o’clock. There 
are late loads. 

Mr. Mutrer. Isn’t there some of that that does not come in until 
midnight, after midnight? » 

Mr. Wanczyx. They keep rolling. 

Mr. Mutrer. You don’t look at that merchandise? 

Mr. Wanczyx. Well, it is the same load. 

Mr. Mutrer. How could it be the same load? 

Mr. Wanczyx. I bought lettuce down there from one who was 
hauling lettuce all night from Virginia. 

Mr. Mutrer. I thought you told us you wanted the freshest. mer- 
chandise you could get to load on ship. 

Mr. Wanczyx. How can you buy it any fresher? 

Mr. Murer. Well, you are buying the stuff there at 6 o’clock and, 
certainly, it is not as fresh as the stuff that got there at 2 o’clock in the 
morning. 

Mis Wanczyk. From 6 to 2 o’clock in the morning; that is rea- 
sonable. 

Mr. Mutrer. It is still reasonable; I agree with you. 

Mr. Wanczyk. In 5 hours. 

Mr. Mutrer. Then, obviously, you are not looking for the freshest 
merchandise in the market? 

Mr. Wanczyx. Yes; I am. You misunderstood me. I said I 
bought some of this Virginia lettuce; they cannot load, say four trucks 
at, one time in Virginia. They load one and then they are loading 
the other one; one takes off after the other one. So, when the first 
one comes in, that is what I buy from, and if I need more I take from 
the next one. 

Mr. Mutter. You think the load of lettuce riding through the day 
is as fresh as the one riding through the night? 

Mr. Wanczyx. It does not make any difference. They are under 
refrigerated trucks. What difference does it make? 

Mr. Mutrer. The fresh fruits are the same? 

Mr. Wanczyx. I guess fresh fruits are handled the same. 

Mr. Mutter. You said something about credit several times, 
Major Lauer. You said that you have an agreement with these 
merchants that they extend 2 weeks’ credit. What is the maximum 
time taken to pay any of these bills? 

Major Laver. Anticipating that question, I checked recently, and 
I Me say that we are averaging, from the time the charge account 
period closes until the vendor is paid, approximately 11 days. 

Mr. Mutrer. Why has the committee received complaints that it 
sometimes takes 7 to 8 weeks to get their bills paid? 

Major Laurer. The committee may have received complaints. I 
have personally received complaints, which we give prompt attention 


_ to. In order to put a bill in line for payment, we have to have present 


a receiving report, an inspection certificate, and a proper bill. It is 
entirely possible, Mr. Chairman, that a vendor may have submitted 
an incorrect bill which has to be returned so that we can have all 
documents match. There may be difficulty in getting a receiving 
report. There could be any number of reasons why isolated payments 
are delayed, but I believe that our records will show we are prompt 
in paying our bills. 
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‘Mr. Muurer. Did you, indicate to us that you have nothing, your 
office has nothing, to do with the employment of the truckers who 
truck the merchandise after you have bought it? 

Major Laver. Mr. Chairman, that is right, I did not state that 
but that is a correct statement. 

Mr. RrexumMan. Mr. Chairman, could I ask a question? 

Mr. Mutter. Yes, surely. 

Mr. Rresiman. How much notice do you have in the Quartermaster 
Corps in respect to the quantity that is needed for domestic use and 
that which is to be shipped overseas? 

Major Laver. That varies very greatly. 

We normally get a requisition 35 days in advance of the first delivery 
date that an installation requires. 

That requisition covers a 30-day period. But it is subject to change 
by the installation frequently because of fluctuations in strength. 

Mr. RrewuMan. You are giving us domestic? 

Major Laurer. Dometic only now, I am sorry I did not specify it. 

Mr. Rrewuman. Yes. 

Major Launr: We have received changes as late as 2 hours before 
the buyer is ready to go out and buy the items on the street, 

Mr. RrenumMan. Let me get that clear. You are supposed to have 
that notice 35 days ahead of time what they are going to need for the 
next 30 days? 

Major Laver. That is right, Mr. Congressman. 

Mr. Rrexuman. But they have the privilege of changing the 
quantity? 

Major Laver. Yes. 

Mr. Riesiman. That they want. At any time up until 2 hours 
before the procurement? 

Major Lavger. We have a joint regulation which requires 7 days’ 
notice, but we understand the particular problem of some of the 
services. 

I can say that this really applies to all, but mainly the Navy, where 
eee know that far in advance what their firm requirement 
will be. 

So we must give them a little latitude and if we are to give them 
service, then we have to take these changes, either increasing or 
decreasing their requirements. 

Mr. Rieniman. The question I would like answered is this: lf 
ers have that much notice you certainly have a chance to prepare 

ids for people to bid on the quantity that is necessary and quality 
that you set forth in your bid, why wouldn’t that be a much more 
orderly and much more satisfactory way to procure than to walk up 
and down this market haphazardly—and I use that word because of 
the need you have in the last minute for the ship. 

Why would not that be a saving to the Government? 

Major Laver. I may have given you an erroneous impression. I 
gave you our procedure as it is set up. The 35-day advance, I might 
say, in many instances, with servicing the Navy and the Air Force 
and some Army installations is not worth the paper it is written on. 

Mr. RreximMan. What do you have the procedure for if it is not 
worth the paper it is written on? 

Major Lavrr. We try, sir, to get the best estimate from them on 
which to base our carlot procurement. 
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There must be some orderly method of ape that phase of our 
operation. Then when it comes right down to the day of delivery, 
and we get the changes we have got to be flexible enough to accept 
those of 5 days before delivery or 7 days. 

Mr. Rieniman. You are in carlot, I was talking about what you 
procure right here in the market. 

Major Laver. Well, I have to bring that in in order to tie in our 
market procurement because as stated before we buy fill-in here, sir. 

Mr. Riesiman. Well, certainly 60 percent is not fill-in? 

Major Laver. Well, perhaps: that is a good indication of how 
flexible we have to be in order to supply the Armed Forces. 

Mr. Riruiman. What about the overseas, how much time do you 
have on that? 

Major Laurer. Overseas we normally have 40 days and approxi- 
mately 15 days before delivery, they will at overseas supply agency, 
once they have set their shipping pattern try to give us a firm date and 
I say “try” because it is very seldom we hit.a firm shipping date. 

I should not say hit one. We always hit it with our merchandise, 
but there are ship slippages or acceleration or delay and it is not 
infrequent at all that we get rush calls to buy merchandise the day 
before a ship is scheduled for sailing. 

Mr. RiEHLMAN. But the big majority certainly must be on the order 
sheet. prior to the last minute? 

Major Laver. It is orderly in certain fields, anyway. 

Going to Europe, we have a weekly shipment of lettuce. We know 
that is an orderly process and we have requisitions in time, though 
frequently we have to accelerate or delay the shipment in order to 
meet the ship schedule. 

I speak of acceleration and delay, it can be anywhere from hours 
to days. 

Mr. Rieuiman. That is all. 

Mr. Mutrer. Major, we were told this morning that you either 
visited personally or talked on the telephone with Commissioners 
Kriger and Spagna? 

Major Laver. Yes, Mr. Chairman. 

Mr. Mutter. Last week? 

Major Lauer. Yes, sir. 

Mr. Mutter. That was after this notice of hearing had gone out; 
is that right? 

Major Laver. Yes, sir. 

Mr. Motrer. It was after you received the notice indicating they 
would be witnesses here? 

Major Lausgr.. Yes, sir. 

Mr. Mutrer. Did you make a report of your conferences with 
them or your talks with them, a written report? 

Major Laver. I did not, sir. 

Mr. Mutrer. What was the purpose of your visit to those gentle- 
men? 

Major Laver. The purpose was twofold: the idea hit me if I were 
to be called, if I had to appear as a witness, and after reading the 
press notice particularly, I should know something about their method 
of operation, and I do have a certain amount of professional pride 
im wanting to know my job, and know what else is going on around me. 

Mr. Mu rer. Are those the two reasons? 
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Major Lavmr. Those are the two main reasons. 

Mr. Motrer. Well, tell us why didn’t your professional pride cause 
you to make some inquiry about how these organizations were operat- 
ing before we set this up for hearing? 

ajor Lauer. Mr. Chairman, I am a major in the United States 
Army. I have policy lines to follow. I believe in my statement, I 
told you that Headquarters, MSSA, Military Subsistence Supply 
Agency, sets the policy. 

My job is to carry it out to the best of my ability. 

Mr. Mutter. Did you talk to any other witnesses who were 
scheduled to be here? 

Major Laver. Yes, I did. 

Mr. Mutter. Which witnesses did you talk to? 

Major Laurer. I talked to Mr. Krupnick. I frequently talked to 
Mr. Krupnick. 

Mr. Mutter. Who else did you talk to? 

Major Laver. To Mr. Morgan. 

Mr. Mutter. Who else? 

Major Laver. Of those scheduled to be here, Mr. Kenyon, United 
States Department of Agriculture. 

Mr. Mutter. Anyone else? 

Major Laver. No, none that I know were scheduled. 

I don’t know if I had the entire schedule of who was to appear. 

Mr. Mutrer. After the notice of these hearings did you go through 
the market and talk to the vendors with whom your office had been 
dealing? 

Major Laver. I did not, sir. 

Mr. Mutter. Did anybody under your jurisdiction do so or any- 
body in your office? 

Major Laver. Whether they went through the market talking 
about this as a special project, I don’t believe 

Mr. Mutter. I would like to know, Major, if anybody reported to 
you and, colonel, you tell us too, whether anybody reported to you, 
anyone on your staff reported to you they had been through the mar- 
ket talking to vendors about this hearing. 

Major Laver. Those that I mentioned to you, and 

Mr. Mutter. Those are the people to whom you spoke? 

Major Lavgr. That is right. 

Mr. Mutter. What I want to know is whether or not there was 
anybody else, whether it was Mr. Woodside or Mr. Wanczyk or Mr. 
Pendulik or anyone else visited any of these vendors who are doing 
business with your office and talked to them about this hearing? 

Major Laver. I had reported to me by my buyers that they had 
discussed the fact that there would be a hearing here; yes, sir. 

Mr. Mutter. Did they report to you that they discussed with 
them what their testimony would be? 

Major Laver. No, sir. 

Mr. Mutter. Did you discuss with any of the people you men- 
tioned what their testimony would be? 

Major Laver. I did not ask outright questions as to what their 
testimony would be, but in talking to them, I am sure that, we are 
in the same business, basically, that I believe I know what, from their 
conversation, they would be testifying. 
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Mr. Mutter. Did you ask any of them whether or not they had 
any complaints about the manner in which your office was carrying 
on its procurement? 

Major Laver. I don’t remember specifically if I put it that way 
but I do remember that I may have done it unconsciously because 
whenever I talk to vendors it is normal for me to ask if they have any 
complaints. 

Mr. Mutter. Did any of the people whom you talked to indicate 
that they had any complaints? 

Major Laver. Yes, sir; all of them. They don’t get enough 
business. 

Mr. Mutter. Did any of them indicate to you that you ought to do 
competitive bidding by advertising and sealed bid? 

Major Laver. No, sir. 

Mr. Mutter. Did any of them 

Major Laver. What period are you talking about? 

That has been mentioned to me; yes. 

Mr. Mutter. How frequently? 

Major Lavrr. Well, on a couple of occasions that I know of by 
members of the firm of Manhattan Fruit Contracting Co. 

Mr. Mutrser. How about some of those with whom you are not 
dealing, some of the companies in the market that are handlin 
fresh fruits and vegetables, how many times have any of them talked 
to you about giving them a chance to come in and bid competitively 
by sealed bid for this business. 

Major Laver. None of them, Mr. Chairman, to me. 

Mr. Mutter. Have Mr. Woodside or Mr. Pendulick or Mr. 
Wanczyk reported to you that people on the market have suggested to 
them that they would get a chance to bid and sell the Government, if 
there was competitive sealed bids? 

Major Laver. I don’t believe they came to me; to my knowledge 
they never mentioned anything about sealed bids in connection with 
vendors requests on the market. 

Mr. Mutter. Or advertised bids? 

Major Lavuzr. No, sir. 

Mr. Mutter. Did any of these men report to you what complaints 
they had gotten from the men on the market when they talked to 
them, with them the last 10 days? 

Major Laver. I have had no complaint, official, or unofficial, regis- 
tered in the last 10 days. 

Mr. Mutter. Don’t you think it was a little unusual for either you 
or any of your buyers to go through the market and talk to these men 
about their proposed testimony or about their appearing before this 
committee? 

Major Lausmr. I can’t speak for my men, and the conversation they 
had with any vendors, but Mr. Chairman, I did not try to delve into 
their thinking and find out what their proposed testimony would be. 
After, I certainly am unable, in my humble opinion, to sway any busi- 
nessman from his way of thinking. He certainly must have his own 
opinion and be able to make up his own mind. 

Mr. Mutrer. What would your reaction be if you were a vendor in 
this market, and a member of the staff of the procurement agency 
that you were trying to sell called on you and said, “I know you are 
going to testify, you have been called to testify before a congressional 
committee hearing next week.’”’ What would your reaction be? 
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Major Laver. Your intimation, I believe, Mr. Chairman, would be 
that coercion would be involved there, and I can’t believe it, knowing 
these people in the trade. 

Certainly, in my course of service in 2 years in New York there has 
not been a vendor on the street that has been timid about telling me 
what he thought about the whole United States Army or the Quarter- 
master Corps, in particular. They are just not built that way. 

Mr. Mutter. If you were a vendor and I was Major Lauer and I 
came to you and said, ‘“There is a hearing next week; have you been 
called as a witness?”” What would your reaction be? 

Major Laver. My honest reaction would be the truth, if I were 
onned I would have said yes, and if I was not called, I would have 
said no. 

Mr. Mutter. You don’t think there is a veiled intimation there 
that you had better behave yourself or you will get no business out of 
our Office? 

Major Laverr. I don’t think we are that strong. We don’t want 





to 

Mr. Mouuter. What can this vendor go by except the likes and 
dislikes of a buyer who goes through the street at night deciding 
what piece of lettuce and what orange and what apple he likes and 
which ones he does not like. 

They are all grade 1, but he does not like the feel of this one and 
does not like the looks of that one. 

What protection has the vendor got against that type of action? 

Major Laver. Mr. Chairman, the way you put it, it sounds 
arbitrary. In the 2 years that I have observed these buyers, and have 
reviewed their buying records, I find them to be very humble and 
competent civil servants. They are trying to do a job, which in my 
estimation is a fine one. The military subsistence supply agency 
employing this system of procurement, which is certainly informal and 
competitive, as evidenced by your records there, has a good record. 

r. Mutter. Well, I am not intimating that these are bad men 
or they have done anything wrong, despite the complaints that we 
have received, which thus far are off the record, but it is just asking 
too much of human nature to expect a man to put in the hours and 
work nights as he is doing and not allow things to be determined on 
his likes and dislikes. 

With the best of faith, eventually a man is going to have a bellyache 
as he is going around and he just is not going to like anything he sees, 
or he happens to be greeted out of the wrong side of the mouth by the 
fellow, the vendor who that night has the bellyache and he does not 
like the greeting, and he walks on to the next fellow. 

That is human nature; you cannot prevent those things from 
happening. You can stop it if you have sealed bidding, then the man 
reviews in his office whether the specifications that have been set by 
you in your office have been met and the inspector goes out in the field 
and looks at the item and sees whether that meets the specification and 
then takes it or not. 

I don’t see that there is any answer to that and there has not been 
any forthcoming yet. 

r. Datmas. Mr. Chairman, may I make one observation? 


Mr. Mutter. Yes, Mr. Dalmas. 
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Mr. Damas. Colonel Dellgren mentioned the fact that this type 
of procurement was based on chain store operation, but there is one 
element that is certainly missing in this avenue of operation as com- 
pared with the chainstore operation and that is the profit motive. 

There is none here, the buyer who goes on the market for a chain- 
9 knows that he has to resell that, what he buys and resell it at a 

rofit. 
: Here we have no secondary sale. You are buying for consumption, 
so there is no particular motive to, in my humble opinion, no par- 
ticular motive why you should pay less. 

What you would want to do is to get the best that you could get, 
the best value, probably, for the purchaser. 

But there is no incentive, I can’t see any incentive in this type of 
purchase, Mr. Chairman, to buy at the very lowest possible price. 

Colonel DetiGRen. Sir, there are instances where that is not the 
case. There are many instances in the course of our weeks’ purchases 
where we are buying not the lowest offering on a particular com- 
modity. It is that particular area where the purchaser ; 

Mr. Damas. I should have said the lowest and best. possible price. 

Colonel DetiGreEn. I am sorry, sir. 

Mr. Damas. I should have said that. 

Mr. Mutter. I am going to place in the record at this time a 
letter dated or rather notice to the trade dated October 3, 1956, 
headed ‘“‘New York Notice No. 1 (56)” over the signature of Martin 
G. Riley, lieutenant colonel, QMC, Chief, Purchasing Division; and 
a second letter dated May 1, 1957, New York notice No. 4 (1957), 
notice to the trade, also over the signature of the same lieutenant 
colonel, Martin G. Riley. 

The purport of these letter is that complaints have come to your 
office and this is notice to the trade in connection with the subject. 

Are you familiar with those, Colonel Dellgren, those notices? 

Colonel Deticren. Not offhand but the records are available in 
the office. 

What was the date of those again, sir? 

Mr. Mutter. October 3, 1956, and one is May 1, 1957. 

I think that Colonel Riley may get here before the afternoon is 
over; is that right, General? 

General Laux. They expect him at 4 o’clock, sir. 

Mr. Mutter. So we will reserve questions about this, about these 
notices until he arrives because they bear his signature. 

There is a third notice on the same subject dated June 18, 1957, 
New York notice No. 6 (1957), notice to the trade, also over Lieutenant 
Colonel Riley’s signature, which we will place in the record, and about 
which we will reserve questioning until he arrives. 

Major, are you familiar with those letters? 

Major Laumr. Yes; if you will give me the topic of the letter, I am 
quite sure I know the contents. 

Mr. Mutter. Suppose you take the three letters and refresh your 
recollection about them. 

Major, are you familiar with the nature of any of the complaints. 
that are referred to in these three letters? 

Major Laver. Yes; I am, Mr. Chairman. 

Mr. Mutter. One item is referred to as tailing of your buyers— 
tailing your buyers to determine where and what is being purchased. 
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What, if anything, has been done by the Department to prevent 
tailing of your buyers? 

Major Laver. We have put out that notice to the trade, of course, 
and other than that, I see very little we can do. It is a free market 
and if there is a trucking firm or any one wishes to watch where our 
buyers go and what they buy, we live in a fish bowl and we may as 
well realize it. 

Mr. Mutrer. If you had competitive bidding there could be no 
tailing of buyers. 

I am now referring again to competitive sealed bids. 

Major Laver. Yes, sir. 

Mr. Mutter. If there were competitive sealed bids there could be 
no misquoting of your buyers to your vendors, that is another item 
referred to here; is that right? 

Major Laver. Yes, sir. 

Mr. Mutter. Competitive sealed bidding would prevent misquot- 
ing of your buyers; am I right? 

Major Laver. Yes, sir. 

Mr. Mutter. If there was competitive sealed bidding there could 
be no “noticing your buyers examining particular commodities and 
then preceding them down the street and advising other vendors of 
the items that were being sought, and again quoting and steering the 
buyer to look at their merchandise.” 

That could be prevented by competitive sealed bidding; could it not? 

Major Laver. It could. 

Mr. Mutter. Any alleged favoritism between certain alleged 
vendors could be eliminated by competitive sealed bidding, could it 
not? 

Major Laver. It could. 

Mr. Mutter. Any attempt to contact either a trucking firm, a 
repacker or a vendor and soliciting business on the basis of sponsorship 
by the United States Government or contracting officer could be 
avoided by competitive sealed bidding; could it not? 

Did you say “No,” or ‘‘It could’’? 

Mr. Witson. No, sir. 

Mr. Mutter. Mr. Wilson says “No.” What do you say? 

Mr. Witson. Because they are still bidding at a delivered price and 
they can go out and get their trucker, if they say it is sponsored by the 
United States Government and they want to get a trucker, I don’t 
see how it would be stopped. 

That is one thing wot not be stopped. 

Mr. Mutter. You mean the truckers are hired other than on 
sealed bid? 

Mr. Witson. No, sir; I say if you had sealed bids, we buy at 
delivered price, delivered to our destination, that means the vendor on 
the market has to hire his trucker. 

What Colonel Riley was talking about—there was the practice that 
some truckers have of coming around and telling the vendors ‘“‘Where 
is the stuff? We are picking it up, you have to take us; we are 
sponsored by the Government, we have to take it’”—which they 
could do if we had sealed bids, too. 

Mr. Moutrer. If you had sealed bids what good would it be for the 
trucker to tell it to the vendor? 

Mr. Witson. He gets 25 cents a package or something to deliver it. 
It is either he or some other trucker. 
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Mr. Mutter. How would you know until the bids are opened and 
the award made who would get it? 

Mr. Wiuson. On sealed bids it is a public opening. 

Mr. Mutter. But the implication of this complaint that you are 
trying to eliminate is that a trucking firm or a repacker goes out and 
solicits his business on the ground that he is sponsored by the con- 
tracting officer or the Government. 

Mr. Witson. That is after we placed the contract and if you had 
sealed bids we would have placed the contract, there would have been 
an opening at a public opening and they would know who the low 
bidders were. 

Mr. Mutter. That would be fine, then let them go and make that 
kind of a representation. 

He can be thrown out very quickly. 

Mr. Witson. The same thing 

Mr. Mutter. The purport of this complaint is that the trucker says 
and the repacker says “If you don’t do business with me the buyer is 
not coming into your place and not even looking at your merchandise.” 

Mr. Wixson. No, sir; that was not what was intended. The inten- 
tion was we were making our awards and then one of the trucking 
firms would come along and say all right do you have that stuff you 
sold the Government, we are waiting to take it to the DP points and 
the vendor would say, wait a minute, we did not call you. And they 
would say, we are doing the work for the Government, I believe that 
was the intent. That was what Colonel Riley had in mind. 

Mr. Mutter. The fact is there are only two truckers doing the 
work for the Washington market, isn’t that so? 

Mr. Wiison. I believe that is basically so. 

Major Laver. “For the Government” is a misnomer, Mr. Chair- 
man, we don’t sponsor any trucking firm whatsoever. 

We don’t hire any trucking firm. 

Mr. Mutter. The vendor does that. 

Major Laver. Yes, sir; the vendor does that. I will have to say 
there was an exception and that was during the emergency strike at 
Seaboard when I undertook to find a trucking firm to do local dray- 
age in order to supply our camps but that was the only exception in 
the two years I have been in New York. 

Mr. Mutrer. Let’s talk about these two truckers then. 

You say there are only two truckers who are doing the trucking 
for the vendors? 

Major Laver. I did not say that, sir. I believe there are more. 

Mr. Wiison. You asked me the question. 

Mr. Mutter. Yes. 

Mr. Witson. And I have been told that there are two truckers who 
do most of the business for our vendors on our work. We don’t hire 
them. But I believe there are two mostly that the vendors do use; 
isn’t that true? 

Mr. Mutter. Well, isn’t that a strange situation? 

Mr. Wiuson. Yes, sir. 

Mr. Wanczyx. That is not very strange. 

Mr. Mutter. To me it is strange. 

Mr. Wanczyx. Why should it be strange? 

Mr. Mutter. I am not going to argue that with you, Mr. Wanczyk, 
but you and I have different ideas as to what is strange and not 
strange. 
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Mr. Wanczyx. May I explain it to you, sir? 

If you had more than two you won’t have nothing to carry. You 
would buy 2 pieces here, 2 pieces there, and 20 pieces. There only 
would be two people interested in doing that. 

Mr. Mvursr. Suppose I tell you of six that would like to have the 
business, what would you do about it? 

Mr. Wanczyx. They are welcome to it. I can’t give it to them. 

Let them go out in the street and solicit it. 

Mr. Mutter. Why is it these people who are selling you these 
items of fresh fruits and vegetables only use these 2 and turn the 
other 6 away? 

Mr. Wanczyx. Why don’t you ask them, I don’t know. 

Mr. Wiuson. Mr. Chairman, that is why I answered. It was 
strange and Colonel Riley felt it was, too, and that is why he issued 
those notices to the trade because some of the information we were 
getting was that those firms were getting all of our vendors’ business 
and were coming around and saying they had to get it, they had some 
sort of an agreement with the Government, or always did the Gov- 
ernment work, and it was because we wanted to stop that and let 
the trade know they could use any trucking firm that we issued 
that notice. 

Mr. Mutter. Mr. Wilson, have you been given the names of those 
two truckers; do you know their names? 

Mr. Witson. Yes, sir. 

Mr. Mutter. Will you give them to us for the record? 

Mr. Wiuson. I know of the firms of English & Klavans and Pico 
Trucking, 1 believe. 

Mr. Mutter. Has your office sent for these men to find out 
whether or not they are making such representations as are made in 
these letters? 

Mr. Wixson. I don’t know personally. 

Major Laven. { did that myself, Mr. Chairman, and } can explain 
that. I don’t recall having sent for them particularly, but I talked to 
them approximately at the time that memorandum was written, before 
and after, and I did ask them if they were making such represen- 
tations. 

I believe the first instance was a telephone call, and I warned 
them it was not right to make a representation because we could not 
underwrite them in any way, shape, or form. 

Mr. Witson. We did try to trace that down. 

Some one of those firms made the statement that they had been 
told by an officer of the market center that they were to get all of the 
business, or words to that effect. 

We actually tried to trace it down and I think we ran up against a 
blank wall but I was not involved. 

Major Laver. For the record they quoted it was Major Hunter 
who made such an agreement with them. 

However, they had nothing in writing and I am sure, having known 
Major Hunter for a long time that he would have thought seriously 
50 times before 

Mr. Mutter. How long was Major Hunter at your installation? 

Major Laver. I would have to check to find out. He served a 
normal tour, I would say over 2 years, Mr. Chairman. 

Mr. Mouuter. Was he your immediate predecessor? 
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Major Lavsr. No, sir; I relieved Colonel Thompson at the time. 
Mr. Mutter. So Major Hunter was here more than 2 years ago. 
Mr. Woopsipn. Excuse me, sir, it is 44 years ago. 

Major Laver. Four and a half years ago. 

Mr. Mutter. Did anyone try to contact Major Hunter to find out 


whether or not he made any such representations or intimation? 


Major Laver. | have his mailing address. I send him a Christmas 
card every year and I did not think it was even important enough since 
they could not show me anything in writing, to mention it to him. 

Mr. Mutter. Do you know whether that practice has been stopped 
by these two truckers of representing Government sponsorship? 

Major Laver. Well, I am sure the vendors in the street have at 
least been apprised of the fact that there is no Government sponsor- 
ship. 

Whether they have stopped making that statement I don’t know. 
I did check on English & Klavans, they used to have a Quartermaster 
insignia on their truck if I remember correctly, and that was deleted 
and I would not want to testify a hundred percent as to the accuracy. 

It says Quartermaster sponsorship or we haul for the Quartermaster 
or something. 

Mr. Mutter. Sir, we would like to suspend our interrogation of you 
at this time in order that we can get to the other witnesses. 

The committee will have some questions to submit to each of you in 
writing. 

We will submit them to you and we will ask you to return them to 
us as conveniently as possible, and they will then be added, the ques- 
tions and answers will then be added to the record. 

Now, Mr. Wilson, how do you prefer that we handle that? 

Should we send them directly to you or send them directly to each 
man or could you tell us? 

Mr. Wixson. I think to the commanding officer. 

Mr. Muurer. Commanding officer. 

Very good. We will handle it that way. 

Thank you for your cooperation. 

‘Colone) Detiueren. Mr. Chairman? 

Mr. Mutter. Yes. 

Colonel DeLuGREN. [ want to say how grateful we are for this 
privilege of appearing before the committee. 

As a matter of record, I would just like to ask your permission if 
1 might call upon General Laux, he may have a few remarks to make 
on policy. 

Mr. Mutter. Yes, certainly. 

General Laux, will you come forward? 

Colonel DetuGren. Thank you, sir. 


TESTIMONY OF BRIG. GEN. RAY LAUX, QUARTERMASTER CORPS, 
CHICAGO, ILL. 


General Laux. Mr. Chairman and gentlemen, much of the ques- 
tioning today seems to center around, of course, doing business in the 
New York area. 

I would like to state at the outset that we in the Military Sub- 
sistence Supply Agency have the greatest respect for the support that 
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we have been getting in the New York area just as we have through- 
out the country. 

I gather, sir, from the questioning that perhaps a few comments 
with regard to our operations at the national level might be helpful 
to the committee. 

I know you are pressed for time; I will be very brief. 

At the outset, sir, it was in 1941 that the Army recruited from 
industry, primarily from the major chainstores, the experts who were 
interested in providing subsistence to our Armed Forces, wherever they 
may be—in isolated localities, in the Arctic, in Africa, in the desert 
training center. 

As a result of the efforts of these gentlemen, we have established 
procedures whereby for the fresh fruits and vegetables we receive from 
all of our stations, posts, camps, bases, Army, Navy, Air Force, and 
Marine Corps, their requirements for perishables. 

We, in turn, consolidate these requirements as much as we can into 
carload or truckload quantities for two reasons: The first one is that 
transportation costs are much cheaper and we must certainly watch 
the price tag. 

The second is that we get more for our procurement dollar. 

In other words, quantity purchases versus small purchases. 

After all of these requirements have been concentrated into carlot 
quantities, there remains the residue which is what we call the street 
buyer or the sight-buying function. 

I wanted to point that out, gentlemen, because I feel that our pro- 
cedures recognize, of course, that we are limited by manpower. 

Our procedures have to be uniform. In other words, we have to 
answer to the New York vendor, the vendor in Florida, in California, 
in Chicago, or wherever he may be. 

Following up on that point about our answering to the vendors, the 
executive director, at the time I joined the agency in June of 1956, was 
Gen. Arthur L. Marshall. 

Unfortunately he passed away very suddenly in October of 1956. 
He and our present executive director, General McKenzie, both 
traveled at least, I would say approximately 50 percent of their time. 
When they travel they visit the vendors. They visit our customers. 
They visit the people in industry. And they talk to many taxpayers. 

And I am happy to tell you, gentlemen, that the commendatory 
remarks that have been made by all of these individuals have been 
gratifying to those of us who are working so hard to try to do this job 
as efficiently as you gentlemen and the Members of our Congress 
want it done. 

I am surprised, for example, that there seems to have been—there 
seem to have been differences here in the New York market. 

We have always welcomed criticisms or suggestions of our opera- 
tions. I personally have visited a number of vendors who have been 
most complimentary and who, I might add, have expressed them- 
selves as being confident that the way that we are doing business on 
the national level and considering all of the accounting and the other 
operations that have to back up this operation, and the impact on 
the dollar cost of our operations, they have felt we were doing a very 
efficient job. 

I believe, sir, that the Hoover Commission reports, I believe that 
the study made by the University of Washington several years ago, 
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the Munitions Board study, and such gentlemen as you wish to 
contact in the industry, will substantiate these statements. 

I feel, sir, that in regard to the operation it might be well to define 
it with a few landmarks. 

First, we buy over $700 million worth of food a year. We have 
approximately 1,700 people in our Agency to accomplish that pur- 
chase. Our dollar cost of overhead, including everything, is and 
runs about 2 percent, or 2 cents on every procurement dollar that we 
spend. 

mr believe, gentlemen, that that will compare favorably with any 
comparable organization and more favorably than most in the handling 
of their funds. 

With respect, sir, to one other point that came out in the question- 
ing here as regards our competitive system, we welcome competition, 
we want competition, and I tell you gentlemen sincerely that if there 
is any vendor who is interested in doing business with us that we do 
not know about, all he has to do is to let us know. In many cases 
we have tried to ferret them out. 

We want to develop competition rather than to restrict it, because 
in the final analysis we are after the best quality product we can get 
at the least cost to the Government. 

There is one other point that I thought might be pertinent, and that 
is in the area of our payment time. 

Nationally, the payment time on our bills will run very close to 10 
days from the time of receipt of the goods until the vendor receives his 
check. 

We have felt from the expressions that have been made voluntarily 
on the part of our many friends in small business and others that this 
is a very commendable record. 

I mention also the fact that our buyers are out welcoming competi- 
tion at every opportunity; that we like to resolve our questions with 
our vendors as best we can. We do have questions, we have differ- 
ences of viewpoints, but I will say this, gentlemen, that complaints, as 
I understand the definition of the word “complaint,” have been very 
few and far between. 

It is because we know that we have to answer to any vendor through- 
out the United States—and I might also mention, gentlemen, that we 
consider that on our board of directors there are 96 Senators and 435 
Members of our Congress. We like to answer them correctly because 
we believe in the job that they are trying to accomplish, and we have 
always been given an opportunity to state our case. We also believe 
in the statement of our case. For the reasons of this record, I have 
tried to cast a little light on it, in an effort to tie loose ends together. 

I hope that I have been helpful. I know you gentlemen are after 
the best answers and in that we support you fully. 

And I thank you very much for this opportunity, sir. 

Mr. Mutrer. General, we thank you very a 

Your statement will certainly be very helpful to the committee. 

I appreciate your making the trip here to attend this hearing, and to 
give us the views from the policy rel. 

I do hope that as a result of these hearings you will go to competitive 
sealed bidding in this area, and possibly throughout the country. 

I wonder if you are familiar with the three letters that were sent out 
by the New York Military Subsistence Market Center that I have 
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placed in the record here of May 1, 1957, June 18, 1957, and October 
3, 1956? 

General Laux. May I see them, sir, to refresh my mind just a 
moment? 


Mr. Mutter. Yes. 
(The documents referred to are as follows:) 


New Yorx Miuirary SussisteENcE MARKET CENTER, 
Brooklyn 32, N. Y., May 1, 19657. 
MSMCNP 
New York Notice No. 4 (57) 
Subject: Packing and drayage policy for Washington Street Market, New York. 


NOTICE TO THE TRADE 


GENTLEMEN: Reference is made to notice to the trade No. 1 (56), dated October 
3, 1956, which advised New York fruit and vegetable vendors doing business with 
this market center of our policies with respect to drayage, packing, etc., on our 
purchases in the market. Since publication of this notice to the trade repeated 
instances causing embarrassment to our street buyer purchasing agents, to this 
office, and in some instances to certain vendors themselves, have occurred. These 
instances are a result of representatives of trucking or packing firms attempting 
to influence tl eir selection by our vendors for the delivery or packing of fruits and 
vegetables procured by our street buyers. These instances include, but are not 
necessarily limited to— 

(a) Tailing our buyers to determine where and what is being purchased. 

(b) Misquoting our buyers by advising vendors, based on information 
obtained by the method outlined in paragraph (a) above, that our buyer 
wanted the item picked up and delivered immediately, thereby inferring 
that our buyer had advised them of the load and further inferring that he was 
recommending or selecting them to do the delivering or packing. 

(c) Noticing our buyers examining a particular commodity, then preceding 
him down the street and advising other vendors having the particular item 
that they were steering our buyer to look at their merchandise, inferring 
that they thereby exercised influence on our buyers. 

Telephone calls containing alleged complaints are being made by some vendors 
to this office based upon fragmentary and most times erroneous information 
provided to them by some outside sources. These complaints involve the particu- 
lar vendor’s lack of business with the market center or another vendor’s getting of 
business from the market center. In every instance that has been referred to us, 
the information upon which the complaint was made was proven to be half- 
truths, inaccurate, or without any foundation in fact. 

Allegations have been made to investigative agencies of the Government 
alleging favoritism to certain vendors to a point of inferring commission of crime. 

It is the policy of this market center to purchase based upon quality, with price 
a consideration, and that policy remains unchanged. Favoritism, splitting of 
procurement between vendors or spreading of the business in order to keep all the 
vendors happly is not consistent with this policy. 

All of the above results in making the job of our market center street buyers 
more difficult, places them at times in embarrassing and untenable situations. 
This notice is being sent to you in order to apprise you of this situation in case you 
are not familiar with it. 

Your cooperation in assisting us in removing our street buyers from this 
undesirable situation will be greatly appreciated. You can assist by refusing to 
accept any pressure that would indicate Government preference for a particular 
trucker or packer and by carefully evaluating derogatory or insinuating comments 
or references based upon ‘conversation’ before determining that you have a 
complaint. This is not to be construed as to indicate that this office does not 
desire to receive legitimate complaints. Legitimate complaints will be investigated 
thoroughly and in each case the complainant will be advised further in the matter. 

You can further assist this market center by reporting any incidents such as 
those outlined above and including in your information the name and business 
eonnection of any individual or firm claiming to be able to influence our buyers, 
or to enjoy the pemoue or sponsorship of our buyers in any way whatsoever, 

Very truly yours 

ys Fat ee Martin G. RILey, 
Lieutenant Colonel, QMC, Chief, Purchasing Division. 
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New York Miuitary Supsistence Market CENTER, 
Brooklyn, N. Y., June 18, 1957. 
MSMCNP. 
New York Notice No. 6 (57). 
Subject: Washington Street Market, New York. 


NOTICE TO THE TRADE 


GENTLEMEN: The personnel of the New York Military Subsistence Market 
Center are taking this means of expressing our appreciation to our vendors.in 
the Washington Street Market for their cooperation, understanding, and assist- 
ance in aiding us in effecting prompt supply of the Armed Forces during the recent 
strike at the Seaboard Terminal. 

During this emergency period it became necessary to deviate slightly from some 
of our normal procurement practices and policies that have been outlined to you 
in detail in our notice to the trade No. 1 (56), October 3, 1956, and notice to the 
trade No. 4 (57), May 1, 1957. 

Now that the strike has been ended, our normal practices and procedures 
apply and are restated herein for your ready reference: 

“The policy of the New York Military Subsistence Market Center in its pur- 
chasing of fruits and vegetables is to receive quotations from all responsible 
vendors for a specific item, pack, and destination. The vendor is expected to 
bid on a delivered and, if required, repacked or strapped basis. If repacking, 
strapping, marking or delivery is required, it is the responsibility of the vendor 
to either perform these functions himself or to obtain the services of a repacking 
house or a trucking firm to perform these functions for him without suggestion or 
advice from the New York Military Subsistence Market Center fruit and vege- 
table street buyers in the Washington Street Market. 

“No particular repacking or trucking firms are sponsored by, specifically 
approved by, or particularly desired by this market center as repackers or trans- 
porters of fruits and vegetables purchased by our buyers in the Washington 
Street Market. 

“ Any repacking or trucking firm representing that it is sponsored by, or specifi- 
cally authorized to handle Government purchased fruits and vegetables is mis- 
representing the facts. 

“Tf you are contacted by a trucking firm or a repacker soliciting business 
alleging sponsorship by the Government it is desired that this fact be reported 
immediately to your contracting officer, providing him with the circumstances 
concerning the incident and name or names of the firms concerned who are alleging 
such sponsorship.” 

With reference to our purchase policy, the following is restated: 

“Tt is the policy of this market center to purchase based upon quality, with 
price a consideration, and that policy remains unchanged. Favoritism, splitting 
of procurement between vendors, or spreading of the business in order to keep all 
the vendors happy is not consistent with this policy. 

Very truly yours, 
Martin G, RiLey, 
Lieutenant Colonel, Quartermaster Corps, Chief, Purchasing Division. 


New YorRK QUARTERMASTER MARKET CENTER, 
Unitep States Army, 
Brooklyn, N. Y., October 3, 1956. 
QMMNPA 
New York Notice No. 1 (56) 
Subject: Packing and drayage policy for Washington Street Market, New York. 


NOTICE TO THE TRADE 


GENTLEMEN: The policy of the New York Quartermaster Market Center in 
its purchasing of fruits and vegetables is to receive quotations from all responsible 
vendors for a specific item, pack, and destination. The vendor is expected to bid 
on a delivered and, if required, repacked or strapped basis. If repacking, strap- 
ping, marking, or delivery is required, it is the responsibility of the vendor to 
either perform these functions himself or to obtain the services of a repacking house 
or a trucking firm to perform these functions for him without suggestion or advice 
from the quartermaster fruit and vegetable street buyers in the Washington 
Street Market. 
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No particular repacking or trucking firms are sponsored by, specifically approved 


by, or particularly desired by this market center as repackers or transporters of | 


fruits and vegetables purchased by our buyers in the Washington Street Market, 
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Any repacking or trucking firm representing that it is sponsored by, or specifi. — 


cally authorized to handle Government-purchased fruits and vegetables’ is mis. 
representing the facts. 


If you are contacted by a trucking firm or a repacker soliciting business, alleging 
sponsorship by the Government, it is desired that this fact be reported immedi- 
ately to your contracting officer, providing him with the circumstances concerning 
the sag and name or names of the firms concerned who are alleging such spon- 
sors ° 

Very truly yours, 
Martin G. RILEy, 
Lieutenant Colonel, Quartermaster Corps, Chief, Purchasing Division. 

General Laux. I would like to say, Mr. Chairman, in my best 
judgment I am familiar with two but not the third. 

The one of May 3 which covers the subject of packaging and grade 
quality for Washington Street Market, New York. 

Mr. Mouter. General, the feeling I got when I read those letters 
was that they confirmed the feeling that is abroad in the local market 
here, that as long as you have this sight or spot buying, the favored 
few will get the business and I mean by that will get the orders and the 
others will get the business and not get the orders. 

I believe that there, unless you go to competitive sealed bidding, 
you are not going to eliminate the feeling that prevails through this 
market that unless you know somebody or take care of somebody 
you are not going to be among those who the buyers will buy mer- 
chandise from. 

General Laux. Mr. Chairman, in answer to that, I would state this 
sir, that our experts in the buying business, many of them have had 
at least 25 years with the trade, believe from the overall cost and so 
forth and because of the time element, that competitive sealed bidding 
is not going to be the best approach. 

Now I realize it is a difference, sir. That is an honest answer, it is 
not a conflict. I merely mention it from the viewpoint—— 

Mr. Mutter. We understand it. We respect your views. 

General Laux. We consider it from the point of view of our experts 
and from their experience both inside and outside industry and in 
connection with the manpower allocation that we have in watching 
our administrative burdens and the necessity to react with the market 
which in the produce business—I am sure that you gentlemen are as 
familiar with it as I am—is this hour. The man in the produce busi- 
ness is not interested in the market of tomorrow or the next day. 

If he gets to quote for delivery a week from now, I believe, sir, we 
are going to wind up paying more money for the merchandise than 
we do today. 

Now that is just a personal observation, 

Mr. Mutter. It has not been the experience of the city of New 
York or of the State of New York. 

In the purchase of fresh fruits and vegetables the city of New York 
for a long time did it just as the quartermaster is doing it with these 
items. They changed it and they have had no complaint about it. 

New York State has had no complaints about competitive sealed 
bidding and I think except with the possible exception, I have no right 
to speak for them but I think with the possible exception of the men 
getting the bulk of the business everybody else in this market will tell 
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you as I hope they are going to say on this record as they have told 
us off the record, the only way you can clean up the situation and 
clean up the atmosphere, I should not use ‘‘clean up the situation” 
because that may be an unfair inference about your buyers but they 
are going to continue to live under a cloud and you will never clear 
the atmosphere unless you go to sealed bidding. 

General Laux. Mr. Chairman, may I make this observation? 

I wonder there if we are not gearing, possibly, the national picture 
to one locality rather than to evaluating the fact that in the sight 
buying we are talking of only a small amount of our total purchase of 
fresh fruits and vegetables. Therefore, if we are going to—I think we 
have to be consistent with our vendors throughout the United States. 

In other words, we have to follow a single system. I believe, sir 
and I would like to state to this committee, that I believe our informal 
competitive system as we use it is everything that you get in formal 
advertising with the exception of one thing; a public hour of opening. 

We have an opening at the Chicago market, and every participating 
vendor is notified as to who gets the bid, and also he is notified the 
price at which it went. 

So I believe that we, for all practical purposes, are talking about 
the same thing with that one exception; that we do not have the sealed 
envelope as in the public opening. 

But with certainty the results of all of our bids, and our actions, are 
before the public upon their request, provided they were one of those 
individuals who bid on that particular contract. 

Mr. Mutter. Thank you again, General. 

General Laux. Thank you, sir. 

Mr. Mutter. Will the representatives of the Department of Agri- 
culture come forward, please. 

I think the Department is represented here today by W. C. Hackle- 
man, district supervisor, Mr. Edward J. Beller, and Mr. Harry 
Kenyon. 

Each of you gentlemen, will you identify yourselves by name, title 
and residence address, please. 

Mr. Hackieman. I am W. C. Hackleman, the district supervisor 
of the Fresh Fruit and Vegetable Inspection Service. 

I live at 3740 85th Street, Jackson Heights, N. Y. 

Mr. Kenyon. Harry Kenyon, 45 LeRoy Place, Ridgewood, N. J., 
assistant in charge of specifications, New York City office. 

Mr. Betuier. Edward J. Beller, night supervisor, 21 Madison 
Avenue, Brentwood, Long Island. 


TESTIMONY OF W. C. HACKLEMAN, DISTRICT SUPERVISOR, 
UNITED STATES DEPARTMENT OF AGRICULTURE; ACCOM- 
PANIED BY HARRY KENYON, ASSISTANT IN CHARGE OF SPECI- 
FICATIONS, NEW YORK CITY OFFICE; AND EDWARD J. BELLER, 
NIGHT SUPERVISOR, BRENTWOOD, LONG ISLAND 


Mr. Mutrer. First, let me say, gentlemen, the committee is 
appreciative of your appearance here today and your cooperation. 

We are sorry we kept you waiting all of the day, and we would like 
to have you tell us, if you will, please, as briefly as possible, your 
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activities in connection with the purchase or procurement of fresh 
fruits and vegetables by the Quartermaster Corps in this area. 

Mr. HackLeMan. Yes, sir. 

Mr. Mutrer. If you will pardon me, please, Mr. Riehlman has 
suggested to me that I have forgotten to apply the oath. 

Will you gentlemen rise, please. 

Do each of you swear to tell the truth, the whole truth and nothing 
but the truth, so help you God? 

(All say “I do.’’) 

Mr. Mutter. Will you take the question, sir? 

Mr. Hacxieman. Well, Congressman, upon the request of the 
Defense Department, and under an arrangement that is consummated 
in our Washington office, we supply an inspection service on fresh 
fruits and vegetables on designated lots that are purchased in the 
New York market, and in other areas on the basis of specifications 
furnished us by the market center. 

Mr. Mutrer. Yes. 

Mr. Hacxteman. I just don’t know how detailed an explanation 
you would like of our activities. 

Mr. Mutter. Well, suppose I ask some questions and Mr. Riehl- 
man may have some and that will develop the picture, I think very 
quickly. 

Mr. Hacxteman. All right, sir. 

Mr. Motter. Your duties are confined to inspecting the mer- 
chandise? 

Mr. HackieMAN. Yes, sir. 

Mr. Mutter. Do you inspect it before delivery is taken by the 
Quartermaster Corps? 

Mr. Hackteman. Yes, sir. 

Mr. Mutter. And is there a subsequent inspection after delivery 
is taken? 

Mr. HackieMan. Yes, sir; there usually is. 

Mr. Mutter. The first inspection is usually after you have been 
notified that a lot is about to be bought? 

Is that right? 

Mr. Hackteman. Well, I think that is—yes, that is correct. 

Usually, the negotiations have already been made for the purchase, 
subject to the passing inspection. 

Mr. Mutrer. Yes. Then you inspect and report to Quartermaster 
Corps the result of your inspection? 

Mr. HackieMANn. Yes, sir. 

Mr. Mutter. You don’t have any right to reject the merchandise? 

Mr. Hacxieman. No, sir. 

Mr. Mutter. Are you called upon by the State of New York or 
the city of New York for similar inspection services? 

Mr. Hackieman. No, sir; we are not. 

Mr. Mutter. They do use your specifications for grading, do they 
not? 

Mr. HackiemMan. The State of New York uses specifications that 
were—that we assisted them in developing a number of years ago, 
and, at the inauguration of their present purchasing program, we did 
perform some inspection services for them. That is now done, I 
believe, in all cases, by employees of the State of New York. We 
did not, ever, to my recollection, regularly inspect supplies for the 
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city of New York. We have at times in the past been asked by them 
to make inspection of certain deliveries, on a spot basis. 

Mr. Mutter. Now, after you have made your first inspection and 
made your report, I think you have already indicated that the Quarter- 
master Corps has a right to reject or accept, regardless of what your 
report may indicate? a 

Mr. Hackxieman. That is right. 

Mr. Mutter. Does your office maintain any record of the number 
of instances where your inspections would indicate that the merchan- 
dise did not come up to grade or was defective in mm manner what- 
soever where the Quartermaster Corps, nevertheless, has accepted the 
merchandise? 

Mr. Hackxuieman. I don’t believe we know whether or not they do. 
We make a report of our own, which shows whether or not the mer- 
chandise meets the specifications, but I don’t believe we ordinarily 
know if they later accept it or not. 

Is that correct, Harry? 

Mr. Kenyon. It is correct up to one point. If the abstract or the 
specification were to read “No. 1” and it fails to make No. 1, and it was 
accepted by the official of the Army, then we would put on the bottom 
of the certificate that we issue the reason why it did not grade U. S. 
No. 1, reported to and accepted by authority of whoever was the man 
who gave the authority for us to go ahead and accept it in order to 
issue the certificate. 

Mr. Mutter. Who would that person usually be in that area deal- 
ing with fruits and vegetables who would indicate that the merchan- 
dise would be accepted and to require such an exception being written 
on your certificate? 

Mr. Kenyon. Mr. Beller is the night supervisor; if it happened at 
night, he will answer that question. I will answer the first part of it. 

f it happens in the daytime, up and down the line where there is 
merchandise delivered that is off grade, we immediately report it to 
market center. Here, again, we have no right to reject it. 

Mr. Mutter. Yes. 

Mr. Kenyon. But we do know that it was bought on U. S. No. 1 
basis or some specification, and, if it does not meet it, the inspector, 
any inspector, it is just routine, immediately picks up the telephone 
and notifies market center, telling them what he has found and then 
waiting for whatever result that they will tell him to do. 

Either they may tell him to have the merchandise go back and be 
replaced or, if it is a carlot, they may say to them, it is perfectly 
O. K., go ahead and load it aboard ship, or, if the market center on 
the big operations has a representative there, then the inspector 
reports it to him. He makes the decision, and then the inspector 
makes a report of the acceptance or the rejection and by whom, and, 
of course, names, to whoever we speak to; that becomes a part of the 
certificate. 

Now, the night, unless you have something more to say to me. 

The night operations Mr. Beller takes care of, and he will answer 
that. 

Mr. Bertier. Well, sir, at night the same procedure is followed, 
only we notify the buyer who made the purchase, and he makes the 
final decision whether to accept, whether to reject, whether to repack; 
it is entirely up to him. 
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Mr. Mutter. That would be the buyer on the spot who was 
making the spot purchase? 

Mr. Better. The buyer on the spot with whom we are dealing 
after making the specific purchase. 

Mr. Mutrer. Is there a written certificate issued in connection 
with these inspections? 

Mr. Kenyon. In the daytime, oh, yes, sir; definitely. 

Mr. Mutter. Mr. Beller 

Mr. Better. And by the same token, at night, sir, we issue a 459 
report to the commodity, which will give the reason for the rejection 
or the acceptance, by whom. 

Mr. Mutrer. Am I right that the inspections of large lots of mer- 
aoe is by simple inspection and you do not inspect every crate in 
the lot! 

Mr. Better. No, sir; on no commodity do we inspect every crate in 
the lot. 

We take a representative sample of the commodity until the inspec- 
tor himself is satisfied that that commodity meets the specification. 

Mr. Mutter. Yes, and your 459, I think, is the number of the 
certificate you mentioned? 

Mr. Betier. Yes, sir. 

Mr. Mutter. You keep a copy of that in your office? 

Mr. Kenyon. Every one, what and every agency is issued to; we 
have one copy in our office. 

Mr. Mutter. And the other goes to the agency? 

Mr. Better. The other goes to the agency. The other three go to 
the agency. 

Mr. Mutter. They are sent in triplicate? 

Mr. Kenyon. They are in fours and we keep the blue, which is our 
office-file copy, and then there is a white, a pink, and the yellow. 
The white and pink go to 29th Street and 3d Avenue to quartermaster 
market center and the yellow, up until November 1, we have changed 
the system, but up until November 1 the yellow then went at the end 
of the month with our files for the month for quartermaster market 
center. 

Mr. Mutter. Can either of you give us any idea of the approxi- 
mate number of instances per month or per year when you find you 
make a report that merchandise is not up to grade where the item was, 
nevertheless, accepted by the buyer? 

Mr. Kenyon. Well, in the daytime, I will speak for the daytime 
first, and he wil) have to cover the night; in the daytime, on carload 
lots, we do have, quite often, lettuce running offgrade, and that is 
probably once a week. 

Of course, the Army has the answer to the reason for that. That, 
unless there is freezing or something that they make the decision on, 
that is accepted as not grading U.S. No. 1 and loading aboard ship, 
They will give you the answer for the reasoning for their doing that. 

In the other deals up and down the line in the daytime work, I 
would say practically all the time, I don’t remember of any one in- 
stance where something was delivered in the daytime that failed to 
grade that was not sent back and replaced, but we have got to re- 
member this; this gentleman here and also the night crew look at it at 


night, and this is at shipside. 
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Now, we are talking about export because, if we talk about going 
into the night operation, there is an inspector over at Seaboard at 
night. He does not look at any of the merchandise going into Sea- 
board. That is brought over to Seaboard and the inspector at Sea- 
board passes upon this. He looks at all the export. 

Mr. Mutter. When you are talking about Seaboard you are 
talking about a warehouse? 

Mr. Kenyon. That is their warehouse, that is their distributing 
point. It is bought at market and then placed there. It goes out at 
night and leaves at 6 in the morning. 

Mr. Mutter. That is one of your inspectors? 

Mr. Kenyon. Yes, sir. The export is double checked. You see 
we don’t have to have a double check on Seaboard because that either 

oes into Seaboard or it is reported to the Army buyer. 

Then Eddie looks at the export, and when he is looking at the export 
he knows that the following morning there is going to be another 
inspector placed shipside. 

It does away with any chance of substitution, because his records 
follow the load right up there, and of course we are all familiar with 
the business, it eliminates substitution and if he, and it is possible, 
every once in a while, it will happen to us, or one of his men, has made a 
mistake, sometimes you will open five packages and they are perfect 
and that sixth one could have been a real bad package, it eliminates 
that, and once in a while it does happen. 

When it does, by the same token, it is reported to somebody in 
Quartermaster market center and at no particular instance can I 
think of that that was not taken right back and either replaced or 
sealed without it, other than the one particular lettuce deal. 

Mr. Mutrer. Your inspectors at Seaboard and your inspectors 
shipside follow the same procedure that you and Mr. Beller follow. 

Mr. Kunyon. Well, of course the inspector at Seaboard works inde- 
pendently and on hisown. ‘There is no prior inspection to the man at 
Seaboard. After the Army buyer has bought it, it is picked up and 
delivered to Seaboard and there is your first inspection. 

Mr. Mutter. How long have you been in this market, sir? 

Mr. Kenyon. I have been in the market itself over 30 years. 

Mr. Mutrer. And you, Mr. Beller? 

Mr. Breuuer. I have been with the Department almost 10 years 
and I have been on the market since I was 13 years old, I am now 37. 

Mr. Movutrer. Would you say from your knowledge of the market 
operations and what you observe there that the same vendors that are 
supplying the United States Quartermaster Corps with fresh fruits 
and vegetables are also selling their supplies to the State of New 
York and to the city of New York, the same vendors, selling the same 
items? 

Mr. Beuter, Well, sir, that [ could not truthfully answer. We 
are primarily interested in the Army, and as far as the number of 
vendors or who they may be that sell to the city of New York, or the 
State of New York, while they may be many in the market, I could 
not say I know all of them. 

Mr. Kenyon. Let me clarify that. 

Mr. Mutter. Yes. 

Mr. Kenyon. The same commission men, as they are in the mar- 


ket, who sells the Army, would not sell the city of New York or State 
of New York. 
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That seems to be another little branch in itself, what we call the 
purveyor in our market. He would sell the city and the State and 
with perhaps one exception there, I don’t believe that any of the 
other vendors sell a package to the Quartermaster market center. 

They buy, the Quartermaster market center we have got to remem- 
ber with one exception buys from the same dealer in the market 
that the people who deliver to the State of New York and the city 
of New York buy from. 

In other words, a firm that supplies the State of New York and the 
city of New York have a buyer right out in the street competing with 
the Army buyer. 

Mr. Mutter. I don’t think I follow that. 

If the city of New York was buying from the X, Y, and Z companies? 

Mr. Kenyon. Yes, sir. 

Mr. Mutter. The X, Y, Z companies have buyers who are buying 
from the A, B, C companies, and the A, B, C companies would be 
selling that to the city of New York, and to the Quartermaster Corps. 

Mr. Kenyon. We have got to remember that Washington market 
is the wholesale market, and the Army buyers go into the Washington 
market for their supplies. 

Now, the A, B, C companies that supply the city and State of 
New York, also have a buyer who goes to exactly the same commission 
merchants and then delivers to the city of New York or to the State 
of New York. 

Mr. Mutter. Would your inspections be any different if the mer- 
chandise was being bought on competitive sealed bids? 

Mr. Kenyon. No, sir; absolutely not. 

Mr. Mutrer. It would be exactly the same? 

Mr. Kenyon. Absolutely. 

Mr. Mutter. Mr. Kenyon, where do you get your information 
that the vendors who are selling to the Quartermaster Corps are the 
same vendors who sell to purveyors who sell to the city of New York 
or the State of New York. 

Mr. Kenyon. Well, you take, the meaning of the word “purveyor” 
is the fruit and vegetable concern who sells to the hotels, the clubs, 
and the institutions, and the steamships. 

Now those are bids, that is we will say the State and city are bids 
and, of course, the steamship companies are also bids. If he is given 
an award and we have got to remember the city and we have got 
to remember the hotels, and the clubs and the institutions and the 
hospitals. 

Now they distribute all over New York City, the metropolitan area 
of New York. The State hospitals down on the island and upstate. 
Now when they go and purchase merchandise they have got to buy this 
fruit and vegetables, correct. 

So they have a man out on the street who works right alongside, 
up and down; probably that the Army buyers know him by his first 
name; I am sure Eddie knows some of them. 

They are right on there purchasing a hundred crates of celery right 
with the Army buyer who purchases a hundred crates of celery for the 
Army and of course they bring it into their store and then bring it up 
and distribute it, 5 crates here, 2 there, 50 crates there, or whatever it 
is. 
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Mr. Mutter. Would you say that purchases of fresh fruits and 
vegetables running into amounts of $10, $13, $20, $25, $43 would be 
wholesale pure hases? 

Mr. Kenyon. Well, let’s say it this way: It certainly is bought 
from the wholesale fruit and producer market. 

Mr. Mutter. From the purveyor or from the wholesaler? 

Mr. Kenyon. No; that is bought from the wholesaler. 

The purveyor is another industr y. He goes to the same 

Mr. Mutrer. Are they all in the same market? 

Mr. Kenyon. Oh, yes. The buyer is in the same market. 

Some of these purveyors may be right outside, the majority of them 
are right in the market. 

There are a few purveyors who are outside of the market. 

Mr. Dauoas. Mr. Chairman, could we clarify some of these terms? 

What is a commission merchant? 

Mr. Kenyon. I think that is an old term that is out. 

It used to mean years ago, when I was a little younger that the farmer, 
the shipper, the grower used to send a car into New York and the 
merchant here in New York would sell it on commission. 

Mr. Davmas. All right. 

What is the wholesaler? 

Mr. Kenyon. Well, a wholesaler is a man who would sell, will sell 
50 crates of lettuce, 100 crates, a whole carload. 

Mr. Datmas. Does he get it in carload lots? 

Mr. Kenyon. Yes, sir. 

Mr. Datmas. The bulk? 

Mr. Kenyon. Carload lots and truck lots. 

Mr. Damas. And he distributes it to retail stores? 

Mr. Kenyon. He would not distribute to the retail—yes, a retail 
store. 

Mr. Daumas. He would sell to the retail stores or he would sell to 
institutions directly. 

Mr. Kenyon. Or to Quartermaster market center. 

Mr. Daumas. I mean if a hospital came down to the market and 
wanted to buy they would sell to the hospital? 

Mr. Kenyon, Yes, they would. 

Wait a minute, there is a man here—— 

Mr. Damas. So the distinction between a commission merchant 
and a wholesaler is rather a matter of terms rather than of functions; 
isn’t that right? 

Mr. Kenyon. That is right. But I tell you, if you are looking for 
a definition of this commission merchant and wholesaler, keep in the 
back of your mind, because I know you are going to talk to some of 
these receivers in the market there is one right there now who dis- 
puted me, and he is probably right. About this retailer going into 
the market and buying—— 

Mr. Damas. Of course, these terms are always interchangeable, 
sir. In many markets you have a wholesaler, a jobber, a commission 
merchant, a broker, and they will all mean the same thing. They all 
carry stocks. They all perform each one of these functions, so you 
have sort of a mixture of terms here regardless of what a man calls 
himself. 

He is performing the same general functions, insofar as the trade 
is concerned; is he not? 
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Mr. Kenyon. Our market itself; yes. 

Mr. Daumas. Thank you. 

Mr. Mutter. Let’s see if we can pinpoint this a little, Mr. Kenyon. 

Do you know the Excellent Fruit & Produce Co.? 

Mr. Kenyon. Yes, sir. 

Mr. Mutrer. What are they? 

Mr. Kenyon. They are a purveyor, on Hudson and 14th. 

Mr. Mutter. Is there any reason why they could not sell Quarter- 
master fresh fruits and vegetables? 

Mr. Kenyon. Well, I don’t know if I am qualified to answer that. 
I don’t know. 

Mr. Mutter. Have you ever inspected any of their merchandise? 

Mr. Kenyon. Oh, yes; we are up there 2 or 3 times a week. They 
do a little steamship business and the steamship company demands 
Government inspection and we send an inspector up to their plant 
and it is set up, we inspect it and if it meets everything well and 
good, it is put on the ship, to save time on these small freighters. 

Mr. Moutrer. How about Thorm-Bain & Co.? 

Mr. Kenyon. They are also another purveyor, who I don’t think 
in 5 years we have done one inspection. 

Mr. Mouurter. What is the Watkins Leder Co.? 

Mr. Kenyon. That is one of the big purveyors in our market and 
we have a man there, 2 or 3 ships, 2 or 3 days a week and some days 
not. 

Of course we do, you have got to remember with Watkins-Leder 
the big steamship lines, the inspector is placed at the side of the 
ship and of course they are a big factor on the big ocean liners. 

Mr. Mutrer. How about Heller? 

Mr. Kenyon. Heller is not a purveyor. He is getting back into 
holesale or commission merchant or carlot or receiver in 
our market. He is the type of a man now that we have, that we 
have named names that Excellent, Thorman & Baum, and Water- 
man would go to to buy their onions and celery or lettuce providing 
the price was right. 

Mr. Mutter. How about Manhattan? 

Mr. Kenyon. Manhattan is, I understand, I am sure that Man- 
hattan delivers the city and the State. They are a factor in the 
waterfront. In fact I had a man, an inspector over there this morn- 
ing for a steamship company and there is another one assigned 
tomorrow morning for a steamship company. 

Mr. Mutter. That is Manhattan Fruit Contracting Co. 

Mr. Kenyon. That is Manhattan Fruit Contracting Co. ai on the 
steamship, on the steamship that is Critchley-Manhattan. 

Mr. Moutrer. Operating in the same quarters? 

Mr. Kenyon. Operating out of 49 Leight Street. 

Mr. Mutrer. Manhattan Fruit Contracting Co. has done con- 
siderable business with Quartermaster, too? 

Mr. Kenyon. Oh, yes. 

Mr. Mutter. You classify them as a wholesaler? 

Mr. Kenyon. Well, Critchley-Manhattan is a purveyor. 

Mr. Mutter. That i is a subsidiary or affiliate of Manhattan Fruit? 

Mr. Kenyon. That is correct. 

Mr. Moutrer. And Manhattan Fruit would be what, purveyor or 
wholesaler? 
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Mr. Kenyon. There is Manhattan Contracting which I believe, 
and you ask the officer, they will tell you who supplies the city and 
the State. 

Then there is Manhattan Fruit Export, another division, which 
exports to various parts of the world. 

Mr. Mutrer. Is there still another company with the name of 
Manhattan which sells to Quartermaster? 

Mr. Kenyon. The three that I know is Manhattan Fruit Con- 
tracting, Manhattan Contracting, and Critchley-Manhattan. 

Mr. Morrer. Well, Manhattan Fruit sells Quartermaster. 

Do you also know whether or not they sell city and State? 

Mr. Kenyon. You would have to ask them. We never see city 
and State so I won’t know how that—under what name it sold. 

Mr. Mutter. How about Morgan? 

Do you know that outfit? 

Mr. Kenvon. Oh; yes, sir. 

Mr. Mutter. Do they have more than one company operating 
with the name Morgan in it or is it just one company? 

Mr. Kenyon. You mean as of odant 

Mr. Moutrer. Yes. 

Mr. Kenyon. I can’t answer you. 

Ed, Morgan Packing? 

Mr. Betuer. As of today as we know it, it is Morgan Packing Corp. 

Mr. Mutrer. What are they—purveyors, commission merchants? 
Jobbers, wholesalers, or what? 

Mr. Betuerr. I could not say that. The only business of late I 
have done with Morgan Packing is when they repacked merchandise 
for vendors in the street. 

Mr. Kenyon. We also have received two deliveries from Morgan 
Packing on one of the steamship lines. 

Mr. Mutter. Thank you very much, gentlemen, you have been 
very helpful. 

Mr. Kenyon. Thank you, Mr. Chairman. 

Mr. Mutter. I believe that Colonel Riley has arrived. 

Colonel Riuey. Yes. 

Mr. Mutter. Will you come forward, sir? 

Do you swear to tell the truth, the whole truth, and nothing but 
the truth, so help you God? 

Colonel Riney. T do. 

Mr. Mutter. Will you be seated, sir. 


TESTIMONY OF LT. COL. MARTIN G. RILEY, FORMER CHIEF, 
PURCHASING DIVISION, NEW YORK MILITARY SUBSISTENCE 
MARKET CENTER 


Mr. Mutter. Your full name, rank, serial number, present assign- 
ment, and residence address, sir? 

Colonel Ritry. Martin G. Riley, lieutenant colonel, United States 
Army, O888371; presently en route to MAAG, Vietnam, FPO 150, 
San Francisco, Calif. 

Mr. Muurer. Colonel Riley, how long were you with the New 
York Quartermaster market center in New York? 

Colonel Ritey. I was assigned from December 1, 1955. 
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Mr. Moutrer. Until when? 

Colonel Rizey. Until my orders came in last week. 

Mr. Mutter. We have identified and made part of our record three 
letters dated October 3, 1956, May 1, 1957, and the other June 18, 
1957. Ireferred to them as letters; they are marked “Notices to the 
trade.’ They all purport to bear your signature. (See p. 90.) 

Will you look at them, sir? 

Colonel Rizey. Yes 

Mr. Mutter. Do you recall the sending of those notices to the 
trade? 

Colonel Ritey. Yes; I do. 

Mr. Mutrer. Will you tell us what caused the sending of the first 
of those? 

Colonel Ritey. The sending of these notices was caused by, I 
believe you might call it, local fights in the market, and while this is 
only a conjecture on my part, the notice of October 3, 1956, was sent 
as a result of a split in the trucking business, that is, the business of 
delivering the merchandise that the Army, and I believe other people, 
buy, to the delivery point. 

We found that it became very untenable for our buyers to walk the 
streets. We had instances where it was reported to me by Major 
Lauer that a trucking firm actually called him on the phone and stated 
that they were the official truckers for the United States Army, that 
they had been told so some years before. 

They were told, Major Lauer told me, that they were not; that no 
organization or truc king firm was so sponsored. 

‘As a result of this, ‘and a discussion with the then commanding 
officer of the market center, Colonel Johnson, this notice to the trade 
was published. 

Mr. Mutter. Did the practice cease of this trucking company or 
these trucking companies representing themselves as “Government- 
sponsored? 

Colonel Ritey. I think that the practice of—I do not know if they 
were representing themselves specifically to vendors. I would have 
to assume that. All I do know is that Major Lauer reported that 
they had told him on the phone that they were the recognized trucker 
for Army purposes, and wanted us to take action to make sure that 
other firms didn’t interfere with them doing this business. 

Mr. Mutrrer. Had complaints come to you from vendors that 
truckers were representing themselves as Government-sponsored 
truckers, and unless they were the truckers, the vendors could not 
do business with Quartermaster? 

Colonel Ritey. Had complaints come to us? 

Mr. Mutter. Yes. 

Colonel Ritey. No; not to me. 

Mr. Mutter. What was the occasion for sending the second letter? 

Colonel Ritxy. The second letter? 

Mr. Mutter. I think, Colonel, the October letter was the very first 
letter, October 3, 1956, was the first letter. 

Colonel Riuey. The letter you are referring to would be May 1957? 

Mr. Moutrer. Yes. 

Colonel Ritey. The occasion for sending this was practically com- 
plaints from the buyers and complaints that we were getting that, 
call them, the agents or the operators themselves, were accompanying, 
tailing, following our buyers into the place. 
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I believe that there were inferences made that loads were being, 
shall we say, hijacked by “‘once you get the ticket, you have got the 
load,” by following the buyer in and saying to the vendor from whom 
the buyer had purchased, ‘‘Wanczyk wants that delivered right away; 
give me the ticket, I want to pick it up,”’ something like that. 

So we had complaints on that, and as a result of which we put out 
this letter. 

Mr. Mutrer. The second letter refers to complaints other than 
just from truckers, does it not, or involving truckers? 

Colonel Ritey. Yes. Yes. This, those telephone calls, involved 
compiaints that were received from Manhattan and from Morgan. 

Mr. Mutter. What were those complaints? 

Colonel Ritey. Well, we are going back quite a while. In general, 
I would say the couple of calls that came from Manhattan, I think 
they were from Krupnick, I think that is his name, had to do with us 
buying from—I think there was one of them where he called up and 
said that we bought an item cheaper or paid more for an item than 
he had quoted, and then there was something about that we had 
bought all of our tomatoes from one man, and a few things like that. 

We checked into them, and there was no basis whatsoever in it. 
And a lot of the trouble that has happened has been, call it, conversa- 
tion coming back from truckdrivers being picked up on the street, 
getting eventually to the owner, and the owner then going off, frankly, 
on the deep end and saying, “I am being pushed around” or “I am 
being done this.”” There is a tremendous amount of conversation, 
I have to call it, the truckdrivers bring back. 

Mr. Mutter. During your stay here, did you visit any of these 
vendors’ places of business? 

Colonel Ritny. I have been, I would say, in the greater majority 
of the—I refer to them as “receivers,” that is another phrase—we 
will say wholesalers. 

Mr. Mutter. Do you make a distinction between them as between 
wholesalers and purveyors? 

Colonel Ritny. Yes, very definitely. 

Mr. Mutter. Do your buyers purchase from purveyors, whole- 
salers, or both? 

Colonel Ritny. I would say never from a purveyor unless it is such 
an exceptional item for a commissary resale that at the wholesale 
market, it might not be available that night. I would say if it hap- 
pened once in 2 or 3 months, it would be surprising to me. We do 
not buy from purveyors. 

A purveyor is a middleman. Why pay the markup? 

Mr. Mutter. Well, suppose the purveyor is willing to deliver to 
you at a cheaper price than the wholesaler. 

Colonel Ritny. How can he, when we are competing and we are 
bidding in the same market? Not the same quality. 

Mr. Mutter. Have you ever tested that by competitive sealed bids? 

Colonel Ritey. No. 

Mr. Mutter. If you had used competitive sealed bids, there could 
not have been any of this tailing or any of this business of trying to 
claim that one is sponsored by the Government and the other is not, 
or any of this business of steering buyers into places of business; is 
that not right? 

Colonel Ritey. Mr. Congressman, I would like to say this: 
Admitted what you say is true if we had sealed bids, but this is one 
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of the results, this difficulty is one of the things, I guess, we are paid 
for in order to get good merchandise at the cheapest price possible. 

We are not necessarily interested in the cheapest merchandise that 
can be bought. We are interested in the quality merchandise, with 
price a consideration. 

Now, U.S. No. 1—I am no fruit and vegetable expert, but I have 
just been around in these couple of years—is a broad inspection area, 
There is a top and a bottom of a grade. Everything cannot be the 
top of the grade. 

When we are buying for export, we want the top of the grade. 
There is no sense in buying $10,000 worth of this or that, cantaloups 
or whatever they happen to be, to ship to Bremerhaven, to ship to a 
place like Eritrea, and things like that, where we are supporting, I 
believe, 33 different overseas destinations from New Yor k, the north- 
ern base »s, the DEW line operation and all of those operations, there is 
no sense in buying a middle or a bottom grade to save a half dollar, and 
then digging a hole up on the icecap to bury it in instead of eating it. 

And the policy that we have operated under in the market center, 
and it has been my policy and I believe it is the policy of the executive 
director, is that we buy the best merchandise available, with price a 
consideration; not the cheapest merchandise. 

Mr. Mutter. Is there anything to prevent you from putting in 
your specifications that that is what you want, the top of the grade, 
and not the bottom or middle of the grade? 

Colonel Riney. Who is going to determine that? 

Mr. Mutter. Who determines it now? 

Colonel Ritey. The sight buyer. 

Mr. Mutter. Maybe you ought to make the sight buyer the in- 
spector. 

Colonel Ritxy. The sight buyer is qualified to be the inspector. 

Mr. Mutter. Why do you have the Department of Agriculture 
make an inspection for you? 

Colonel Ritry. I feel we should have an outside agency make the 
inspection. We do the inspection at the camps. We buy on the 
street, the Department of Agriculture inspecis it, we ship it out of a 
distribution point to a camp, and they inspect it upon receipt, too. 

Mr. Mutrer. You heard, I think, the Department of Agric ulture 
say just a few minutes ago they go out and they make an inspection; 
then you have the right to reject their inspection or ignore their 
inspection and accept the merchandise regardless. 

Colonel Rinny. We have that right, sir. And I also heard you 
ask him if they could give you an idea of how often that happened 
in a month or a year, and I would be willing to answer that question 
if you would want me to. 

Mr. Mutter. Yes; please answer it. 

Colonel Rirny. As a result of the complaints that were made, a 
review of the Department of Agriculture records was made. In a 
2-month period, there were 32 instances in which action was taken by 
the sight buyer or our, call it, port inspector, the market center 
inspector at the port, shall we say, to override the recommendation 
or the opinion of the Department of Agriculture. I am going to 
give you approximate figures now, because I just don’t have it here; 
I just got off the train from Philade Iphia. 

Mr. Motrer. All right, sir. 
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Colonel Rirey. In those 2 months, we purchased some 5,800 line 
items, items of fruits and vegetables, in the Washington Street 
Market. In 32 of those 5,800 instances, there were some objections 
or points raised by the Department of Agriculture. 

] believe that in 9 or 10 of them, the point raised concerned Govern- 
ment property, lettuce purchased in the Salinas Valley and shipped on 
a Government bill of lading, arriving in New York as Government 
property. 

When it gets down to that, it is a question of whether or not we have 
a chance of saving the Government money by shipping that or 
consuming it locally. Of those 32 instances, I say 10 of those were 
that. Some of the others were of such a minor nature that there was 
no reason not to accept them in order to make a shiploading, and 
things of that nature. 

I can remember one specifically in which I believe it was tomatoes, 
that struck me as being humorous. I think we bought the tomatoes 
as hard and pink, and they came out as—it was a question on shade, 
it got into a question on shade, and I think if you had had rose-tinted 
glasses on, they probably would have all been pink. 

I mean, just some of those hairline things like that, where it is an 
individual matter of judgment. 

Now, in these 32 instanees, I think that in every case in which there 
was, other than the Government property, any objection by the 
Department of Agriculture, I believe the records will show that in 
virtually every case a price reduction was taken as well as making the 
shipping schedule. 

You know, we in the market center, sir, have a supply function. 
We are trying to support troops overseas. To miss a ship sometimes 
means missing the food for those people for 30 days. 

1 think we only get into Eritrea once every 3 months. Your 
northern bases, I think we only get in there by water once a year. 

We have to—the shipping we don’t set up. We get told maybe 
today that a ship is going tomorrow. We have to rush out tonight and 
buy. 

How you are going to go through a formal bid on that kind of stuff 
like that; I can’t imagine the mechanics of it. 

In theory, I think the thought behind it, for someone who has not 
been down in the operation, is a fine thought, because the general 
feeling is that sealed bidding results in a lower cost. 

I cannot follow that reasoning, though, in the perishable field or in 
our operation. How you are going to make these fast ships, how you 
are going to make the, call it, replacement buy against the Government- 
owned property failure at the port, and things like that, on sealed bids, 
sir, I just can’t imagine how it would work. 

Mr. Mutter. I can follow you if this were wartime. But in peace- 
time, you certainly know how many men must be fed in every installa- 
tion you are serving all over the world. 

Colonel Ritey. Yes, sir; but we don’t know when the ships are 
going. We have a 10-day spread. 

Mr. Mutter. Well, somebody certainly knows when a ship is going. 

Colonel Rixey. Sir, I would like to be able to find that person, 
because we certainly have had a lot of trouble with that. I would 
like to be able to find that person who can always tell me. 
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Mr. Mutter. Certainly somebody knows more than 1 day in ad- 
vance where that ship is going. You are supplying the troops all 
over the world; in installations as far apart as they are, somebody 
knows when those supplies will be going forward and not the night 
before the ship goes. 

Colonel Ritey. One of our problems, sir, has been in delaying de- 
livery to a ship because the ship, what they call, slips. Sometimes 
the ship is scheduled to go, and it comes in and has something wrong 
with its rudder, and is in the shipyard 4 days. 

It is not until you get a firm loading and get a definite commitment 
that that ship will load at pier so and so, Tuesday at 8 o’clock, that 
you can go to buy. You can’t buy because they say ‘“‘the U. S. S. 
Yokum Star is coming into New York next Wednesday.” It may get 
into New York next Wednesday, and it may go into repairs, some- 
thing may happen to it after Ambrose Light, and something may 
delay it 3 days. 

Mr. Mutrer. You are talking about the unusual situation. 

Colonel Ritzer. No, sir; I am not talking about anything unusual. 
I am talking about one of our main problems, which is called ship 
slipping. We have an officer in our market, a Major Lyden, whose 
practically sole function is to follow up and keep contact with the 
Overseas Supply Agency and Brooklyn Army Terminal and with our 
contracting officers, on this ship delivery problem. 

I mean these ships that go particularly to these out-of-the-way 
places are not all United States and American. They don’t just run 
on that schedule. 

Mr. Mutter. That purchasing in large part is done outside this 
area; is it not? 

Colonel Riney. I would say, no, sir. 

Mr. Mutter. How much of it is done in this area? 

Colonel Ritey. About the only items that come in here for export 
in any quantity are celery and lettuce, and some oranges and things of 
that nature once in a while; but a big percentage, we have one buyer 
who does not do anything but buy export, and I would say he is the 
high dollar volume buyer in New York, Mr. Wanczyk. 

Mr. Mutter. What is his name? 

Colonel Ritey. Wanczyk. 

Mr. Mutter. And he buys mainly for export? 

Colonel Ritey. Actually, his job is the export buyer. He may shift 
back and forth occasionally. 

Mr. Mutter. What were some of the other complaints referred to 
in the second letter? 

Colonel Ritey. Well, they are the complaints I referred to. They 
were the general complaints. 

Mr. Mutter. All right. Now, what was the occasion for sending 
the third letter? 

Colonel Ritey. The occasion of sending the third letter was that I 
was instructed to send this letter by my commanding officer as a result 
of complaints received from the Manhattan Fruit Co.; and after dis- 
cussing it, we decided to make a review of our previous position. 

Mr. Mutter. What is the date of the June letter? 

Colonel Riney. June 18. This was put out after the strike, which; 
incidentally, we had quite a time operating during that strike, and—— 
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Mr. Mutter. When was it that you saw Irving Maness, counsel for 
this committee? 

Colonel Riney. I have never met Mr. Maness. Who is Mr. 
Maness? 

Mr. Mutter. The gentleman at my left. He was at your office 
on the 14th of June 1957, and saw a Major Lauer. He was under 
your command at that time? 

Colonel Ritey. Yes, sir; he was. 

Mr. Mutter. Did Major Lauer give you a report of Mr. Maness’ 
visit? 

Colonel Riuey. [ got a brief report on Major Lauer’s visit with Mr. 
Maness. 1 was actually getting ready to go to New England to assist 
at an opening of a distribution point, and going to school for 3 months, 
and I didn’t get into it very deeply. 

Mr. Mutrer. Was the sending of the letter of June 18, 1957, just 
coincidental with the visit, 4 days earlier, of Mr. Maness? No 
connection between the two? 

Colonel Ritzy. I would say no. 

Mr. Mutter. There was no connection between the two? 

Colonel Ritzry. No. I don’t recall any conversation involving 
this with Colonel Hardiman and Mr. Maness. 

Mr. Mutter. Obviously, within the period of from October 1956 to 
June 1957, you found it necessary to send out three letters to the trade 
about a situation that apparently was, to put it mildly, not good; am I 
right? 

Colonel Ritzy. Yes, sir. 

Mr. Mutter. Do you know what the situation is today with 
reference to these complaints referred to in these three letters? 

Colonel Ritxy. No, sir; I don’t. 

Mr. Mutter. Do you recall the occasion of the purchase of lemons 
in June 1957? 

Colonel Ritey. Specifically, what purchase of lemons? 

Mr. Murer. The purchase by Quartermaster Corps of lemons in 
June 1957. 

Colonel Ritey. Can I attempt to identify that? Are you referring, 
sir, to the purchase of lemons in which a complaint was made on it 
by Manhattan Fruit? 

Mr. Mutter. I do not know from whom the complaint came, but 
there was a complaint about lemons. 

Colonel Ritey. Yes, sir; I know something about that. 

Mr. Mutter. Will you tell us what the nature of the complaint 
was? 

Colonel Ritey. The nature of the complaint was, as I recall, that 
we bought lemons for a higher price than they were offered. 

Mr. Mutrer. Do you remember the prices of the offering and the 
price of purchase? 

Colonel Ritey. I think it was, possibly, some 25 or 30-cents a Gase 
difference in there. I believe the lemons involved were purchased 
off of—Mr. Wanezyk bought them—Rubin; I think they were bought 
off Rubin. 

The lemons that the complaint was made upon did not pass U. S. 
No. 1, they had some decayed lemons, and so forth, in the box, though 
I understand the next day they were offered the Department of Agri- 
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culture for inspection, and a copy of the certificate grading them as 
U. S. No. 1 was submitted. 

I beg to offer that it is quite possible that those lemons could have 
been reworked. It is possible to take a case of lemons, or anything 
of that nature, and rework it by taking out those items that would 
cause it to be graded less than U.S. No. 1, and replacing them with 
items or coming up with a lesser quantity. Take a hundred boxes, 
and maybe go through them, you come up with maybe 80 boxes which 
may be grade U.S. No. 1. 

Mr. Mutter. You think that could have been done between 9 or 
10 p. m. and 8 o’clock the next morning? 

ae Riuey. I happened to, personally, see the decayed lemons. 
I know there were decayed lemons in those boxes. 

Mr. Mutter. You are talking about the lemons that were not 
purchased? 

Colonel Ritey. Not purchased from Manhattan. 

Mr. Mutter. Were you there that night? 

Colonel Ritey. I was there, sir. 

Mr. Muurter. The night the lemons were purchased at the higher 

rice? 
. Colonel Ritey. Yes, sir. I was there that night. I was not there 
when the lemons were bought from Rubin, although I saw the lemons 
that Rubin had. I was not there when the purchase was made. 

Mr. Muutrer. What was the occasion of your visit to the market 
that night? 

Colonel Ritey. No particular occasion. 

Mr. Mutter. Just happened to be there? 

Colonel Rixey. I visited the market rather regularly. I visited the 
Philadelphia market and the Boston market rather regularly. In 3 
months, I spent 33 days in New York. ‘The rest of the time I traveled, 
visiting my stations and my markets. 

Mr. Mutter. That very night, you were told then that these 
lemons had been offered to quartermaster at less money than the 
lemons being bought by quartermaster? 

Colonel Ritey. I, frankly, did not hear the quote on the price on 
Manhattan’s. But I do know, as a result of the fact that the com- 
plaint came in, that review of the summary indicates that we paid 
more money for lemons than Manhattan had quoted. However, the 
summary, the records of the buyer also indicate that he had marked 
“Decay” beside the Manhattan lemons, and I saw the lemons, and 
they had decay in them. 

Mr. Mutter. And, 2 days after, the Department of Agriculture 
inspection certified they were grade 1, and quartermaster bought the 
very same lemons? 

Colonel Ritxy. I believe it was the very next day they did it. 

Mr. Mutter. Bought those same lemons. 

Colonel Ritey. It could possibly be, sir, if they reworked them. 

Mr. Mutter. And paid 50 cents more per crate for them than 
offered at the night before. 

Colonel Rixzy. Sir, they could have reworked them, but not the 
way they were shown. 

Mr. Mutrer. Again I ask you: Do you think it was possible to 
rework these lemons between 9 or 10 o’clock at night and 8 o’clock 
the next morning? 





e 
d 
d 


Le 


PRODUCE PROCUREMENT 109 


Colonel Ritey. Yes, sir. 

Mr. Mutter. Do you think that is what was done with these 
lemons? 

Colonel Ritey. That is my opinion. I do not know what was 
done with the lemons. I don’t even know if they were the exact same 
lemons offered and purchased later. I don’t think anybody can tell 
that they were the same lemons. If they were the same lemons, it is 
my opinion that they must have reworked them. They have the 
facilities to rework produce in their plant, and a night crew. 

Mr. Mutter. You do not think that kind of a hassle can be avoided 
by competitive, sealed bidding. 

Colonel Ritey. No, sir. I think we are going to lose the oppor- 
tunity to be able to buy from the big receivers or wholesalers who only 
receive maybe 1 or 2 items, and may not be interested in coming in on 
all the sealed bidding, where we are going to them, become dependent 
upon the purveyor and the middleman, and I think that we are, if we 
get it cheaper, we are going to get poorer merchandise, because we are 
not going to get the top of the mark. 

Mr. Mutter. Even if you specify in your specifications you want 
the top of the mark? 

Colonel Ritey. Then you are not going to get it cheap, because the 
top of the mark is going to go to the buyer that gets there, and if the 

urveyor gets it, he is going to be able to—he is going to pay his price 
or it and get it from us. 

If he is going to bid in advance before he buys, how can he bid low 
and buy the top of the mark? How can he come in and bid $3 on a 
case of lettuce? The top mark the next night is $5. How can he 
furnish the $5 for $3 and stay in business? He has got to furnish 
something that costs him less than $3. 

Mr. Mutrer. While you were there, you never offered any of your 
merchandise, any of your fresh fruits and vegetables, for less than 
you paid for it? 

Colonel Ritey. Pardon, sir? While I was there? 

Mr. Mutrer. While you were there, did not Quartermaster Corps 
ever offer any of its purchases for less than it paid for them? 

Colonel Ritey. I don’t follow you, sir. 

Mr. Moutrer. Did not Snare have to dispose of some of 
the fresh fruits and vegetables that they purchased instead of sending 
it out to be consumed? 

Colonel Riiry. Yes, sir; we have had to dispose of lettuce, I can 
remember a couple of instances on lettuce. 

Mr. Mutter. Any other items? 

Colonel Ritey. I don’t recall any others. I will have to ask 
Major Lauer or somebody who was closer to it. 

Mr. Mutter. Do you remember what it cost? 

Colonel Ritey. The lettuce was purchased from the Salinas Valle 
market in California. I don’t know what they paid for it, offhand. 
I think we got it anywhere from, what, 50 cents to a dollar and a 
half a case, something like that. I think we lost $30,000 on it, or 
something like that. As I recall, Major Lauer told me we lost $30,000. 
That was well over a year ago, that big lettuce loss. 

Mr. Mourter. You do not think those kinds of losses can be stopped 
by competitive sealed bidding? 
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Colonel Ritny. Well, sir, competitive sealed bidding in New York 
is not going to buy lettuce in the Salinas Valley. 

Mr. Mutter. You can bid competitively for it there; can you not? 

Colonel Ritey. Well, the point on this lettuce is that it is Govern- 
ment property. It is purchased out there. 

Mr. Mutter. Certainly it is Government property. That is the 
point I am making. 

Colonel Ritey. It is purchased by a practicing 

Mr. Mutrer. If you require the producer to deliver it to you at the 
point where you need it, you do not have to run the risk of taking it 
across the country. 

Colonel Riney. Agreed. Agreed, sir. 

Mr. Mutter. Thank you very much, Colonel. 

Colonel Ritey. Thank you, sir. 

Mr. Mutter. Thank you for your cooperation. 

Colonel, I have indicated to the other gentlemen who came in from 
Quartermaster, the committee would probably submit some written 
questions to you by letter, and we will ask you to answer them so they 
can be added to the record. That will be sent on to the commanding 
officer of Quartermaster Corps here, and he will in turn send it to you. 

Colonel Ratey. -All right, sir. 

Colonel Harpiman. Mr. Chairman, I wonder if I could make a 
short statement. Some points have been discussed but have not been 
fully cleared up. 

My name is Col. Ralph S. Hardiman, 030492, Quartermaster 
Corps. I am the commanding officer of the market center. 

Mr. Mutter. All right. 





TESTIMONY OF COL. RALPH S. HARDIMAN, COMMANDING 
OFFICER, NEW YORK MILITARY SUBSISTENCE MARKET CEN- 
TER 


Colonel Harpiman. There are several points that have been dis- 
cussed that I don’t think have been fully clarified, and on the last 
point on which Colonel Riley testified, I think he misunderstood your 
question, because in the case of lettuce, the Government does assume 
the risk of shipping it across the country. 

The reason we do that is because the sellers of the lettuce out there 
will not assume that risk. In other words, if we don’t assume the risk, 
we don’t get the lettuce there, because they just will not assume it. 
That is why lettuce differs from the other items that we buy. 

Mr. Mutter. Is that the only item that you buy at a distant point 
from the place of delivery and transport it at the risk of the Govern- 
ment, referring now to fresh fruits and vegetables? 

Colonel Harpiman. So far as I know, that is the only item. 

Mr. Mutter. I appreciate your clarification, Colonel. 

Is there anything else you would like to say? 

Colonel Harprman. Yes; I would like to clarify a couple of other 
points. 

Mr. Mutter. Yes. 

Colonel Harprman. This notice to the trade which came out in 
June was made at the request of Mr. Nat Freedman, who visited my 
office to discuss procurement in the street. We had had a strike in a 
number of our refrigerated terminals in the New York area, and had 
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to resort to some extraordinary measures to supply our customers, 
because our produce had been shipped into the warehouse, and we 
could not get it out without crossing the picket lines. And a policy 
decision was made that we would not cross the picket lines. 

So we had to go down to the market and rebuy the things that had 
been shipped in in carlot quantities for these refrigerated warehouses, 
and we had to get along without our DP, which is where we normally 
break the items down. 

We set up an emergency DP at the Manhattan Fruit Contracting 
Co., which had ample space for that purpose, and a number of other 
extraordinary measures were taken which were not our normal 
procedure. 

In my conversation with Mr. Nat Freedman, he felt that some 
vendors in the street or some trucking firms might have gotten the 
wrong idea from the extraordinary measures we had taken, and 
requested that I republish our policy with regard to these trucking 
firms. 

So at the conclusion of the strike, I directed Colonel Riley to prepare 
this letter, restating our policy and thanking the trade for their 
cooperation during the strike period, which was a very trying one for 
us and for them. 

I would like to clarify one other point about these lemons. 

This complaint has been brought up several times. Each time it 
has been brought up, I have caused an investigation to be made of it, 
and the complaint has been investigated by a representative from 
Chicago. 

The facts with regard to the certificate of the Department of Agri- 
culture which purported to pass certain lemons that were alleged to 
have been offered us on a particular night are these: 

It was a certificate which covered a different brand, completely. 
Our records show that the lemons that were offered Mr. Woodside, 
and in the presence of Colonel Riley, were one brand, and that brand 
was noted on the worksheets on which the bid was noted that night. 
And the certificate which was presented for the so-called lemons later 
was for a different brand. 

So there are two possibilities there: That a completely different 
brand of lemons was offered to the inspector for inspection; and the 
fact that they could have repacked the lemons and reworked them. 

As a matter of fact, that is one of their big functions there, reworking 
and repacking items. And it could have oan very easy for them to 
repack the lemons, and we frequently allow them to do that. When 
we buy and an item does not come up to grade, we will let them repack 
it and take out the fruit that has a defect and prevents it from grading, 
and replace it with other fruit that will grade. 

Mr. Mutter. Why was that not done in the first instance, then, 
and save the 50 cents a case? 

Colonel Harpiman. Because we didn’t buy those lemons. 

Mr. Mutter. I know you did not buy them the first time, but you 
did buy them after they were reworked. They were being offered, 
the night they were offered before they were reworked, they were 
being offered at approximately 75 cents less than you bought lemons 
for that night. 

Colonel Harpiman. I cannot admit that these 
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Mr. Mutrer. The next day, or 2 days later, after being reworked, 
assuming they were reworked, they went for 50 cents more. 

Colonel Harprman. I do not think that anyone can show that we 
bought those same lemons again. . 

Mr. Mutrer. But the point I am raising, if these lemons could have 
been reworked, why did your buyer not say, “All right, we are going 
to save 50 cents per case, provided you rework this case and give us 
the top of the mark’’? 

Colonel Harpiman. The lemons we bought were of better quality 
than those offered. We do not merely buy an item because of grade 
U.S. No. 1. We try to get the best buy. And the lemons we did 
buy were a much superior lemon at only a slightly increased cost. 

Mr. Mutrer. You know, Colonel, if somebody should get out the 
record of the hearings of the Hart investigating committee, here in 
the city of New York in 1943, you would hear the same excuses as 
to why you cannot get competitive, sealed bidding in buying fresh 
fruits and vegetables. And yet the city went to competitive bidding, 
and there has not been a complaint since. 

We heard the same argument over and over again, ““You have got 
to look at the merchandise,” and “You have got to get the top of the 
mark,” and, ‘‘What I like, the other fellow won’t like,” and “It is a 
matter of my judgment against his judgment,” and ‘‘While it may all 
grade out as the same grade, we want the top of the grade,” and ‘‘We 
don’t want the middle of the grade,” and ‘‘We don’t want a mixture of 
the grade.” 

We had the same excuses all the way up and down the line for 
almost every witness that came before us, except from the trade, 
and the trade said, “If you give us competitive bidding, competitive, 
sealed bidding, they can call for the top of the grade or the middle 
of the grade or whatever they want, and they will get precisely what 
they want, at our expense,” said the vendors, ‘because, if we don’t 
give it to them, they will throw it in our teeth and we will have to 
stand the expense of taking it back or reworking it.” 

Colonel Harpiman. May I make another point? 

Mr. Mutter. Surely. 

Colonel Harpiman. These wholesalers in the street generally do 
not handle more than a half dozen items, and we buy a great many 
different items. If you remember the testimony of the commissioner 
from New York, he stated that his invitations to bid were on an 
all-or-none basis. That means that somebody who does not have 
all the items has got to go out and buy all those items from some- 
body else. 

Now, the big wholesaler who is a receiver for those things is not 
going to fool with this kind of business. He is not going to become 
a purveyor just to please the United States Government. He wants 
to continue doing business in his own way, the way he has been doing 
it for many years, the way he does with the buyers of the chainstores 
and with the buyers of the purveyors of the city of New York, and 
he will not fool with that. So, rather than enlarging the competition, 
we are going to restrict the competition. 

I would like to point out that the commissioner of the city of New 
York said that, normally, he gets bids from 10 to 12 bidders. I would 
like to know how many of those 10 or 12 bidders normally get the 
business. 
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We get bids, and we give business to as many as 50 to 60 vendors, 
not 10 or 12 or not 5 or 6. 

Mr. Mutter. I suggest you take the New York City list and New 
York State list and invite those people to bid. 

Colonel Harpiman. Those purveyors are not in the market where 
we buy or we would be buying from them. 

Mr. Mutter. Let us be perfectly frank and fair about it. If the 
United States Quartermaster Corps were not buying these millions 
and millions of dollars’ worth of fresh fruits and vegetables, who would 
buy them? If the Quartermaster Corps stopped buying these mil- 
lions and millions of dollars’ worth of merchandise of fresh fruits and 
vegetables tomorrow, there would be a glut on the market of all these 
products they are buying; would that not be so? 

Colonel Harprman. I think that is a matter of conjecture, sir. 

Mr. Mutter. Well, conjecture with me. Is it not a fair conjec- 
ture? 

Colonel Harpiman. Shall we assume, then, that the Army is dis- 
banded and the Army no longer needs food? 

Mr. Mutter. No. Let us assume they are buying it elsewhere. 
At least, assume they are buying their citrus fruit elsewhere. I can 
understand the reason for buying lettuce and shipping it overseas. 
I would not touch lettuce overseas unless it came from the United 
States, or unless you procured it for an Army installation; I would 
not eat lettuce anywhere else on the Continent. But I would not 
hesitate to eat any fruit that can be peeled, no matter where it came 
from. Now, suppose you start buying your citrus fruits for use on 
the Continent from places other than here. Would we not have a 
glut on our market? 

Colonel Harpiman. Do you feel we should buy it on the Continent? 

Mr. Mutter. I did not say that. I am trying to determine now 
whether or not the fact is that if Quartermaster serves notice in this 
market you are not going to buy citrus fruits here or any other fruits, 
there would be a glut on the market and you could bring the price 
down. You certainly would get better prices on competitive, sealed 
bidding if that was the situation. Is that not a fair statement? 

Colonel Harpiman. No; I do not think it is. If we served notice 
on the trade that we were not going to buy anything on the market, 
that would only affect the price for a few days. These people do not 
buy for months ahead. These prices change from day to day, depend- 
ing on the local conditions. When you have a heavy rain in Texas, 
it affects the price of lettuce in New York. 

Mr. Mutter. That is right. 

Colonel Harpiman. If we said we were not going to buy any lettuce 
today, it might or might not affect the price, depending on how much 
there was. 

Mr. Mutter. Would the same situation happen on celery and on 
citrus fruit? 

Colonel Harpiman. I would think so. It is not exactly the same, 
because—— 

Mr. Mutter. They are more staple articles than lettuce. 

Colonel Harprman. They are a more hardy item, and stored for 
longer periods of time. If a man doesn’t sell it today, he doesn’t 
have to worry. He can, perhaps, sell it tomorrow. 

But if he is stuck with a carload of lettuce and the stuff—— 
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Mr. Mutter. The fact is, is it not, Colonel, that the exception that 
the Quartermaster avails itself of in order to avoid sealed bidding, the 
item “Perishable foods” may be bought as an exception, you classify 
anything and everything in the fruit and vegetable market as perish- 
able except the canned goods; is that not so? You do not try to dis- 
criminate between the item that can be stored 1 month, 2 months, or 
5 months? 

Colonel Harprman. What we mean by “perishable” is an item 
that requires special temperature control. In other words, it either 
has to be refrigerated or it has to be kept from freezing. That is why 
we call it perishable. 

Mr. Motrter. I think I might have interrupted you, Colonel. Is 
there anything else you wanted to say? 

Colonel Harprman. Well, there are a couple of other points, if I 
can just get my train of thought back. 

Mr. Mutrer. Let me say this, Colonel; we will keep the record 
open. If there is anything else which you or General Laux or any of 
the other men want to add to the record, you may send it forward to 
us, and we will be happy to add it to the record. We do not want to 
put you in a false position or take advantage of you and have you give 
extemporaneous answers on matters which require more thought. 

Colonel Harprman. I have given them plenty of thought. I work 
with them day to day, and I want to see them clarified in this meeting. 
I notice you made a great point of some of these small dollar purchases 
we have, and that is a great problem with me, and I would like to cut 
that out. But the only way I could do that would be to restrict 
competition. 

The reason we have those small purchases is because we do go to 
everybody and give everybody a chance. If I would say to my buyers 
today, ‘‘Now, I don’t want you to deal with any of these small fellows 
that can’t do $10,000 worth of business a month with us,” they could 
do that and I could cut out all those small purchases. 

But I cannot do that. The little fellow who can only do $30 or $40 
or $100 worth of business in a 1-week period gets his chance just like 
the big fellow, and it costs us money to do it, but I can’t cut it out 
without restricting competition. 

And it has been a problem I have worried about a great deal. 

Mr. Mutter. The point I was making about the small items was 
not that you should stop buying the small items. You cannot. You 
have got to do it. 

Colonel Harprman. I can’t understand why we should be criticized. 

Mr. Mutter. I cannot understand why a buyer makes 3 visits to 
buy $13 worth of items, and makes the same 3 visits to buy $10,000 
worth of food in the same market. 

Colonel Harpiman. Well, some of these may be bought for resale 
and may be items of special use. For example, some Navy installa- 
tion wants a particular quantity or a small item for a submarine, or 
something like that; we go out and buy it for them. 

Mr. Mutter. While I cannot approve it, I can understand your 
sending the buyer out into the market to buy these little items. I 
cannot understand why these buyers do not sit in their office and 
review sealed bids and make one inspection as to whether or not the 
vendor complied with the specifications in accordance with his bid 
and the specifications of his order. 
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Colonel Harpiman. I think that has been brought out, but I do 
not think it has been sufficiently brought out. I would like to 
emphasize it a little more. 

In order to have formal advertising and sealed bids, you have to 
have timely notice in advance, and people have to make bids in 
advance. And the people who are making these bids are a very 
few people of the purveyor type who are willing to go in on this 
“all or none” type of gambling, you might call it, because they do 
not know what they are going to have to pay for the item when 
they buy it to deliver it to you, so they just take a gamble. 

In fact, the Navy used to use contracts of that very type here, 
and we have taken over their work and eliminated those contracts 
because they were paying exorbitant prices for the items on these 
contracts that were handled on a sealed-bid competitive basis, and 
by these same firms that are handling it for the city of New York 
and the State of New York. 

They are just gambling, and they have got to set their price high 
enough so if the market goes up a week from now or 2 weeks from 
now, they will still be able to come out with clean skins. 

If they have got a contract to supply you with an item that meets 
grade U.S. 1, and there is no grade 1 on the market or the grade 1 
items are in short supply and have gone up to $4 or $5 a case and 
they have got to go out and buy that stuff, they are going to lose their 
shirts. 

And the only way they can lick it is to buy the cheapest stuff they 
can buy and get past your inspectors. 

Now, one thing that wasn’t brought out by either of the gentlemen 
from New York and New York City was when those inspections are 
made and who does them. 

Now, it is only hearsay, but I understand that very little inspection 
is made by the State inspectors—— 

Mr. Mutter. You could not be further from right. 

Colonel HarpIMAN (continuing). That the local steward of the 
institution inspects the stuff, and if he feels it does not meet grade, 
then he may call for a State inspector, and an inspector will come in 
and look at it and see whether it should be rejected. 

Mr. Mutrer. That is not my information as to how either the 
city or State operates. As a matter of fact, I think you heard the 
city commissioner of purchase indicate that he has no control over the 
inspector. It is different with the State. The New York State 
Department of Agriculture is headed by men who are appointed by 
the Governor of the State, just as the commissioner of purchase is 
appointed by the Governor of the State. To that extent, although 
they are independent, they owe their loyalty to the same appointing 
head. 

But in the city of New York, the inspectors are appointed by the 
comptroller, who is one elected official, while the purchase commis- 
sioner and his staff are appointed by another city official, completely 
independent of each other. 

Colonel Harpiman. I did not mean to allege that they weren’t 
loyal or efficient or perfectly responsible people. The question I 
wanted to ask was, how often do they inspect? 

Mr. Mutrer. Let me counter you with this question: What good 
is your inspection by an independent department of Government? 
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The Department of Agriculture is entirely independent of the Quarter- 
master, they inspect for you, and then you can reject their inspection. 

Colonel Harpiman. We do in a sense, but we do as a reasonably 
prudent man would do under the circumstances. We do not act 
arbitrarily on those things. 

Mr. Mutrer. If you are going to take your buyer’s inspection, 
why do you not take his first inspection and save the money? You 
pay for the Department of Agriculture inspection. 

Colonel Harpimman. Yes, sir. 

Mr. Mutter. You are billed quarterly for inspections by the 
Department of Agriculture. If you are going to rely on your inspec- 
tors. why do you not save that money? 

Colonel Harpman. In the first place, the buyer could not be every- 
where at the time the inspection is required. In the second place, I 
think it is a good thing to have an independent check on these things, 

Thirdly, I have a policy to follow, and I follow it. I do not think it 
is necessary. I have perfect confidence in the ability of those buyers. 
I visit the markets, I visit the installations. I have letters from out- 
lying installations telling about the wonderful stuff they have gotten 
and how wonderful it has been for the troops’ morale. And | have 
gone down and visited new stations we have taken over, and they said 
this was wonderful. 

We do not need Department of Agriculture men to tell us whether 
we are getting good stuff or not. 

Mr. Mutter. Does that complete your statement, Colonel? 

Colonel Harprman. Let me see. One more. 

You made a point of whether or not we dump items overseas, and I 
think the implication was left, or at least the inference was, that the 
reason items are dumped overseas is because we are doing a poor job 
here, and if we used competitive bidding and sealed bids, that we 
would not dump anything overseas. 

Mr. Mutter. I made no insinuation as to the reason for it. That 
is why I asked for the information. After we get the information, 
we may draw some conclusions and make some recommendations. 

Colonel Harpmman. That is what I would like to 

Mr. Mutrer. As of now, there is no inference to be drawn as to 
who is responsible for it. 

Colonel Harpiman. That is why I would add something on that 
particular point. 

Mr. Mutter. Yes. 

Colonel Harpiman. I was overseas in Germany in 1947, and I was 
chief of purchasing during the year 1948 over there, and we attempted 
to buy fruits and vegetables in the various countries in Europe, ex- 
cept Germany, where we would not affect their economy, where we 
could buy things that would be healthful for the troops to eat. 

And we found that we could not get everything that we needed 
and everything that the families wanted. So experiments were 
tried, making trial shipments of items from the States to see whether 
it would be feasible to ship such things as celery or lettuce or canta- 
loupe or apples, things of that sort, over. 

There were some losses, of course, because it takes a ship some 13 
days to make a turnaround between Bremerhaven and Bayonne here, 
and that is a long time, and the water may be rough and refrigeration 
equipment may break down, or it may be contaminated by other items 
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that are stored in with it so the ship takes a full load, and many things 
can happen that cause deterioration, and there was some deterioration 
and some of the stuff had to be thrown out. 

But it was felt that enough of the stuff got over there to make it 
worth while to attempt to supply our troops with what the people 
back here in the States enjoyed, and so we continued that practice. 
And I have no doubt that some of the items that get over there are 
not fit for consumption when they arrive, but it is not because we 
don’t buy the very best that we can get. It is not because we haven’t 
an expert down there at the port who looks at it just before it goes 
on the ship and who says that will carry for 10 or 13 days if it is given 
reasonable care. 

Mention was made of my port liaison officer who works very closely 
with the port on these ship slippages and accelerations, and the 
question was brought up as to whether that was an unusual case. 

It got to the point where it was a major problem with me. Thirty 
percent of every shipment we were making was either an acceleration 
or a slippage. We would get word that a particular ship was going 
to load at a certain time on a particular day. Our transportation 
officer would line up the transportation facilities, the warehouse would 
pull the food out of the cooler and get it loaded on these refrigeration 
trucks and ready to run them down to the port, and then we would 
get word the ship isn’t going to be in today; or perhaps we have a 
carlot of stuff coming in and the ship is due on a particular day, and 
we get word that we are going to load 5 days early on a different ship. 

Those things happen all the time, 30 percent of the time in the 
summer months when I was keeping track of that problem. It has 
been somewhat reduced because of our close coordination between 
BAT and Overseas Supply Agency, but it is still a problem. 

Mr. Mutter. What happens to the merchandise that is all ready 
to go on the ship and the ship is not in or is not going? 

Colonel Harpiman. We have to divert it to domestic use. 

Mr. Mutrer. And when the ship is ready to go, you have to buy 
again? 

Colonel HArpImAN. We have to buy again, yes, sir. 

That completes my statement. 

Mr. Motrer. Thank you very much, Colonel. You have been 
very helpful. 

Colonel Harprman. Thank you for giving me a chance to make it. 

Mr. Mutter. I imagine that the businessmen who are most 
interested in the problem have been sitting around here most patiently 
waiting for their opportunity. I see some of you looking at the clock, 
10 minutes to 5. 

I do not want to stop anyone or prevent anyone from making a 
statement here. If any of you would prefer to submit to us a written 
statement, we will be very glad to take it and make it a part of the 
record, if along with that you will understand that we may then 
address some questions to you which we will want you to answer, 
your statement and the answers to the questions all to be under oath 
and made a part of the record. 

If any of you desire to do that, we will be very pleased to have you 
come forward and list your names with the reporter, and then you 
may go. 
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On the other hand, I am going to ask some of you to come forward 
and testify. 

Mr. TreewaterR. Treewater, Maxwell Treewater. 

Mr. Mutter. Where do you live, sir? 

Mr. TrenwatTerR. 35 Alto Parkway, Mount Vernon, N. Y. 

Mr. Mutter. What is the name of your firm, sir? 

Mr. TreewaTerR. Thorman Baum & Co. 

Mr. Mutter. And you will submit a written statement to us, sir? 

Mr. TrenwatTer. Yes, sir. I have a committee of purveyors here 
who just want a few words with you, Mr. Chairman. 

Mr. Mutter. You want to put it on the record? 

Mr. Treewater. That is right. 

Mr. Mutter. Then suppose you—are you the spokesman for the 
group? 

Mr. TrREEWATER. I am, and there are four of us here. There is 
one other who may want to have something to say, but I am the 
spokesman of the group. Give me 3 minutes. 

Mr. Mutter. Very good. 

Will you identify your associates and the other members of the 
committee? You will be the only one to speak. 

Mr. FeiuerMan. Charles Fellerman. 

Mr. Muurter. And your residence? 

Mr. FELLERMAN. 12 West 72d. 

Mr. Mutter. And the name of your company? 

Mr. FreLuterMan. Excellent Food and Produce Distributors, Inc. 

Mr. Mutter. Excuse me just a moment. 

Mr. Treewater, do you operate under any firm name other than 
Thorman Baum? 

Mr. TREEWATER. We have a selling agency, Clark Hutcheon, 
Dalzell, Inc. 

Mr. Mutter. Mr. Fellerman, do you operate under any other 
name other than Excellent Food and Produce? 

Mr. Fetterman. No, sir. 

Mr. Mutter. Your name, sir? 

Mr. Krayer. Willard Krayer. 

Mr. Mutter. Your residence? 

Mr. Krayer. My residence is 22 Wallbrook Road, Scarsdale, N. Y. 

Mr. Mutter. And the name of your company, sir? 

Mr. Krayer. Anthony Krayer, Inc. 

Mr. Mutter. Do you operate under any other name? 

Mr. Krayer. No. 

Mr. Mutter. Your name, sir? 

Mr. Wa tuen. Gilbert Wallen. I reside at 17 Marginal Road, 
Bethpage, N. Y. 

Mr. Mutrer. And the name of your firm? 

Mr. WaLLEN. Fina Fruit & Produce Corp. 

Mr. Mutter. Does your company operate under any other name? 

Mr. WatueENn. No, sir. 

Mr. Mutter. Will you, sir, if you are going to be the spokesman, 
be sworn? 

Mr. Treewater, do you solemnly swear to tell the truth, the whole 
truth, and nothing but the truth, so help you God? 

Mr. TREEWATER. Yes, sir. 

Mr. Mutter. You may proceed. 
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TESTIMONY OF MAXWELL TREEWATER, MOUNT VERNON, N. Y., 
REPRESENTING THORMAN BAUM & CO. 


Mr. Treewater. At the start, Mr. Chairman, I would say we 
would send in the briefs you suggested, but there were some comments 
made here this afternoon which we want to refute, and that is the 
only reason we are speaking. 

In the first place, I want to refute Mr. Kenyon, who represents the 
Department of Agriculture. 

He was asked a question: what the purveyors do, where they procure 
their merchandise, and so forth. He gave the committee to under- 
stand that the Army Quartermaster is buying the merchandise right 
at the same place that the purveyors do. Consequently, we would 
be ridiculous to attempt to bid for the quartermaster. 

That isnot so. In the first place, there are 22 firms that represent 
the purveyors in New York City. We operate about 200 trucks, 600 
men. We have facilities for 150 cars, cooler space. So we have the 
edge already on the commission merchants. They have no facilities 
for that. They buy and sell the same night. 

We repack, we examine, and we deliver to destination. We all sell 
the State of New York and the city of New York. We sell several 
installations, all around the area. We do as far as 200 miles. 

Mr. Mutter. You say “‘installations.”” You mean 

Mr. TrEEWATER. Veterans’ hospitals and such; we sell all of them. 
If it is not I, it is another one of us. Some of the bigger firms are not 
here today. We are representing them 

Now, as far as procuring fruit, we all procure it in the same place. 
There is a New York fruit auction, there is a Brown & Seccomb auction, 
They sell the fruit to everybody, the people on the street, that is, the 
commission merchant on Washington Street, and we buy at the same 
place. 

We buy potatoes direct from Maine, carlots coming in right to our 
siding, the same as the rest of them. 

We buy tomatoes at auction, the same as the rest of them. 

So, it is a fallacy to say that we are not in the same category. 

Yes; we have one edge on them. We are the department store of 
the industry. Wew atch everything we sell. 

The Quartermaster has nothing to lose when we do bidding. If 
our bid isn’t low, we don’t get the business. At le ast, one thing they 
know; if we do bidding and they have got a price, it is going to be 
delivered right to the place. They are not going to dream of buying 
tomatoes for $5 on the street and it may cost them $7 by the time it 
reaches the destination. We guarantee to put the bid in, deliver to 
the source, examined, Government inspection. Nobody has anything 
to lose. 

If the price isn’t right, we just don’t get the business. It is a sealed 
bid. 

Now, we have done it with the State of New York for years. We 
have done it with the city of New York for years. You heard their 
testimony here this morning, gentlemen. We are the ones that have 
been supplying them. 

That is all I have got to say. 

Mr. Mutter. And you want to supply the Quartermaster Corps? 

Mr. TREEWATER. Yes, sir. 
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Mr. Mutter. Have you or any of your group advised the Quarter- 
master Corps from time to time you wanted to supply them? 

Mr. TreEwatTeR. Yes, sir. From time to time, there has been quite 
a bit of discussion. They have gotten nowhere. I will give you my 
own instance. About 8 years ago, I had a contract for about 3 weeks. 
I had to use a certain truckman. 

Mr. Mutter. You say you had a contract? 

Mr. Treewater. Yes, for 3 weeks; that is all. 

Mr. Mutter. You mean the buyer came in for 3 weeks and bought 
what you had? 

Mr. Treewater. Yes; fruits and vegetables. 

Mr. Mutrer. The so-called spot buying? 

Mr. Treewater. Yes. Dix, Kilmer, and Monmouth. It stopped 
after 3 weeks, and I didn’t question it any further. I know what the 
score is. 

Mr. Mutrer. You said something about the truckman. What 
about the truckman? 

Mr. TreewaTer. Some truckman had to do the delivering. We 
couldn’t deliver it. 

Mr. Murer. What was the name of the truckman? 

Mr. Treewater. Baraclough. 

Mr. Mutter. You had the trucks and the men and the facilities 
to make the deliveries? 

Mr. TrREEWATER. We have got everything. 

Mr. Mutter. But, as a condition of getting the business from the 
Quartermaster Corps, this truckman had to do the delivering? 

Mr. TreewatTer. Yes. That is 8 or 9 years ago. 

Mr. Mutter. Who had to pay for the delivering? 

Mr. TrREEwATER. We did; whatever he asked for it. That was the 
end of that. That was about 8 or 9 years ago. 

Mr. Mutter. How long did you have to wait for your money? 

Mr. Treewater. We got paid pretty good. 

Mr. Mutter. Does the Quartermaster pay promptly? 

Mr. Treewater. They should all pay that promptly. They are 
good payers. I don’t worry about the United States. They don’t owe 
me enough. When something is hearsay, [ can’t put it on the record? 

Mr. Mutter. That is being fair. 

Mr. TreewaTter. There is one more. Where is Lee? 

Mr. Mercentime. Lee Mergentime. 

Mr. Mutter. What is your address, sir? 

Mr. MerGentiMe. 707 Avenue R, Brooklyn 23. 

Mr. Mutter. What is the name of your firm? 

Mr. MercentiMe. Mergentime, Inc. 

Mr. Mutter. Do you want this gentleman to say something to us? 

Mr. TrREEWATER. Yes. 

You tell him what your experience was at one time with your camps. 

Mr. Mutter. Will you rise, sir? 

Do you solemnly swear to tell the truth, the whole truth, and nothing 
but the truth, so belp you God? 

Mr. MERGENTIME. Yes. 

Mr. Mutrer. Will you proceed? 
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TESTIMONY OF LEE MERGENTIME, REPRESENTING 
MERGENTIME, INC. 


Mr. MerGentime. The only contribution I could make is it was 
over 8 or 9 years ago. This is when Quartermaster was first set up, 
and at that time they had everything going through on a sealed bid. 

The way it was set up at that time, I believe it was for each individ- 
ual installation, and then, of course, with any troopship or anything 
coming through, it was done that way. 

And it was “worked out at that time on an all-or-none basis for the 
low bidder. 

I know Mr. Treewater says that he had enjoyed a good bit of that 
business. I know at that time we had, too. For that short period, 
oh, we probably got about 20 or 25 percent of the business. 

Mr. Mutter. Was there any difficulty about making delivery to 
the ships then, on short notice? 

Mr. Mercentimr. Well, no; we never had that. We never had 
difficulty with that at all. As a matter of fact, well, for the last 40 
or so years, we did business with the Navy on a regular monthly con- 
tract, which also was Government inspected at the navy yard in 
Brooklyn. 

Mr. Mutter. Was that contract awarded by sealed bid? 

Mr. Mercentimr. That was on a sealed bid, and an item-for-item 
basis. 

Mr. Damas. Mr. Chairman, I would like to ask these 2 gentlemen 
1 question. 

Mr. MERGENTIME. Yes, sir. 

Mr. Dawoas. I asked a question earlier about a bid that would be 
in today for a perishable item to be delivered next week on a sealed- 
bid basis. My question is this: Does your industry, your part of the 
industry, operating as you do, have any objection to future bidding, 
whether it be a week or a month? 

Mr. TreEewaTeR. We do it now. 

Mr. Damas. That is part of the risk of doing business? 

Mr. TreEewaterR. I was going to answer the colonel here. They 
all worry about us losing money when we put a bid in. Let us do 
the worrying. We are the gamblers. We supply, excuse me, a big 
institution now in Jersey City. 

Mr. Daumas. You would be promptly willing to compete against 
anybody in the market for that business? 

Mr. Treewater. Absolutely. That is right. If we are not lucky 
enough, if the prices are not right, then we don’t get it. It is that 
simple. 

Mr. Mutter. If you get the bid, and the merchandise does not pass 
inspection, then you will have to take it back and take the loss. 

Mr. TrREEWATER. We have done it before. 

Mr. Mutter. And pay damages in addition. 

Mr. TreewaTeErR. Yes, sir. We have been in business a long time. 

Mr. Mutter. And all ‘of your group is responsible? 

Mr. TREEWATER. Yes, sir, we are a responsible group. 

Mr. Mutrer. Mr. Wallen, would you like to make a statement? 
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Mr. WaLLEN. Yes, sir. 

Mr. Mutter. Do you solemnly swear to tell the truth, the whole 
truth, and nothing but the truth, so help you God? 

Mr. WauuEN. | do. 


TESTIMONY OF GILBERT WALLEN, BETHPAGE, N. Y., REPRESENT- 
ING FINA FRUIT & PRODUCE CORP. 


Mr. Wauuen. It has been brought out here the Army has to 
transport this merchandise overseas in 13 days. 

In my way of thinking, it is not such a heck of a long time. There 
are steamship companies with first-class ships being stored with high- 
class merchandise. Mr. Kenyon, who inspects the stuff, can vouch 
for that. I think they make longer trips and return with the stuff. 
They may be gone 2 months. 

As far as fast delivery, I supply tankers. I supply a tanker within 
12 hours’ notice. There is no problem. We are set up for that type 
of business. 

The men in the market are not. They have the stuff for today. 

Mr. Mutter. Have the Quartermaster buyers been calling on any 
of you gentlemen? i 

Mr. TREEwaATER. NO, sir. 

Mr. Wauuen. My place is in Brooklyn. 

Mr. Mutter. Is there any reason why they can’t go to Brooklyn? 

Mr. Watuen. I don’t know, sir. 

Mr. Mutter. Is the merchandise as good in Brooklyn as any part 
of Manhattan? 

Mr. Watien. The Department of Agriculture say that it is. I 
am the closest purveyor from the 57th Street pier in Brooklyn. 

Mr. Mutter. Gentlemen, we appreciate your coming here. We 
are sorry to have kept you so late. 

Mr. TreewaTer. That is perfectly all right. 

Mr. Mutter. Will you supply anything you want to put into the 
record? 

Mr. TreEwaTER. This we wanted to put on the record. 

Mr. Mutrer. Thank you very much, gentlemen. 

Mr. Mutrer. Is Mr. Erdman still with us? 

Come forward, Mr. Erdman. 

Do you solemnly swear to tell the truth, the whole truth, and nothing 
but the truth, so help you God? 

Mr. Erpman. I do. 

Mr. Mutter. Will you sit down, please, and identify yourself? 


TESTIMONY OF MARTIN ERDMAN, NEW HYDE PARK, LONG 
ISLAND, N. Y., REPRESENTING KRISP-PAK, INC. 


Mr. Erpman. Martin Erdman, 1113 Cedar Drive West, New Hyde- 
Park, Long Island. 

Mr. Muurer. What is the name of your firm? 

Mr. Erpman. Krisp-Pak, Inc. 

Mr. Mutrsr. Are you an officer of the company? 

Mr. Erpman. Yes, sir. 

Mr. Mutrer. What officer? 

Mr. ErpMan. Secretary-treasurer. 
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Mr. Mutter. You may proceed in your own way to make your 
statement. 

Mr. Erpman. Well, getting back to the fact that these gentlemen 
were purveyors there, I wanted to ask a question of them, if any of 
them are carlot receivers. 

Mr. Mutter. Are they called receivers? 

Mr. Erpman. That is right. 

Mr. Mutter. What is the difference between a purveyor receiver 
and a bonded commission merchant? 

Mr. Erpman. Well, a bonded commission merchant is a man 
licensed by the Department of Agriculture to purchase out-of-sight 
commodities, and is bonded by the Department of Agriculture. 

A commission merchant usually buys carlot merchandise from these 
farmers. He may buy 2 or 3 cars of merchandise and get 1 on the cuff. 
In that way he gives them sort of an incentive to sell his other mer- 
chandise at a reasonable price, where when they get the car on com- 
mission, they will be able to sell it for less than the normal market 
price. That is an inducement that the shipper will give a receiver 
here in New York. 

Otherwise, we buy the cars direct. We, in turn, have to sell these 
cars on the New York market, and the customers on the market are 
the purveyors, chainstores, and large jobbers, who in turn will sell it to 
small retailers on the outlying markets. 

Mr. Mutter. Is your firm a receiver? 

Mr. ErpMan. Yes, sir. 

Mr. Mu rer. And is it a bonded commission merchant? 

Mr. ErpMan. Yes, sir. 

Mr. Mutter. Is it a purveyor? 

Mr. Erpman. No, sir. 

Mr. Mutter. Do you sell in less than carload lots? 

Mr. ErpMan. Yes, sir. 

Mr. Mutter. Are you a wholesaler? 

Mr. ErpmMan. What would you call a wholesaler? I don’t get your 
definition of a wholesaler. 

Mr. Mutter. You give us yours. 

Mr. Erpman. I will sell one package to a carlot. We have a store 
on the Washington Street market. Any man who comes down there 
and will buy from us, if he has a credit rating, we will charge him. If 
he has no credit rating, he will pay cash. We will sell any item we 
have in the store, from one wagon to a carlot. 

Mr. Daumas. It seems to me, from what you say, a wholesaler is 
both a receiver and a purveyor. He receives it and then he sells it. 

Mr. ErpMan. A purveyor is a man, he gets orders on bids, will 
come down to the market to purchase his order. He won’t buy a car- 
lot. If a man needs 50 beans, he is not going to buy a truckload of 
beans or a car of beans, or a car of carrots when he needs a hundred 
carrots for a delivery on a purchase. He can’t afford to do that. He 
would have too much storage to put in. 

He therefore has to come into the Washington market. That is the 
reason for them to come down there and purchase. They will try 
to purchase at the price where they can make the bid. 

The commission merchant will not sell him unless he can get the 
top of the mark. He doesn’t care who is buying it. The commission 
merchant will sell a package that night in order to alleviate—he is 
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getting other supplies in the following night, and he has to move his 
stuff. He tries to get the top of the mark at 1 hour. The price may 
change an hour or two later. The idea is to move the stuff, because 
there is more coming in. 

But we buy in carlots: we sell in carlots, or single packages, as long 
as you move the merchandise. 

That is the prime purpose of the merchandise down there. 

Mr. Mutrer. Do you pack your merchandise for resale? 

Mr. ErpmMan. We have two businesses. We are a packinghouse, 
too. We package, in cellophane bags, spinach, coleslaw, carrots; we 
sell them to the chainstores and to jobbers. 

They, in turn, sell it to the small retailers. 

We also have a greens business. We specialize in greens, carrots, 
spinach, and that stuff. 

Mr. Mutter. All these companies operate under the same name? 

Mr. Erpman. Krisp-Pak. 

Mr. Mutter. In the same place? 

Mr. ErpMan. We havetwostores. We have a packinghouse which 
is around the corner from the Washington Street store. 

Mr. Mutrer. Do you have a refrigerator there? 

Mr. Erpman. Yes, sir, we have 5 iceboxes; we can store about 5 
cars of stuff. 

Mr. Mutter. You have facilities for repacking your merchandise? 

Mr. Erpman. Yes. We do repacking, too. 

Mr. Mutter. In other words, if a package or a crate is not up to 
grade, you eliminate the bad and repack it so as to bring it up to grade? 

Mr. Erpman. That is right. There are certain times of the year 
when you buy from the local farmers. A local farmer is not concerned 
in what container he puts his stuff in as long as he gets it out of the field. 
You may get a shipment from a farmer, and he will have 5, 15, or 20 
types of containers, different weights. 

You will get customers who want the packages in a uniform size, 
and we in turn will repack it. And most of the farmers will leave 
foliage on the plants, and many times we have to trim that off in order 
to make it meet grade. 

Mr. Mutter. Do you know the buyers who represent the Quarter- 
master Corps in this area? 

Mr. Erpman. Yes, sir. 

Mr. Mutter. Do they come in to your place regularly? 

Mr. Erpman. If they don’t, I go out after them. 

Mr. Mutrer. You go out to bring them in? 

Mr. Erpman. That is right. 

Mr. Murer. How many are there? 

Mr. Erpman. Well, I guess about five or so. They keep changing 
over. 

Mr. Mutrer. Your firm has been getting a very substantial part 
of the Quartermaster fresh fruit and vegetable purchasing, hasn’t it? 

Mr. Erpman. Well, I guess we do a good bit without them, It is 
not in greater proportion than other people. 

Mr. Mutrer. How many employees do you have? 

Mr. Erpman. About 50. We sell or cater to the service. We also 
do it for the chainstores, as well. We start our operation in the after- 
noon. We start work at 3 o’clock in the afternoon in order to meet 
the night market. 
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If a buyer, that would be the Quartermaster or chainstore, comes 
out and says they want a certain commodity put up in a certain con- 
tainer—the Army buys carrots for overseas shipment. The carrots 
come in in bags. They must be put in containers to be shipped, 
wooden containers, specially constructed containers. 

They give the orders, and we will put them in the specially con- 
structed containers which we store, and in that manner we are able 
to make all packages uniform. 

Mr. Mutter. Do you know any of the gentlemen who just pre- 
ceded you here at the table? 

Mr. Erpman. The few? 

Mr. Mutter. Yes. 

Mr. Erpman. I know the companies. We sell them. 

Mr. Mutter. You know their places of business? 

Mr. ErpMAN. Yes, sir. 

Mr. Mutter. Why can they not do the same repacking and 
shipping? 

Mr. Erpman. I don’t know if they store—they can. I don’t know 
if they can’t, if they have the merchandise on hand. We won’t sell 
anything we don’t have on hand. We won’t go out and buy it. If 
we sell 200 bags of carrots, we have got the carrots in the house. 
They will come out on the street and buy it. 

Mr. Mutter. They will buy ahead, though, will they not? 

Mr. Erpman. No, they won’t. They will only buy on whatever 
order they get. 

Mr. Mutter. What do they do with their refrigerating equipment, 
keep it empty? 

Mr. Erpvman. I think if you walked into some, I think you would 
find them half empty. Besides, the fact is they don’t have, in retail 
sales—what are they going to do with surplus merchandise? They 
sell packages of 15 pounds of beans to a small retail store. What do 
they do with the other 15 pounds? 

Mr. Mutter. Obviously they must be able to do something, be- 
cause they stay in business. 

Mr. Erpman. Yes, because they cater to steamships and people 
who buy 15 pounds and buy in those quantities. 

I wanted to ask them if they bought carlots. They can’t compete 
with me. Every one of these people are customers of mine. 

Mr. Mutrer. Are these people crazy because they want to com- 
pete against you for this Government business and bid against you, 
knowing that to beat your price it has got to be less than yours? 
Are they crazy? 

Mr. Erpman. I know if the Quartermaster went to a bid business, 
I would have to set up an organization to bid each day. 

Mr. Mutter. Yes. 

Mr. Erpman. I work nights, and I couldn’t attend to it, and I am 
sure I would not even bother with it. 

I sold them last night 20 packages. I don’t think it amounted to 
$50. I certainly wouldn’t bid on that, if they have to buy four boxes 
of radishes. 

Mr. Mutter. Nobody has ever suggested that they should have 
sealed bids on $10, $12, and $50 purchases, but nobody yet has given 
us any good reason as to why there could not be—— 

Mr. Erpman. Well 
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Mr. Mutter. Let me finish the question. 

Mr. Erpmay. If I had to go out and bid a $50 purchase, I wouldn’t 
bother for it. 

Mr. Mutrer. I just got through telling you—if you would stop 
talking and listen to me, you would hear what I am saying—I do not 
think anybody has suggested there should be competitive sealed bid- 
ding for $10 or $50. 

My next statement is, I should like to have you or someone else tell 
us why there cannot be competitive sealed bidding for the rest of the 
articles. 

Mr. Erpman. All right. We will take the summer months, where 
the commodities don’t come in on time. We may have a rain and we 
may not have a commodity come in because the farmers cannot come 
out in the field and pick it. We can’t store it in cars. 

If I put in a bid for corn and I don’t get corn in that day, and I have 
got to bid a week in advance, where am I going to get corn? I won’t 
store corn. I won’t store corn 1 day. We can sell corn at night fora 
dollar, and take 10 cents for it in the morning, because—— 

Mr. Mutter. You will not store it? 

Mr. Erpman. Corn won’t hold. Dealers won’t buy it. But I 
have seen it go into institutions; we have sold packages to purveyors 
for a quarter a package that they would be able to sell them, that a 
normal storekeeper wouldn’t take. 

Mr. Mutter. I do not know why you should be concerned about 
these fellows losing money by competing with you. 

Mr. Erpman. Yes, I am concerned, because you are taking the 
business, a sealed bid business, of people who are organized, a handful. 
I believe one of the Commissioners answered this morning there are 
15 bids. There are about 75, 80 merchants selling to the Quartermaster 
each night. 

This business is there. We have got it as a customer. If there 
were sealed bids, that would be lost to the street. There are 15 people 
taking up the volume of business taken up by 80 concerns. 

Mr. Mutter. How many buyers does the Quartermaster have out 
during the day? 

Mr. Erpman. During the day? 

Mr. Mutter. Yes. 

Mr. Erpman. I don’t know how many they have out during the 
day. They have them out at night. 

Mr. Mutrer. How many do they have out at night? 

Mr. Erpman. I saw three last night. Well, there were three buyers 
on the street. I think two were purchasing, and one just observing. 

Mr. Mutter. How many places of business of purveyors, vendors, 
receivers, commission merchants, can one buyer visit in an hour? 

Mr. ErpMan. In an hour? 

Mr. Mutter. Yes. 

Mr. Erpman. It is according to how many items he has to look for. 
The market only reaches for about eight blocks in length. 

Mr. Motrtemr. Is there any reason why he cannot go outside the 
market? Is there any reason why he cannot go out to Brooklyn? 

Mr. Erpman, The merchants in the Brooklyn market, that starts 
later in the evening. The Brooklyn merchants come to the New 
York market to buy unless they are direct receivers, 

Mr. Mutter. There are direct receivers? 
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Mr. ErpmMan. I say there are. But a good proportion comes to the 
New York market to make their filings. The Brooklyn market opens 
at a later hour. The shipments have to be made to these other 
terminals before they break down. Sometimes the stuff has to be 
boatside at 6 o’clock. 

Mr. Mutter. Is there anything else you would like to offer us, sir? 

Mr. ErpMan. Yes. I recall a few years ago we did some competi- 
tive bidding on lettuce. We used torepack lettuce for Quartermaster, 
which was at one time sort of a tough—the purveyors had it, there 
were 5 or 6 purveyors that did the bidding for it, and we had a little 
difficulty bidding in that. 

Finally, one day we decided that we were going—we had always lost 
out by afew pennies. We decided we would cut the price real cheap, 
and we got the bid, and we made a substantial amount of money on 
the deal on a sealed bid. 

The fact was that we caught somebody who had some merchandise, 
we were able te repack it and retrim it, and therefore we were able to 
buy it at a distress price. 

And I say the same thing will continue this way now if there are any 
sealed bids. People will store merchandise and be able to put in a 
“steal”? bid and be able to recondition it, but it won’t be U.S. 1 when 
it is purchased. 

Mr. Mutter. If the specification calls for U. S. 1, they are not 
going to accept it unless it is. 

Mr. Erpman. There are different grades of U. S. 1. I wouldn’t 
eat some of the stuff that is reconditioned. 

Mr. Mutter. Even though it grades U.S. 1? 

Mr. Erpman. That is right. 

Mr. Mutrer. What do you mean, there are different grades of 
U. S. 1? 

Mr. Erpman. Well, we can show you a good illustration. 

You take a Texas carrot, and it will be a big, rough carrot. It 
means the shape and form, and it does not have the grade and coloring 
as, say, a California carrot, but it still meets the grade. 

Mr. Mutter. If the specification calls for California grade 1, you 
cannot substitute Texas grade 1, can you? 

Mr. Erpman. Then you get a rough carrot that will meet grade 1 
in a California carrot, too, and one will be a sweeter eating carrot. 

Mr. Mutrer. And they will both be grade 1? 

Mr. Erpman. That is right. 

Mr. Mutter. How can you tell it until you have tasted the carrot? 

Mr. ErpmMan. You can look at it and see the texture. 

Mr. Mutrer. Take 2 carrots from California, both grading No. 1, 
you can tell which 1 is sweeter than the other without tasting it? 

Mr. ErpMan. We had 2 cars of carrots last week, and the buyer 
wouldn’t purchase 1, some of the bags, rather, he wouldn’t pur- 
chase 1. He only wanted the other one. It was as different as 
day and night. 

_ Mr. Muurer. Then what use is the Department of Agriculture 
inspection rendering? 

Mr. Erpman. It still meets grade. There are no defects on it. 
But one looks much better than the other, and it tastes sweeter. 

Mr. Mutter. And the buyer from Quartermaster coming in and 
looking at 2 California carrots, both grade 1 and both good ones, 
can tell which 1 is sweeter? 
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Mr. Erpman. Definitely. There is a distinct difference there. 

Mr. Mutter. What is the difference? 

Mr. Erpman. Well, if I had a carrot, I would show you. But the 
shape of it, one can be a big fat carrot and taper down, and one can 
be a nice thin carrot. 

Mr. Mutrer. There is no way of describing it so that a specifica- 
tion can call for a sweeter carrot as against the less sweet? 

Mr. Erpman. Well, they may grade it to size or minimum size, 
but some of them make a minimum of an inch and a half or 2-inch 
carrot, and just grade it there. 

There are distinctions, and distinctions on other leafy vegetables 
as well. But the fact remains, is what I am trying to bring out, as 
direct receivers—and I say as far as I know, most of the purveyors 
are not direct receivers, because we sell them all—I don’t see how 
they could be competitive and still give the right type of merchandise. 

Mr. Mutter. I do not think you have any right to complain about 
whether somebody else can compete with you. 

Mr. Erpman. | am not complaining. 

Mr. Mutter. Anybody who wants to compete with you should 
have the opportunity to compete with you. 

Mr. Erpman. They perfectly have the opportunity, from what I 
can gather, this committee. 

Mr. Mutrer. Why do the Quartermaster buyers not call on these 
other people who want to sell them? 

Mr. Erpman. If these purveyors want to sell the Quartermaster, 
why don’t they come down to the area? 

Mr. Murer. They are not down in the area where your place is? 

Mr. Erpman. There is one place down there. 

Mr. Mutter. Where are they? 

Mr. Erpman. Thorman Baum is on 14th Street. Krayer is down- 
town at Warren Street. I don’t know whether he has a packinghouse 
or not. One fellow is from Brooklyn. Mergentime has a warehouse 
on Beach Street. They are right in the area there. Why don’t they 
sell them? 

Mr. Mutrer. Because the buyers will not go in there, and I am 
trying to find out why the buyers go into your place and not into 
their place. 

Mr. Erpman. I have to go out and get them there, many a night. 

Mr. Mutter. You mean to say you can go out and take the buyer 
by the arm and take him inside to look at your merchandise? 

Mr. Erpman. [ tell him what I have got, and I have certain items 
that I want him to look at, and he will come in and look at it. 

Mr. Mutter. Is that what was meant by these notices to the trade, 
about “‘tailing”’ the buyers? 

Mr. Erpman. I don’t have to tail them. I can see them go by, 
and [ will call him and tell him what I have got, and if he needs it he 
will come in and look at it. 

Mr. Mutter. You think these other men who were here could go 
and get the buyers, and the buyers would go in and look at the mer- 
chandise? 

Mr. Erpman. I see their buyers talking to the Quartermaster 
buyers. 

Mr. Mutter. But obviously it has not helped them any, because 
the buyers will not go into their places to look at their merchandise. 

Mr. Erpman. They won’t offer them anything to sell. 
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Mr. Mutrer. I guess they are just talking for the sake of hearing 
themselves talk when they are talking about waiting to sell this 
merchandise. 

Mr. Erpman. They have the opportunity to sell them. 

Mr. Mutrer. How can they sell them if a buyer will not go into 
his place? 

Mr. Erpman. There are only two houses down there in the market 
that are, I would say, in the vicinity of the market. 

Mr. Muttsr. Why should the buyers limit themselves to Washing- 
ton Market? Why should they not go to where the merchandise is 
available? 

Mr. ErpMan. Well, they have a limited time to make the purchases 
in order to get them out to the camps. 

Mr. Murer. Why do they not divide it, go to Washington Market, 
and then to Brooklyn one night, and then to outside? 

Mr. Erpmawn. I couldn’t answer that. 

Mr. Mutrexr. Obviously there is something wrong, in my opinion, 
when you can induce or get a buyer to come into your place and make 
the purchase from you, and you are among the first 4 or 5 in the quan- 
tity of purchases by Quartermaster. 

Mr. ERpMAN. I go after the purveyors that were over here now, 
after their buyers, if 1 have something that I think they need, in order 
to bring them in. 

Mr. Muttrsr. Did Major Lauer talk to you in the last 10 days? 

Mr. Erpman. No, sir. 

Mr. Mutter. Did anybody from Quartermaster talk to you about 
your coming here? 

Mr. Expman. No, sir. 

Mr. Mutter. Did they discuss it with you at all? 

Mr. Erpman. No, sir. 

Mr. Mutrmr. Did they discuss it with the president of your firm, 
Mr. Koondel? 

Mr. Erpman. Not to my knowledge. I don’t know. 

Mr. Mutrer. Anything else? 

Mr. Dawoas. I don’t have anything, thank you, Mr. Chairman, 

I do think, though, that we ought to have a complete list from the 
Quartermaster of what they classify as perishable fruits and vegetables, 
if we haven’t already had it in the record, because all we have heard 
about is lettuce, carrots, and apples. There must be something else. 

General Laux. I could give you that definition, Mr. Chairman. 

The way we define it is anything that requires refrigeration is perish- 
able. Everything else is nonperishable, in our definition. 

Mr. Damas. Could you give us a list, General, of other things that 
meet that definition? 

General Laux. Yes, sir. 

Mr. Mutter. We will be pleased to receive it, General. Thank 
you. 

(The list referred to appears in the appendix.) 

Mr. Mutter. Thank you very much, Mr. Erdman. 

Heller Bros.? Will you come forward, sir? 

Do you swear to tell the truth, the whole truth, and nothing but 
the truth, so help you God? 

Mr. Rappaport. [| do. 

Mr. Mutter. Will you sit down, sir, and identify yourself, your 
full name and residence? 
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TESTIMONY OF MILTON RAPPAPORT, BROOKLYN, N. Y., REPRE- 
SENTING HELLER-RAPP, INC., AND HELLER-GRUBERMAN, INC. 


Mr. Rappaport. My name is Milton Rappaport. I live at 396 
Rockaway Parkway, Brooklyn. 

I was connected with Heller Bros. for the past 10 years. As of 
July 1, 1957, Heller Bros. has vacated, has gone out of the fruit 
jobbing business, and two corporations were formed. 

I took over the fruit department, which is now known as Heller- 
Rapp, Inc., and Mr. Sam Gruberman took over the vegetable depart- 
ment, which is now known as Heller-Gruberman, Inc. 

That was a discrepancy before when he mentioned Heller Bros. 

Mr. Mutter. Now, sir, would you like to tell us something about 
your operation with Quartermaster Corps? You are listed among 
the five biggest suppliers of Quartermaster for fresh fruits and vege- 
tables, 

Mr. Rappaport. We are located in premises formerly held by 
Heller Bros. The operation is identical; we have the same personnel, 
salesmen, bookkeepers, and everything else, the same premises, and 
we operate in the same manner. 

As a matter of fact, Heller Bros. has retired from the jobbing end of 
it because they have so many diversified interests, growers, and so on. 
I still handle their merchandise from Florida direct as a direct receiver, 
and we have the facilities in our building; we have four iceboxes 
holding carloads of stuff. 

We always carry a stock of 8,000 or 10,000 packages, doing our 
food jobbing business. 

We only handle—our particular department, our particular 
company just handles fruits. 

Mr. Mutter. What is the difference, if you can tell us, Mr. Rappa- 
port, between the food jobbing business, the commission merchant, 
the receiver, and a purveyor, if there is any difference? 

Mr. Rappaport. Well, the purveyor is definitely different. The 
purveyor usually refers to that group that supplies hotels, steamships, 
restaurants, and so forth, with all their requirements, whether it is 
from two bunches of radishes to anything they want; whereas the 
receiver is generally a specialist. He usually handles—like we handle 
fruit, the next one will handle 3 or 4 vegetable items. 

I would say a receiver and a commission merchant are practically 
the same thing. They both receive carlots. 

Mr. Morrer. What about a jobber? 

Mr. Rappaport. A jobber is one who buys from the receiver or the 
wholesaler and resells it, or buys in the auction. I am part jobber 
and part receiver, it is a combination of both. I buy in the auction, 
and I also get direct truckloads and carloads of Florida citrus from 
Florida. 

Mr. Mutter. You are also a wholesaler? 

Mr. Rappaport. Also—well, a wholesaler can refer to anyone, as 








long as you don’t break up the packages. If you break one package 
up, it is not considered a wholesaler. A whole package of oranges is 
considered a wholesaler. 

We have our license with the Department of Agriculture as bonded 
commission merchants. 

Mr. Mu rer. Aside from the fact that I can understand why you 
would want to eliminate competition fairly, if you can 
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Mr. Rappaport. Yes, sir. 

Mr. Mutter (continuing). Why can a purveyor not sell to Quarter- 
master? 

Mr. Rappaport. Well, I would like to show you books of our 
accounts receivable, that we sell about a dozen purveyors. They come 
to us for their merchandise. 

Mr. Mutter. Suppose you do. What is there to prevent the 
purveyor from offering his merchandise to Quartermaster? 

Mr. Rappaport. But that is an additional cost to Quartermaster. 
He has got to make an additional man’s profit. We can sell him for 
the same price we charge the purveyor. 

Mr. Mutter. Suppose he buys it from the same people you buy 
from? 

Mr. Rappaport. He does not buy it. 

Mr. Mutrer. They testified they do. 

Mr. Rappaport. In certain rare instances. 

Mr. Mutter. In those rare instances where he buys from the same 
person you buy from, why should he not have the same opportunity 
to sell to Quartermaster? 

Mr. Rappaport. But the idea is, he will not buy every commodity 
in carlots. 

Mr. Mutter. You do not buy every commodity in carlots, do you? 

Mr. Rappaport. Well, I would say 6 or 7, I have more than 50 
percent in carlots. 

Mr. Mutter. Why should they not have the same opportunity? 

Mr. Rappaport. They wouldn’t have the facilities and space to 
handle so many items. 

Mr. Mutter. But they say they have. 

Mr. Rappaport. Well, that remains to be seen. If you go into 
any purveyor’s place and see their stock of merchandise as compared 
to the stock I handle or other receivers handle, you will see the 
difference. I know for a fact 

Mr. Mutter. How many items do you handle? 

Mr. Rappaport. We handle fruits. At the present time, I would 
judge about, approximately eight. 

Mr. Motrer. Eight items, all fruit? 

Mr. Rappaport. Yes, specializing in three direct from Florida. 
Mr. Mutter. How many of those eight items do you buy in carload 
ots? 

Mr. Rappaport. Three items. 

Mr. Mutter. Three of those items? 

Mr. Rappaport. Yes. 

Mr. Mutter. What are they? 

Mr. Rappaport. Oranges, grapefruits, and tangerines. Right now 
is the Florida season. 

Mr. Mutter. Yes. 

Is it not a fact that some or all of these purveyors, who were here a 
couple of minutes ago, buy citrus fruit in carload lots? 

Mr. Rappaport. I don’t believe 1 out of 50 buy in carload lots. 

, Mr. Mutter. What are the other items you do not buy in carload 
ots? 

Mr. Rappaport. I may buy at the auction apples, grapes, lemons, 
pears. 


Mr. Mutter. Which of those items do these purveyors buy in 
carload lots? 
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Mr. Rappaport. Purveyors, I don’t think—the purveyors buy most 
of these at the auction, small lots. 

Mr. Mutter. The same auction you buy at? 

Mr. Rappaport. Yes. But not all of the time. That is only if 
they can use an auction unit. Many times these purveyors come to us 
jabbows on the street to buy 2 of this and 2 of that to fill their bids. 

Mr. Mutter. What is wrong about it? 

Mr. Rappaport. What is wrong about it? He has to make a profit 
on that. I think it isa waste. And I would say 

Mr. Mutter. If it is such a waste and that is so, what is the objec- 
tion to your putting in sealed bids so nobody will know what you are 
bidding for? 

Mr. Rappaport. This is the objection: From what I understand of 
these bids, you have to put on, I don’t know how many items, 50 items, 
60 items. As I specialize, I told you 

Mr. Mutter. You do not have to bid on all of the items. You can 
bid on any or all. . You can bid on 1 or 2. 

Mr. Rappaport. I thought you have to get the complete order or 
no order at all. 

Mr. Mutter. The bid is just an offering sheet. 

Mr. Rappaport. You can bid on 1 item or 2 items? 

Mr. Mutter, That is right, and the purchasing agent has the right 
to accept on all or any part of it or parts of it, from 15 different people. 
That is the law of the city of New York and the State of New York, 
as well as the regulations, anybody in the rear shaking his head ‘‘no’ 
to that notwithstanding. | 

Mr. Rappaport. I do know for a fact——— 

Mr. Mutrer. And that is the way they buy. 

Mr. Rappaport. I do know for a fact that any of these bids that 
are put in, these concerns that are buying 800 boxes or 600 boxes of 
oranges, they haven’t got that on hand. They are gambling, they 
are speculators, depending to either catch the market or whatever it is. 

Mr. Mutter. If that is so 

Mr. Rappaport, When we sell, we have the merchandise available 
at all times. It is right on the floor. We sell day to day. 

Mr. Mutter. If they were gambling, all that has to happen is they 
get caught once and cannot deliver, and they will be out of business. 

Mr. Rappaport. If you will notice from the record, even from the 
city’s record, there are only about 15 bidders. Evidently, if it were 
profitable, you would have 150 or 200 bidders. 

As I said, there are only a few bidders for the city and for the State, 
as compared to the Quartermaster’s number of vendors. 

Mr. Mutter. Why should not those 12 or 15 bidders who are 
submitting sealed bids to the city or State, submit sealed bids to the 
Quartermaster Corps? 

Mr. Rappaport. Well, my opinion, just to give you my opinion, 
is that I think they would get the minimum grade of U. S. No. 1, 
if they get the bid at a low price. That is just a personal opinion. 

Mr. Muurer. What will they deliver if the specs call for the top 
of grade 1? 

Mr. Rappaport. From what I understand, it is just U. S. 1, not 
U.S. Top Grade 1. Just U.S. Grade 1. 

Mr. Mutrer. Do you deliver U.S. Grade 1 or U.S. 1 top, middle, or 
bottom? 
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Mr. Rappaport. If the—there are times when we get merchandise 
which is not the top of grade 1, depending on the weather conditions, 
and so forth, in Florida. The same fruit does not come in the same 
every week. 

Now, if the merchandise suits the buyer, whoever it may be, 
naturally we will sell more at better advantage. If the merchandise 
is a little inferior, just below elite grade 1, we will sell it for whatever 
the market is. 

Mr. Mutter. The weather conditions affect all of the merchandise 
that comes in during each week, does it not? 

Mr. Rappaport. It is not the same. It varies every day and every 
week. 

Mr. Muvrer. Yes, but everything that comes in today, will it not 
be the same? 

Mr. Rappaport. Yes. But somebody bidding on merchandise on 
a closed bid, bidding for merchandise next week, there is a possibility 
next week, due to the weather conditions in Florida, whether they 
may be oranges or whatever they may be, the merchandise may come 
in very poor. 

Mr. Murer. That is all you have got to offer, then, that is all the 
market has to offer. 

Mr. Rappaport. Yes. But it can be rejected. 

Mr. Mutter. That is right. 

Mr. Rappaport. Whereas talking about spot buying, the buyer sees 
what he gets right there. And personally, I think he gets a better 
break in the quality merchandise. 

Mr. Mutter. If the weather breaks next week and you have got 
inferior merchandise in my place or yours, he is going to see that 
inferior merchandise. 

Mr. Rappaport. Yes, but there is more of a selection when the 
conditions are better. There is always a portion——- 

Mr. Mutrer. Tell me, in your last 3 shipments, how much of it 
was top grade 1, your last 3 shipments to Quartermaster? 

Mr. Rappaport. It was all top grade 1. 

Mr. Murer. It was all top grade 1? 

Mr. Rappaport. Yes, sir. 

Mr. Murer. No middle grade or bottom grade? 

Mr. Rappaport. We had in stock other grades which were not sold 
to them but sold to other people at a cheaper price. We get on the 
same shipment top grade No. 1 and another grade under two different 
labels. We have different labels. We put our better grades on differ- 
ent labels. 

Mr. Mutter. Did you pack the stuff top grade 1? Does it come in 
to you packed? 

Mr. Rappaport. It is sent packed to us by Heller Bros. They are 
packers and growers in Florida, 

Mr. Mutter. Do they mark it top grade 1 or middle grade? 

Mr. Rappaport. No. 

Mr. Mutter. Who marks it? 

Mr. Rappaport. The same fruit can have different labels. We 
have two labels. We will pack our top grade under a Juicy Gem label. 
If it passes U. S. No. 1, we put it under the King’s Ransom label. 
That is another one. That distinction, I will get 400 on the load, 
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300 Juicy Gems and 100 of the other. I speak to the shipper, and he 
gives me a picture of the stuff, and it is all U.S. 1 

Mr. Moutrer. You mean everything in that box that is marked 
“Juicy Gem” will be U. S. Top Grade 1? 

Mr. Rappaport. That is picked from a select crop. That is an- 
other thing. Every box of oranges coming into New York is U. §, 
No. 1, because lower than U.S. No. 1 grade is not allowed to leave 
the State of Florida. There is a State regulation on that. In other 
words, every Florida orange you see, every one is U. S. No. 1, and 
there is a vast difference between them, believe me. 

Mr. Mutter. You mean to say there is no difference in the oranges 
in a crate of Juicy Gems? 

Mr. Rappaport. There is a difference. There are no 2 oranges in 
any 1 box alike. 

Mr. Mutter. I did not think so. 

Mr. Rappaport. But the idea is where you get the greater per- 
centage of better quality. 

Mr. Mutter. That.depends on the likes or dislikes of a particular 
man who looks at the merchandise. 

Mr. Rappaport. No; I would not say that. A man of experience 
in the business could tell the difference. 

Mr. Motrer. All right, sir. Is there anything else you would like 
to add? 

Mr. Rappaport. There is one more question I would like to clear. 
I noticed you asked: Why can’t he go to Brooklyn, and why can’t 
he go to the Bronx and various points, for their merchandise? 

Mr. Mutter. Yes. 

Mr. Rappaport. Now, according to the records, I haven’t got the 
statistics, but you will see that 90 percent of all the carlots, or maybe 
even a greater percentage, that are sold between the 3 markets, 
New York, Brooklyn, and Bronx, I would say 95 percent of all the 
carlots come into the New York market, Washington Street Market. 
So, where you have 95 percent of your supply, you wouldn’t go chasing; 
it wouldn’t make any sense chasing different markets. 

Mr. Mutter. You would not have to chase anywhere if you had 
sealed bids, if you went to the place of delivery of the sealed bids and 
everybody who has undertaken to deliver that would deliver it 
according to specifications and up to grade or it would be kicked back. 
Is there anything wrong with that statement? 

Mr. Rappavort. No; there is nothing wrong at all, Mr. Multer, so 
far as the buyer is concerned, going to different markets. 

Mr. Mutrer. I think they knock themselves out unnecessarily 
by the present method, but that is only one man’s opinion. Anything 
else? 

Mr. Rappaport. No, thank you, Mr. Chairman. 

Mr. Mutter. Is there anyone here from the Kritz Fruit Exchange? 

Manhattan Fruit Contracting Co.? 

Will you raise your right hand? 

Do you solemnly swear to tell the truth, the whole truth, and 
nothing but the truth, so help you God? 

Mr. Krupnicx. I do. 

Mr. FrerepMan. I do. 

Mr. Mutrer. Will you gentlemen identify yourselves; your full 
names and addresses? 
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Mr. Krupnicx. My name is Harry Krupnick, 6544 182d Street, 
Flushing 65, N. Y. 

Mr. FreepMan. Irving Freedman, 255 East 18th Street, Brooklyn. 

Mr. Mutter. What is the name of the company you gentlemen 
are affiliated with? 


TESTIMONY OF HARRY KRUPNICK AND IRVING FREEDMAN, 
REPRESENTING THE MANHATTAN FRUIT CONTRACTING CO., 
THE MAN-VANA SALES CORP., AND THE CRITCHLEY MAN- 
HATTAN CORP. 


Mr. Krupnicx. We have three companies; the Manhattan Fruit 
Contracting Co., Man-Vana Sales Corp., and the Critchley Man- 
hattan Corp. 

Mr. Mutrer. Gentlemen, will you tell me, are you jobbers, pur- 
yeyors, wholesalers, commission merchants, or receivers? 

Mr. Krupnicx. All of them. Correct, as defined here today. 
And exporters. 

Mr. Mutter. You have been selling the Quartermaster Corps over 
a number of years? 

Mr. Krupnick. Approximately 20 to 25. 

Mr. Mutter. Has there been any objection found to you because 
you have any one of the various classifications of jobber, purveyor, 
or what have you? 

Mr. Krupnick. No, sir; not to our knowledge. 

Mr. Mutter. So far as you know, you are still responsible qualified 
bidders to the Quartermaster? 

Mr. Krupnick. We are still doing business with the Quartermaster 
today. 

Mr. Mutter. Do you know how your firm is rated, so far as the 
quantity of sales to Quartermaster is concerned? 

Mr. Krupnicx. No, sir; we do not. 

Mr. Mutter. Top 5 or 6, or somewhere around there? 

Mr. Krupnicx. We have not the slightest idea where we stand, 
but I do know we do bid on considerable quantities. 

A few months ago we were successful in obtaining two bids on 
supplying Quartermaster Corps with a substantial quantity of celery, 
quoting against growers, shippers, receivers, jobbers, and everyone 
else. 

Mr. Mutter. And you were low? 

Mr. Krupnick. We were low. 

Mr. Mutrer. How was this quotation and bidding done? 

Mr. Krupnick. Quartermaster office in Brooklyn called us, asked 
us for a quotation on a quantity of celery. We submitted our price, 
and were, in due course, informed that we were the successful bidder. 

Mr. Mutter. Did the buyer call at your place to look at the celery? 

Mr. Krupnick. No, sir; we never had the merchandise at the time 
we bid. We never owned the celery at the time we placed the bid. 

Mr. Mutter. This was not sealed bidding or competitive bidding. 

Mr. Krupnick. Well, it was competitive bidding in a sense that 
we gave a quotation on the telephone and, I presume, when the 
Quartermaster buyer had all his prices in from the various sources 
from the city and throughout the country, he took the low and awarded 
it to us. 
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Mr. Mutter. It was not advertised bidding. 

Mr. Krupnickx. Not to my knowledge. 

Mr. Mutter. When was the merchandise inspected? 

Mr. Krupnicx. It was inspected at the time of delivery, and for 
our own protection we had the merchandise inspected at the time of 
shipment at the farm, at shipping point. 

Mr. Mutter. Who inspected it at the shipping point? 

Mr. Krupnicx. United States Department of Agriculture. 

Mr. Mutter. And who inspected it at place of delivery? 

Mr. Krupnicx. United States Department of Agriculture and 
possibly Quartermaster representatives. 

Mr. Mutter. What items do you deal in besides celery? 

Mr. Krupnick. Everything in the fresh fruit and vegetable line. 

Mr. Murer. And you apparently deal in carload lots and smaller 
lots and crates? 

Mr. Krupnicx. When we feel the market warrants our purchasing 
cars, we purchase considerable cars. 

During certain seasons of the year we may enter into contracts on 
eastern apples, on 100,000 or 200,000 boxes of apples, which would 
represent approximately 20 cars of apples. 

There are times of the year when a purchase warrants it, we pur- 
chase carlots of onions, cars of potatoes, cars of celery, if the business 
warrants it. 

If business is slow and we feel that the market may be going off 
we hold back and buy from receivers in the market, depending on our 
judgment of the market conditions, 

Mr. Motrer. What facilities do you have? 

Mr. Krupnick. We have 4 refrigerated iceboxes that we maintain 
at 34°, that will hold as a conservative estimate approximately 15 
carloads of fruit and vegetables. 

Mr. Mutter. How long have you been doing business with 
Quartermaster, did you say? 

Mr. Krupnick. Well over 20 years. 

Mr. Mutter. Was there a time when you had to do it by com- 
petitive sealed bids? 

Mr. Krupnick. Yes, sir; very definitely it was always under com- 
petitive sealed bids previously. 

Mr. FreEpMAN. I believe I am a little bit more familiar with the 
questioning from here in if I may interject. 

Mr. Mutter. Yes. 

Mr. FreepMan. At the outset when the Quartermaster was formed 
they had a little office on Chambers Street from which they operated 
and through which they issued their requirements for various camps, 
and of course the camps were small. 

And the purveyors who were here earlier, and spoke earlier in the 
evening, were in competition with us, the bids were opened and the 
following day or several days later deliveries were made at the installa- 
tions at which these supplies were required. 

As the requirements grew larger, the United States Army, through 
Quartermaster or not, | don’t remember, issued a form and we bid 
under the contract and under the requirements needed as to that form. 

Each item at that time was bid individually and supplies were 
delivered wherever the requirements were needed. 
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And throughout the years we found that there was very little diffi- 
culty, deliveries had to be made, requirements were met, and condi- 
tions subject to requirements under the contracts were always met. 

As the period of the war came about, the greatest supplies were 
needed by the Navy Department. I think it is a department or it is 
supply which the Quartermaster has taken over since the Navy had its 
own contract. 

Now the Navy Department up until only several months ago had 
their own contract under which several installations were being 
supplied. And those bids were filled and I think they were filled to 
the satisfaction of the Navy Department. 

The larger cargo ships some time ago were taken over by the Army 
Department, through the Quartermaster or the Army itself, I don’t 
know, but in order to give you an idea as to what their requirements 
might be, at one contract on overnight with supplies in 3 days, 
1 item of many was 30 carloads of potatoes, which we crated and 
supplied them with, passed inspection and were delivered so that the 
capability of the purveyors or any contractor is limited only by the 
amount of time that he might get and the energy into which he will 
enter into any contract. 

Now we have listened to a good deal of the evidence today, and 
we are very desirous of offering our prices on a competitive basis, 
sealed bids in any way which any department might require it, but 
we especially find that we can very advantageously compete with 
west coast buying in many items because it is quite often the case 
that the delivered market, meaning the prices at this end, are con- 
siderably lower than an f. o. b. market. 

Now we have found, and of course I don’t know specifically what 
requirements or what sizes the Quartermaster might need, but as 
you probably know fruit is divided into sizes and quantities of pieces 
of fruit per box depending of course on the containers all being the 
same as to the size of the fruit as to how many are in each container, 
and it is very often the case 

Mr. Muurer. There is also a quality grade. 

Mr. Krupnicx. Of course. I think I will try to bring that up a 
little later. 

But in the same quality, in the same grade, in the same brand, on 
the same day, there is very often a price differential of a considerable 
amount of money. 

Whether it is mandatory for the Government to buy a specific size 
or grade, of course, is something which I have no contention with. 
What they want and what they need we try to supply them with. 

We have requested again and again the opportunity to compete 
against the west coast, for example, when the Government requires 
five cars of oranges to be delivered on a specific date at a definite 
time at a specific pier we would like the opportunity, if possible to 
compete with the west coast, f. o. b. market. 

Now they might buy oranges at $3 f. o. b. that would cost them 
$4.25 delivered here. If in my judgment I think the orange market 
10 days later will be lower I would like the opportunity to compete 
with the west coast on the same grade, the same type, and the same 
sizes as they have been buying. 

Mr. Murer. If you got the bid and guessed wrong on the market 
you would be responsible for damages? 
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Mr. Krupnicx. We have delivered in the past everything that is 
required. 

I just mentioned the celery bid. We took 2 of them, 1,670 crates 
each, for your information, and our record will bear us out. Our first 
delivery lost $800 and I believe we delivered the finest celery the 
Quartermaster has ever seen. 

On our second delivery which happened to be 1 week later we 
simply guessed the market wrong by 1 week. 

Our profit on that particular delivery was $900 so on both deliveries 
we came out with a profit of $100 but the fact still remains I detected 
a note of joy in the voice of the person I negotiated with that we were 
low bidder and they were able to obtain celery at a time when many 
of the real large receivers in the Washington market and the large 
shippers throughout the country were not bidding. 

We bid and were successful and delivered to the complete satis- 
faction of the Quartermaster Corps and to the satisfaction of the 
Department of Agriculture. 

The fact we lost money does not concern this committee at all. We 
still made delivery as we contracted. 

Mr. FreepMAN. You see, sir, may I add, if the occasion should 
ever come about when these supplies will be delivered through a 
sealed bid under a contract basis of that kind, many of the statements 
made earlier in the day have no bearing at all. 

A man has every right to gamble, in my opinion, with his supplies 
and with his own money. I noticed one vendor said well, he only 
sells $50 worth of radishes or something a day. 

But suppose the contract were on a monthly basis and that man 
knew that for 1 solid month or a week or whatever interval the 
contract might call for, he would be the sole supplier to the Govern- 
ment every day of radishes, would not his source of supply equal or 
be advantageous with the one who is delivering today? 

Can’t I buy my supplies for a full month as cheaply as anybody 
in this industry can buy it, if I know that for 30 days, I am the low 
bidder on oranges, grapefruit, lemons, celery, cucumbers, or any other 
specific item? 

Mr. Mutter. They buy and sell that way on the commodity 
exchange market without advance orders. 

Mr. FreepMaNn. Let me point this out, Mr. Chairman, if the 
vendors in the city of New York knew that the Army would be 
calling on them for certain requirements either on a monthly or 
weekly basis, rest assured that all of the merchandise and all of the 
commodities would be here on hand to deliver as required and as 
needed by the Army. 

Furthermore, there were certain statements made here that I would 
like to go into before I for get; there was one made in particular regard- 
ing an inspection of lemons for the information of the committee and 
for the record. 

I want to state right here and now that there were four lots of 
lemons available in my warehouse at the night in question. When 
we ordered the inspection the following morning, because our bid had 
been rejected at $3.75, not a single carton of lemons had been 
touched, repacked, moved, or been altered in any manner, shape or 
form. They were offered as is, and as they were shown to the Army 
buyers. 
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They were offered in exactly the same manner to the Government 
inspector who inspected them the following morning. 

Following my receipt of the inspection reports to which I attached 
a copy of the inspection of each particular brand of lemons, I mailed 
the same to the quartermaster market center and never received a 
reply to this date, to my complaint, in writing. 

Mr. Mutter. Did anybody come to see you about it? 

Mr. FreepMAN. Major Lauer did come down to my office and we 
discussed the matter. 

Mr. Mutter. What was the discussion? 

Mr. FreepMAN. The discussion was exactly what I had stated in 
my letter. I stated that we did not like the treatment we were 
getting. We cannot understand why the Army buyer had not bought 
our lemons when they were all U.S. No. 1, although we did admit to 
Major Lauer, we did concede, that under the Army sight buying 
policy, the Army buyer had every right in the world to pass up our 
lemons and buy the others at a higher price, if according to his 
judgment they were worth the difference. 

Mr. Murer. What was the difference in price? 

Mr. FreepMANn. Well, I was advised that the Army paid $4.50. 

Our price was $3.75. At which price we made a profit. 

Mr. Mutrer. That is a difference of 75 cents a crate? 

Mr. FreepMAN. Approximately 17 percent. 

Mr. Mutrer. The next question I would like to ask is what hap- 
pened to those lemons after you got your inspection certificate that 
they were grade 1. 

Mr. Krupnicx. They stayed right where they were. 

Some of them we moved into steamship trade, some of them moved 
into export, some on city or State contract, and 2 nights later the 
Army buyers bought out of one of those particular lots at, I believe, 
$4.25, the lemon market had advanced during the 2 days and we were 
justified in raising our price to $4.25 according to market conditions. 

Just the same way if the market had declined we would have lowered 
our price. 

Mr. Mutrer. Who was paid the $4.50 for them, do you know? 

Mr. Krupnickx. Not exactly. 

I am not definitely sure of my own knowledge. 

I am sure the Quartermaster has records that will point that out. 

Mr. FreepMAN. Regarding the quality of these lemons, sir, I buy 
all the fruit and a good deal of the vegetables for our firm for all pur- 
poses. If you know the system under which fruit is supplied in New 
York, you will know that most all fruit comes through an auction. 

These auctions represent growers who are also represented by agents 
who act as selling agents for growers. 

Among the growers they have an association called the California 
Fruit Growers Exchange which sell most of the citrus, California citrus 
fruits in this area. 

There was a statement made earlier by one of the officers, I can’t 
recall who, that these lemons were rotten, that they were decayed, 
that he had seen it. 

_ Well, I am not in the habit of, let me say, I will call a spade a spade, 
it is not the truth. 

Those lemons were bought from the California Fruit Exchange and 
his statement says that he has the brand of lemons on record. 
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The California Fruit Growers Exchange have their own system for 
inspection. I would suggest that they be subpenaed, that the inspec- 
tion on those lemons which are on record be subpenaed, and shown to 
the committee. 

Mr. Muurtsr. Where is that inspection made? 

Mr. FrexpMan. It is made on the pier on the day at which they are 
offered for sale. So that if these lemons 

Mr. Mutter. On the pier where—New York? 

Mr. FreepMAN. On the pier where they are offered, on the pier of 
the Pennsylvania Railroad, pier 28. 

Mr. Mutter. Where they are offered for sale to you? 

Mr. FreepMan. Offered to the public at general auction. 

Mr. Mutter. That is where you bought them? 

Mr. FREEDMAN. Yes, sir. 

Mr. Mutter. How long before they were seen in your place by 
Colonel Riley? 

Mr. FreepMaAn. They were not seen by Colonel Riley, sir. 

I happened to be in the place that night for some reason or other, 
well, of course, we were in to say the least, a hassle as to whether we 
would ever get Government business again, due to some, oh, difficulty 
we had with somebody who was in our employ or associated with us 
at one time. 

Mr. Mutter. This hassle was between you and this person or 
between you and the Government Quartermaster? 

Mr. FreepMan. Well, I would rather not go into details with regard 
to that certificate but all I will state is this: that the lemons were on a 
truck at 6 o’clock that night, they had come off the pier, they had not 
been unloaded, the lemons were in the front of the warehouse. 

I went with the buyer as of that evening and looked at the lemons. 

Mr. Mutter. The buyer being the Quartermaster buyer? 

Mr. FREEDMAN. Yes. 

Mr. Mutter. Do you remember his name, is he here today? 

Mr. FreEpMAN. Yes, sir. 

Mr. Mutter. Was it Wanzcyk? 

Mr. Frerepman. No, sir. 

Mr. Mutter. Was it Woodside? 

Mr. FreepMan. Yes, sir. We looked at the lemons. The lemons 
were good. I said “Do you need any lemons, Mr. Woodside?” 

He said “No. If I do I will let you know.” 

Mr. Mutresr. This you say was 6 o’clock? 

Mr. Freepman. This was 6 o’clock that evening. 

Mr. Mutter. When had they been bought? 

Mr. FreepMan. They had been bought on pier 28 through the 
New York Fruit Auction Co. that same day. 

Mr. Mutter. What time that day had they been inspected? 

Mr. FreepMan. Mr. Woodside looked at the lemons about 6 
o’clock that evening. They had been inspected that morning between 
6 and 7 o’clock in the morning by the California Fruit Growers 
Exchange for their own purposes. 

Now their inspections are made for the growers to convey to them 
the quality and condition and the color and all distinctive things that 
might be connected with their own production each and every morning. 

Mr. Mutrer. Is it possible that some of these lemons showed 
signs of decay between inspection in the morning and inspection in 
the evening? 
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Mr. FreEpMAN. It is impossible. It is physically impossible. 
Those lemons were looked at that evening at 6 o’clock. I said will 
you need any lemons? 

" And he says, “I will let you know.’ 
them. 

The following morning, I went home, I get out about 3 or 4 in the 
morning, and I eventually get home about 6 or 7 o’clock at night, and 
I left about 7 that night without any knowledge as to whether we had 
sold lemons or not. 

And when I came down in the morning I asked the people in charge 
of our warehouse did you sell any lemons to the Army. He says, 
“No.” I said, “Why not?” He says, “They boug}t lemons else- 
where.” ; 

Subsequently I found out where they bought them. There are no 
secrets in our market, where they bought them and what they paid 
for them. © 

Mr. Mutter. Where did they buy them? 

Mr. FreepMan. There were several lots of lemons bought. May I 
decline to answer that, sir? 

Mr. Mutter. You just said there are no secrets. 

Mr. FreepMAN. There were lemons bought. 

Mr. Krupnick. The record will bear that out. 

Mr. FreepMAN. There were lemons bought from Heller & Rubin 
that night and I was very angry, because I[ felt that there was no 
reason in the world for a higher price to have been paid and our 
lemons were excellent. 

Well, for several days, we could not sell the lemons. We disposed 
of some for export. We sold some to various contracts, and 3, 4 days 
later, 2 days later the lemons suddenly became good again. 

Mr. Krupnicx. Without repacking. 

Mr. FrEEDMAN. They were never touched, sir. 

I can’t do anything but give my word. 

Mr. Mutter. Who bought them for Quartermaster 2 days later? 

Who was the buyer? 

Mr. FreepMan. I could not answer specifically, sir. There are 3 
or 4 Army buyers; it is a very hectic kind of business. You start at 
6 o’clock and a buyer will come in and ask what have you got and you 
show him, and he goes—they have got a lot of ground to cover. 

They do a wonderful job, and frankly, it is almost impossible for 
them to look at everything that they need, buy from every vendor 
wherever the merchandise may be, and most of it is in iceboxes. 
And those same lemons were put into the refrigerator, offered and sold 
to the Quartermaster days later. 

We object strenuously to not being able to compete for all items at 
all times. 

Mr. Mutter. If there was sealed bidding you could compete for all 
of them. 

Mr. Krupnick. That is correct. 

Mr. FreepMaN. And get all of the business if my price were right. 

Mr. Mutter. Your price would have to be more than right. 

You would also have to deliver up to specifications. 

Mr. Krupnick. That is right. 

And on time. 
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Mr. FreepMan. Sir, we have done that 30 years and we know 
specifications and requirements. 

Mr. Mutter. Do you handle carrots? 

Mr. Krupnicx. We certainly do. 

Mr. Mutter. Can you look at grade 1 California carrots ana tell 
which one of the two California grade 1 carrots is sweeter than the 
other? 

Mr. FreepMan. No, sir. 

Mr. Mutter. All I know from my own experience, I like to eat raw 
carrots, and I have looked at carrots that looked beautiful, and bitten 
into them and they were bitter and I would not finish them. 

I have looked at some carrots that did not look so good and tasted 
awfully good. I don’t know what the grades were or whether they 
came from California or not. 

Mr. FreepMan. That might be more seasonable rather than sec- 
tional. 

As any fruit or vegetable matures it will be sweeter and more edible, 

Mr. Krupnicx. What I want to point out at this time is—Gov- 
ernment is based on equal opportunity and only under a sealed bid- 
ding system can we have equal opportunity regardless of where you 
may be or where located. 

Mr. Mutter. Did I understand you to say you saw no reason why 
these men who were here before and who some people have described 
as purveyors, you can see no reason why they should not be permitted 
to bid in a competitive sealed bidding system against you? 

Mr. Krupnicx. In my estimate, some of these people are purveyors 
to some of the biggest steamship trade going out of the city of New 
York. 

Mr. Mutter. Yes, but that is not my question. 

Mr. Krupnick. Yes, they do. 

Mr. Mutter. They could compete against you? 

Mr. Krupnick. Absolutely, why not. 

They can go to the same place I go and buy the same merchandise. 
It all depends on who wants to sharpen his pencil most. 

Mr. Mutter. Are they doing that? 

Mr. Krupnick. Of course they are, from my sources, of course. 
My sources of supply will sell anyone. 

Mr. Mutter. I am interested in the fact that you called your 
wholesalers, jobbers, purveyors, receivers, commission merchants. 

Are there any— 

Mr. Krupnick. And exporters. 

Mr. Mutter. Are there any persons who would come within the 
sole description of jobbers who have no place of business other than an 
office, no facilities for storing, no facilities for repacking, who are selling 
Quartermaster today. 

Mr. Krupnickx. Not to my knowledge. 

Mr. Mutter. Fresh fruits and vegetables? 

Mr. Krupnicx. I would not know, sir. 

Mr. Mutter. Do you, Mr. Freedman, sir? 

Mr. FreEepMAN. No, sir; I could not tell you. 

Mr. Mutter. Anything else? 

Thank you very much, gentlemen. 

Mr. Krupnick. Thank you, Mr. Chairman. 

Mr. Mutter. Tinkerman? Langer? Morgan? 





lOW 


tell 
the 


“aw 
ten 


ted 


hey 
sEC= 
ble, 
Ov- 
yid- 
you 
vhy 


bed 
ted 


Ors 
OW 


ise. 


nse. 


Our 


the 
an 


ing 


PRODUCE PROCUREMENT 143 


Morgan Packing Co. 

Good evening, Assemblyman. 

This is Assemblyman Samuel Bonom, one of our better known and 
more prominent lawyers. This is really Brooklyn day. 

We are now getting right into my district. 

Mr. Bonom is my home assembly district assemblyman. 

Mr. Bono. Well, just one-third of the district, sir. 

Mr. Mu rer. One-third of your district is in my congressional 
district. 

Mr. Bonom. That is right. 

Mr. Mutter. Mr. Morgan, wiil you identify yourself, sir? 

Mr. Moraan. My name is Jack Morgan. 

Mr. Mutter. Do you solemnly swear to tell the truth, the whole 
truth, and nothing but the truth, so help you God? 

Mr. Moraan. Yes, sir, I do. 


TESTIMONY OF JACK MORGAN, ACCOMPANIED BY SAMUEL 
BONOM, BROOKLYN, N. Y. 


Mr. Mutter. Will you give us your residence address? 

Mr. Morean. 3821 Lima Avenue, Sea Gate, Brooklyn. 

Mr. Mutter. Also my district. 

What is the name of your firm, sir? 

Mr. Morcan. Morgan Packing Corp. 

Mr. Mutter. Where is your place of business? 

Mr. Morean. 203 Duane Street. 

Mr. Mutter. How long have you been at that address? 

Mr. Morcan. About 9 months, between 8 and 9 months. 

Mr. Mutter. Do you have any other place of business beside that? 

Mr. Moraan. Not at the present. 

I had another place up until about a month ago, but I gave it up. 

Mr. Mutter. What name did you operate that other place under? 

Mr. MorcGan. Morgan Packing Corp. 

Mr. Mutter. Do you operate under any other name? 

Mr. Monrean. No, sir. 

Mr. Mutver. Are you the man who has been feuding with the iast 
two witnesses or have they been feuding with you? 

Mr. Morcan. No; I don’t think I feud with anybody. 

I just mind my own business and go about my business. 

As a matter of fact, I was at one time connected with the Man- 
hattan when it used to be Morgan-Manhattan, and we dissolved that 
business about 9 months ago, about a year ago, I should say. 

Mr. Mutter. Morgan Packing sold Quartermaster, I mean 
Morgan-Manhattan Co. sold Quartermaster? 

Mr. Moraan. Yes, sir. 

Mr. Mutrer. And Morgan Packing sells Quartermaster? 

Mr. Morean. That is correct. 

Mr. Mutter. Do you sell other people besides Quartermaster? 

Mr. Moraan. Yes, sir. 

Mr. Multer, I have the same facilities as everybody eise has in the 
market, in Washington Market. 

We have refrigeration on the premises. We have a five-story 
building where we are. We repack vegetables. 
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We do some repacking for the vendors that sell Quartermaster. 
When Quartermaster buys lettuce from any of the vendors on the 
street, some will send over to us and we do repacking for them, which 
is paid by the vendor. 

It has nothing to do with the Quartermaster. 

Mr. Mutter. What items do you handle? 

Mr. Moraean. I handle tomatoes, we handle apples, we handle 
onions, cabbages, various vegetable items. 

Mr. Mutter. How do you rate, do you know, among the first 5 or 6 
vendors who are supplying Quartermaster, so far as quantities are 
concerned? 

Mr. Morcan. How do I rate at the present time? 

Mr. Mutrer. Yes. 

Mr. Moraan. At one time I rated—that is when I was with Man- 
hattan, when it used to be Morgan-Manhattan—I think we were rated 
very high. 

But right now, since I have been Morgan Packing Corp., I rate 
very low. I say would be one of the lowest. 

Mr. Mutter. Is that because the buyer does not come into you 
frequently enough? 

Mr. Moraan. No, it is because we do not have too much at the 
present time. When I was with Morgan-Manhattan they used to 
carry a stock of fruit, all kinds of fruit. Now I don’t carry any fruit 
at the present time, although I am starting to carry some fruit now. 
So the main items that they have been purchasing from me are mainly 
tomatoes. 

Mr. Mutter. What would you call yourself, a jobber? Whole- 
saler, purveyor, receiver, commission merchant? 

Mr. Moraan. I would say just a purveyor because we sell to chain- 
stores, we sell tomatoes, we sell to steamship companies and we sell 
to the individual people, buyers, such buyers that come around and 
buy every single night, just like Quartermaster has a buyer in the 
market and purveyors also have buyers in the market and they go 
around and buy it from house to house. 

Mr. Mutter. Do you have to go out looking for the Quarter- 
master buyer or does he come to you? 

Mr. Moreaan. Well, no, I would say he comes around and some- 
times I have to look for him when he passes me by, 1 or 2 nights, 
sometimes he might not come in and I have some tomatoes I want to 
sell him, I go around in the market, I make the rounds and I find him 
in one of the houses, walking on the sidewalk, and tell him that I 
have some tomatoes that I think he can use, his quality or his kind, 
and he comes in and looks at the merchandise and I quote him the price 
end from then on either he will say, ‘“Well, I will take some or I will let 
you know later, I have to go and make the rounds and find out what 
else is there to see in the market.”’ 

Mr. Mutter. Do you stock tomatoes? 

Mr. Morgan. Oh, yes, sir. 

Mr. Mutter. And you stock the other items that you buy and sell? 

Mr. Moraan. Yes, I stock apples. As a matter of fact we have 
apples on hand now we stock. Unfortunately, I stocked a lot of 
tomatoes last year and that is why it happened. 

We grew tomatoes last year in Florida and when I left Manhattan, 
we went in the growing area in Florida and we were rained out just 
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about 2 days before we had a pick, so we had to come back and try 
to make a living so I went into business in this Morgan packing plant. 

Mr. Mutter. We heard a great deal today—I think you have been 
in the room most of the day—we heard a great deal today about the 
the necessity of this spot buying and the impossibility of doing a 
good job by competitive sealed bidding because of the necessity of 
taking the merchandise quickly and having it available and having 
it ready for immediate shipment. 

If you qualify in selling them and stocking it, what is there to that 
statement? 

Mr. Morgan. As to the Quartermaster statement you are talking 
about? 

Mr. Mutter. Yes. 

Mr. Moraan. Well, when I was with Manhattan and we did 
quite a job at that time with Quartermaster as I said because we 
always had quite a stock on hand, and we used to, the buyer used to 
come around, negotiate for certain items, and we had many delays 
on some of the merchandise. 

Now, for instance, if the buyer gave us a date the stuff has to be 
delivered tomorrow morning, there were plenty of times we did not 
deliver the stuff for a day or two afterward because the boat did not 
make or the boat delayed or they used to come around with quick 
orders—— 

Mr. Mutter. Let’s stop on that for a moment. 

Mr. Moraan. Yes, sir. 

Mr. Mutter. You got an order to make delivery on apples or some 
other fresh fruits or vegetables to a ship? 

Mr. Morecan. That is correct. 

Mr. Mutter. You had the merchandise on hand ready to ship and 
deliver? 

Mr. Moraan. That is right. 

Mr. Mutter. You got a telephone call the ship is not here and you 
can’t deliver or the ship is here but it is not going and you cannot 
deliver? 

Mr. Moraan. That is right. 

Mr. Mutter. What would you do with the merchandise? 

Mr. Morcan. Well, either we would stock it in our refrigerator 
space or the Government would take that merchandise and use it for 
their local consumption. 

Mr. Mutter. When you stocked it in your warehouse, in your 
refrigerators, would you then deliver that merchandise to the ship 
when they told you the ship was ready to go? 

Mr. Moraan. The following day, yes. Otherwise, they would not 
usually keep the goods more than a day if they thought the boat would 
go the following day, they would tell us to hold it for a day and pay us 
at times for the storage space or if they did not think the boat would 
make for the next couple of days then they would tell us to deliver 
it to their DP, such as at that time it was at Jersey City. 

Mr. Mutter. Or their Seaboard warehouse? 

Mr. Moraan. Seaboard warehouse; that is correct. 

Mr. Mutter. Who did the delivery, did you do it in your trucks? 

Mr. Moraan. We at that time had two truckmen originally. 

Manhattan has a half dozen truckmen that they use. 
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Originaliy when I came in there there were 3 or 4 truckmen. The 
English & Klavans at that time were doing the Army deliveries, 
When I say the Army deliveries, I mean the stuff that we used to sell 
the Army. 

Mr. Mutter. Did they carry the quartermaster insignia on the 
trucks? 

Mr. Moraan. I think they did. They carried my name too, for 
that matter. They carried Morgan-Manhattan and aithough, as I 
said, they were outside truckmen. They used to get paid by the 
package. 

Mr. Mutrsr. They don’t carry the Quartermaster insignia on their 
truck today? 

Mr. Morean. I don’t know; I don’t use them. 

Mr. Mutter. Who do you use? 

Mr. Moraan. I use Pico. 

Mr. Mutter. How about Pico, didn’t he at one time carry the 
Quartermaster insignia on his truck? 

Mr. Moraan. No, sir. 

Mr. Mutrer. He does not today? 

Mr. Moraan. And he has, I would say, 10 percent of the entire 
trucking business in the street compared with E & K; E & K has 
about 90 percent. 

Mr. Murrer. Does Pico do any trucking for anyone other than 
members who are delivering to Quartermaster? 

Mr. Moraan. | believe he does for three houses. 

He does delivery for a house by the name of D’rrigo Bros. 

He does delivery for Heller Bros., and Wishnatski and Nathel and 
myself. 

I think that is about the only four houses that he does delivery in 
the market. 

Mr. Mutrer. Are there any other than those two trucking com- 
panies making deliveries to vendors of Quartermaster Corps? 

Mr. Morean. No; except from time to time if the merchandise is 
purchased from some of the vendors in the street or some of the 
merchants, and they have their own trucks and they get a truckload, 
let’s say, and it pays them to send it over with their own truck, they 
will send it over, but if they come around to buy 10 or 20 packages, 
it does not pay them to send a truck across to Jersey or in the morning 
to Bayonne. 

Mr. Mutter. The vendor pays all the trucking charges, the Quar- 
termaster does not pay them? 

Mr. Morean. That is right. The vendor pays the cartage. 

Mr. Mutter. Why is it that there are only these two trucking 
companies delivering from vendors to Quartermaster? 

Mr. Morean. Originally there was only one and that was E & K. 

When I went away from Manhattan, I did not want E «& K to do it. 

As a matter of fact, I had let E & K go before I broke up with 
Manhattan because we had difficulty with them. 

And they had this truckman by the name of Pico; Manhattan used 
to use some when I left and I went into business for myself; I asked 
Pico whether he would do any trucking and he said yes, he would. 

Mr. Mutter. Why is it that there are no other truckers except 
EK & K and Pico who do vendor’s trucking to Quartermaster? 
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Mr. Morcan. Well, actually it does not pay for any trucking 
outfit. 

You see this job is a rather difficult job. The buyer goes out and 
he buys from 50 or 60 different houses at night. He can come into 
me today and buy 10 tomatoes, let’s say, or 50 tomatoes, and he will 
go next door and buy 2 white onions, and he will go next door and buy 
2 packages of garlic. 

Now the driver or the truckman has to go around and make those 
pickups. It is difficult to make pickups in the Washington Market. 

As you know you cannot ride through with a truck like you do 
during the daytime because that is when the place is in full bloom, 
and therefore, they have to go over and pick up all those packages, 
and it might take them 2 or 3 hours before they load up 1 truckload 
of merchandise in order to make 300 or 400 pieces, whatever the truck 
might hold. 

So, therefore, a lot of truckmen don’t go in for that type of business. 

As I said, at the beginning, at the beginning when there was one 
truckman, it was a very profitable business for English & Klavans, 
because their rates were quite high. 

Now, Quartermaster paid the rates to the vendors because the 
vendors said that is what they were paying to the truckmen. 

Mr. MuLTER. Quartermaster paid the vendor for the trucking? 

Mr. Moraan. No; they get a delivered price. 

Let’s say, if I know they come around and they want tomatoes from 
me today and my price is let’s say $4.75 at my place and if I know the 
truckman charges me a quarter for delivery 1 will quote the Army $5 
delivered. 

Actually I only get $4.75 because I am paying a quarter to the 
truckman. 

Now when I went into business for myself I got ahold of this fellow 
Pico. 

He came over to me and he said to me “Yes, I will do your riding.” 

He was at the same time doing work for Manhattan 

When Manhattan found out that Pico was going to do the riding 
for me they as much as told him “It is you will do our trucking or you 
will do Morgan’s trucking,’’ so he came over with me, and when he 
came over with me, | told him if he wants to get additional business 
in the street, this Quartermaster business, I suggested to him that he 
lowers the price so that the vendors will probably be able to give him 
some of the business and that is exactly what happened. 

When I was with Manhattan we had two different—three different— 
cartage rates. One was 20 cents going into Seaboard, which is across 
the tunnel. 

The next one was 25 cents going to Bayonne, and the boats, on the 
West Side or either side of Brooklyn and then there was a price of 40 
cents for export. 

Now the export demands strapping of each package. They put on 
two straps and they marked it for export. 

Now the strapping used to be done by Pico Food, he is one of the 
largest in the strapping business; he used to do all of the strapping 
for Manhattan contracting and for a lot of the people in the New York 
area. 

So when he came in to me I told him in order for him to make this 
payable or get additional business from the vendors in the street, I 
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suggested if you lowered the rate, I think you will be able to get more 
cartage because the Army does not buy from me every night. They 
can pass me by for a week or they can come around tomorrow and 
buy 5 or 6 tomatoes or 10 tomatoes, they can also buy a hundred if 
they need it, but that truck has to deliver those 10, whether it is 10, 
5, or 100, it has to be there at the time designated to us by the Army 
purchasing contract. 

So by lowering the rate he went around and he got Heller Bros., 
he got D’Arrigo, and he also got Wishnatski and Nathel. That is 
as far as he has got so far; and the prices were lowered. 

From then on, there was so-called war; war declared by the truck- 
men, the E& K. They did not like for another truckman to come in 
and do this trucking 

And there were a all kinds of tricks tried. 

As a matter of fact, I think they have threatened some of the people 
in the street, I am talking about the truckmen now, and a lot of trouble 
was caused by this truckman’s outfit. 

As a matter of fact, some of the trouble is still going on today. 
Only about 2 days ago or 3 days ago, the Army buyer, Mr. Wanczyk, 
who testified here at this table about an hour ago bought 20 bushels of 
tomatoes from me on a Sunday night which was supposed to be de- 
livered Monday morning at Bayonne Naval Base. 

We delivered the tomatoes and then on Monday night, like any 
other night, the Army buyer goes out and naturally, as I said, if he 
does not come in to see me, I try to catch him in the street and tell 
him that I have merchandise, and Mr. Wanczyk came over to me 
and he said to me, ‘‘Morgan, what the devil did you do to me, you got 
me a rejection on tomatoes.”’ 

I said what do you mean, Mr. Wanczyk? He says “‘You sold me 
20 bushels of tomatoes yesterday and those tomatoes were rejected.” 

I said, “Mr. Wanczyk, I don’t know of any rejection. 

He said, ‘““The truckman told me those tomatoes were rejected.” 

I told him: “If my tomatoes are rejected, don’t buy from me today. 
I am telling you right now those tomatoes were not rejected. I don’t 
know of any rejections.” 

Things like that have been going on for the past 8 months in the 
street. 

Now Manhattan tries to get repacking business from the vendors 
where the Quartermaster buyer buys, and so do I. 

I go around and iry to get some of the repacking business and I 
come over and I asked a gentleman if they give it to anyone, if they 
don’t I just walk away and that is all there is to it, and that is what 
has been going on in the past 8 months in the market. 

If there is anything else—— 

Mr. Murer. What is your idea about competitive sealed bidding? 

Mr. Moraan. Competitive sealed bidding? It has been successful 
to some of the people in the New York area. It has been successful 
with some of the city and State business. 

I think that the committee can go into this a littie further and find 
that a few, when I say a few, I mean just a few people have benefited 
by sealed bid business. 

If you compare and if this committee is strictly out for small busi- 
ness and I am definitely small business right now, smaller than ever, 
you will find that this committee will decide that at the present time, 
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the way the Army is buying, it has greater possibilities for the small- 
business man than it has on a sealed-bid basis although I am not 
against a sealed-bid basis providing everybody is equal and everybody 
can bid. 

But to me when 5 or 10 people will bid year-in and year-out, and 
continue getting business from institutions such as State and city, 
and nobody else, then it is no competitive bidding. 

Mr. Mutter. Have you bid for any city or State business? 

Mr. Morean. Oh, I have tried—not city or State, I did not but I 
have.a couple of outfits that have tried and they have spoken to me 
about the city business. 

Mr. Mutter. The Morgan-Manhattan or that 

Mr. Morcan. Morgan-Manhattan was never interested in the city 
or State, that was one of the Manhattan projects, that was not 
Morgan-Manhattan. 

Mr. Mutter. You mean the last two gentlemen who spoke, they 
had other companies? 

Mr. Moraan. Oh, yes, I had nothing to do with the other com- 
panies. I was just interested in Morgan-Manhattan, which means 
the merchandise that I sold I used to get a profit on. 

But I had nothing to do with the city or State. I did not get any- 
thing out of the city or State or export or anything else. 

Mr. Murer. Morgan-Manhattan did not sell anyone other than 
Quartermaster? 

Mr. MorGan. No, sir; just Quartermaster, that is right, sir. 

Mr. Muvrer. Is there anything else you want to add, sir? 

Mr. Morean. No, I don’t think so. 

Mr. Mutter. Thank you very much for your cooperation. 

We are pleased to have had you with us, assemblyman, but sorry to 
have kept you waiting so long. 

Mr. Bonom. I was in between cases. 

Mr. Murer. This hearing will now stand in recess subject to call 
of the Chair. 

Thank you very much for your cooperation. 

Good night. 

(Whereupon, at 6:30 p. m., the committee adjourned, subject to 
call of the Chair.) 
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REGULATIONS PERTAINING TO THE: ACCEPTANCE OF NONCONFORMING SUPPLIES 


Armed Services Procurement Regulation 


14-204. Suppiies or Services Not Conrorminc WitH Contract REQUIRE- 
MENTS. When supplies or services tendered for acceptance do not conform with 
contract requirements, the applicable contract provision shall govern the action 
to be taken. See ASPR 14-104. 

14-201.1. AccEpTANCE oF NONCONFORMING SUPPLIES AND SERVICES. For 
reasons of economy or the urgency of the requirement, acceptance of supplies or 
services which do not meet all contract requirements may occasionally be desirable. 
Prior to such acceptance, the Contracting Officer shall obtain the approval of the 
requiring activity where the nonconformity with contract requirements (i) affects 
matters such as safety, durability, performance, or interchangeability of parts or 
assemblies; (ii) results in material increases in weight, where weight is a significant 
consideration; or (iii) affects the basic objectives of the specifications. Acceptance 
of nonconforming supplies or services shall in each instance be covered by an 
appropriate amendment to the contract. 


Army Procurement Procedure 

14-204. Suppiies or Services Not ConrormMina With Contract REQUIRE- 
MENTS. Each procuring activity shall clearly define the extent to which its sub- 
divisions are authorized to approve deviations from contract requirements. 
Such approvals should be made at levels which will provide the utmost rapidity 
of decision consistent with the best-interests of the Government. Where desirable, 
for reasons of urgency, practicaiity, or economy, supplies or services which fail 
to meet all contract requirements may be accepted under special circumstances, 
subject to equitable adjustments pricewise or otherwise provided for by the 
contract and which are in the best interests of the Government. 

14—204.1. AccEPTANCE OF NONCONFORMING SUPPLIES AND SERVICES. See 


ASPR. 


ToTtaL TONNAGE AND DoLLAR VALUE OF FRESH FRUITS AND VEGETABLES 
PRocURED OUTSIDE AND BROUGHT INTO THE NEW YoRK AREA 


During the period December 1, 1956, to November 30, 1957, 16,294 tons of 
fresh fruits and vegetables, having a total dollar value of $2,751,704.43, were 
purchased and shipped into the New York area. 


DEFINITION OF FRESH FRUITS AND VEGETABLES 


Since perishable subsistence supplies are defined by the Quartermaster Corps 
as including all foods in such a state that they require storage under controlled 
refrigeration and humidity for preservation or, to avoid waste or spoilage, cus- 
tomarily require distribution and consumption within a short period, all fresh 
frozen fruits and vegetables are considered to be perishable, as are other fresh, 
smoked, frozen, or refrigerated food products including, among others, water- 
foods, meat and meat products, dairy products, and poultry and poultry products. 
In this connection, the Department of Labor in administering the Walsh-Healey 
Act, which exempts ‘‘perishables,’’ has also defined that term as including all 
fresh or frozen fruits and vegetables. 
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*AR 31-7 
NAVSANDA PUB 307 


AFR 145-33 
NAVMC 1121-6 
Army REGUATIONS DEPARTMENTS OF THE ARMY, THE NAVY, 
No, 31-7 .. AND THE AIR FORCH 
NAVSANDA: PUB 307 WasHIneton 25, D. C., 28 April 1957 
Arr Force REGULATION 
No. 145-33 


NAVMC 1121-G 
SUBSISTENCE SUPPLY 


SINGLE MANAGER SUBSISTENCE SUPPLY 
PROCUREMENT INSPECTION 


» Paragraph 
PO spin gnc ce mescynccndpeanetnpestdes -pltbadesheesasheenkiananade 1 
I aoe ae ls hd ida pice digas Wh aes tilde gh gaa RS Gilding ana aaae 2 
EE ee shin csidhgasin copped ag hdc gs cs eee pitino teen al 3 
Organization and responsibilities for procurement inspection_-___.__.__-___ a 
Braocumement . impectl Otis sicasbcatidnkct enn catibdnehedtad- Oididisiniuntid 5 
i ca Nie ee ee Ree 6 
I REROCIOEN WET FLO a os cstimiemericihwntincne wedamcmuacnicmns Riera 7 
ET DORN bia dads n kina ce nkeelsCaapenaales < 8 
Arrangements for destination inspection._.__.._.-..._.-_-_-.---___-___ y 
meimporecnent. for. inepectiOR...dcacssass onsen cst acdc desu 10 
Epaneotios, identiGdatl en. bs ici wiicnciniinsasss it'd Gis- bb oe eeeibee 11 
CRRtEECOTION GF POCMLVING 1TONOTIE ante mami diaedbe 12 
Reporting of MSSA procurement inspection activities. ere lich 13 
en OE DR POR ik oe ek Sa oe aaa ik ccnctcecmnmnue 14 


1. Purpose. These regulations prescribe the procedure to be fol- 
lowed by the Executive Director, Military Subsistence Supply Agency 
(MSSA), and the Military Services within the continental limits of 
the United States in connection with performing procurement inspec- 
tion on all Single Manager controlled subsistence supplies pursuant 
to section XIV, Armed Services Procurement Regulations. 

2. Scope. These regulations apply orly to the procurement inspec- 
tion function and directly related matters. 

3. Definitions. a. /nspection. Inspection means the examination 
(including testing) of supplies and services (including, when appro- 
priate, raw materials, components, and intermediate assemblies) to 
determine whether the supplies and services conform to contract re- 
quirements, which include all applicable drawings, specifications and 
purchase descriptions. (See ASPR 14-100. The above definition is 
applicable to any procurement inspection required by MSSA.) 

*These regulations supersede AR 31-7/NAVSANDA PUB 307/AFR 145- 
33/NAVMC 1121-G, 30 March 1956. - 
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b. Vesting. Testing is an element of inspection and generally de- 
notes the determination by technical means of the physical and chemi- 
cal properties or elements of materials, supplies, or components thereof, 
involving not so much the element of personal judgment as the ap- 
plication of established scientific principles and procedures. (See 
ASPR 14-100. The above definition is applicable to any acceptance 
or procurement testing required by MSSA.) 

c. Government laboratories. Facilities owned, operated and main- 
tained by a Government agency (military or civilian) for the purpose 
of performing tests on supplies procured. 

d. Commercial laboratories. Facilities owned, operated and main- 
tained by a vendor in support capacity and those operating inde- 
pendently for the purpose of furnishing testing services in the accept- 
ance testing of supplies being furnished the Government. 

e. Check testing. Testing performed by Government laboratory in 
order to verify the reliability of results of contractor testing. 

f. Special testing. Testing performed by Government laboratory 
for a special purpose other than routine acceptance or check testing. 
This will include such testing as preproduction testing, preaward 
testing, retesting to settle disputes, correlating test results between 
laboratories, ete. 

g. Item. Any finished or partly finished product which the con- 
tractor manufactures. 

h. Component. Any material, ingredient, part or subassembly which 
the contractor purchases, puts into, or assembles with the item to be 
delivered in accordance with the contract. 


4. Organization and responsibilities for procurement inspection. 
a. The Executive Director, MSS,, is responsible for— 

(1) Controlling and effecting the procurement inspection of com- 
modities assigned, including the maintenance of quality 
standards prescribed by The Quartermaster General of the 
Army. 

(2) The development and maintenance of technical programs, 
rules, procedures, stafliing requirements, ete., for the pro- 
curement inspection of subsistence supplies subject to review 
by The Quartermaster General of the Army. 

6. To carry out his acceptance responsibilities, the Executive Di- 
rector, MSSA, will utilize Military Subsistence Inspection Offices lo- 
cated strategically throughout the continental United States. Neces- 
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sary Government laboratory testing services are provided by the 
Military Subsistence Testing Laboratories of MSSA, located at Chi- 
cago, Illinois, the various Army Area Medical Laboratories, USDA 
Laboratories, the QM General Testing Laboratories, and other Gov- 
ernment Agency Laboratories as required. Commercial laboratory 
testing services are obtained and used in accordance with procedures 
prescribed in paragraph 6. 

5. Procurement inspection. a. ‘The Executive Director, MSSA, 
is responsible for implementing and carrying out the technical pro- 
curement inspection programs for items purchased by the MSSA, by 
either conducting the inspection or arranging for the inspection on 
each contract as may be appropriate. This includes coordinating 
programs for necessary laboratory testing. 

b. When necessary laboratory testing cannot be arranged under the 
provisions of paragraphs 6a and 8, the Military Subsistence Testing 
Laboratories and other Government laboratories, as indicated in para- 
graph 40, are responsible for performing contract required tests on 
components and end items as programmed and coordinated by the 
Executive Director, MSSA, within the provisions of policies issued 
by The Quartermaster General of the Army. Likewise these labora- 
tories are responsible for Government check-testing and special testing 
programs necessary when required laboratory acceptance testing is 
performed by commercial laboratories, and other special testing as 
circumstances require. 

6. Laboratory services. The Executive Director, MSSA, will, 
within the provisions of prescribed policies— 

a. Arrange to utilize commercial laboratories, as defined in these 
regulations, for contract required acceptance testing of subsistence 
supplies on an individual item basis. 

b. When Government laboratories must be used, arrange for— 

(1) Interchange of services among laboratories of the Military 
Services on a reimbursement-in-kind basis. 

(2) Utilizing laboratories of civilian Government agencies on a 
mutually-agreed-upon-reimbursement basis. 

7. Other inspection services. a. Military agencies. Except as 
otherwise provided herein, the Executive Director, MSSA, will utilize 
the Veterinary Food Inspection Services of the Army and Air Force 
Medical Services in inspections incident to the procurement and con- 
trol of procurement inspection of subsistence of animal origin and 
nonanimal origin. 
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b. Other agencies. The Executive Director, MSSA, further will— 


(1) 


Utilize Department of Agriculture existing inspection and 
grading services to the maximum extent practicable. for 
inspection and grading of the following subsistence categories 
(including all perishables procured F. O. B. destination for 
direct delivery to the Department of the Navy): 


(a) Fresh fruits and fresh vegetables. 
(6) Processed fruits, processed vegetables, and related items 


including frozen fruits and frozen vegetables. 


(c) Grain products. 
(d) Butter, cheese, and eggs. 
(e) Miscellaneous subsistence not included in (3) below. 


(2) 


(3) 


Utilize Department of Agriculture poultry inspection and 
grading services for origin procurement inspection of poul- 
try, poultry products, and domestic rabbits in all plants where 
the Department of Agriculture maintains continuous inspec- 
tion and grading by Government employees qualified to per- 
form all inspection and grading necessary to insure compli- 
ance with contract requirements. 

Arrange for inspection of the following subsistence items by 
Department of the Army inspecting activities or by MSSA 
inspectors or by other inspection activities as determined by 
The Quartermaster General of the Army. 


(a) Water foods. 
(6) Assembly, unit packaging, and shipping of combat opera- 


tion, and survival rations, food packets, and related items. 


(c) Coffee and tea, 


(4) 


(5) 


Arrange for Department of Agriculture inspection and grad- 
ing of meat, meat products, and dairy products in ali plants 
in which the Department of Agriculture is performing such 
services for the Army and in such additional plants as are 
selected by The Quartermaster General of the Army. Varia- 
tions in these plant assignments, between the Department of 
Agriculture and The Quartermaster General of the Army, 
may be made under the provisions of (5) below, and in those 
instances where the overall interest of the Government would 
otherwise be served. 

Retain a sufficient number of plants for Department of Army 
inspection to provide for adequate training of Veterinary 
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Corps personnel required to meet oversea commitments and 
mobilization requirements, 

c. Veterinary inspection operation. 

(1) ‘The Executive Director, MSSA, may call directly on the 
Commanding General of each ZI Army, the Military Dis- 
trict of Washington, U. S. Army and the United States Air 
Force bases as designated by the Chief of Staff, USAF, to 
conduct required veterinary inspections incident to the pro- 
curement, storage, or shipment of subsistence. Routine cor- 
respondence for the purpose of technical supervision and co- 
ordination of veterinary inspections may be conducted 
through technical channels directly between Army command- 
ers, Chief of Staff, USAF, commanders of Air Force units 
and installations, Executive Director, MSSA, agencies of The 
(Juartermaster General of the Army and The Surgeon Gen- 
eral of the Army. 

(2) Support functions will be furnished veterinary personnel in 
accordance with the existing policies of the Department of 
the Army and Air Force. 

8. Technical responsibilities. a. Action by the Executive Direc- 
tor, MSSA, and consignees. The Executive Director, MSSA, has full 
technical and administrative responsibility for all origin procure- 
ment inspection of items procured by the MSSA. Qualified personnel 
of receiving installations will perform destination inspection of sub- 
sistence items only when the purchase instrument specifies inspection 
at destination. 

b. Method of inspection. All inspections performed for MSSA by 
the Military Services, the U. S. Department of Agriculture, or other 
agencies will be in accordance with the standards prescribed and issued 
by the Executive Director, MSSA, pursuant to prescribed policies. 
(See arrangements for destination inspection par. 9.) 

c. Point of inspection and acceptance. Purchase instruments will 
provide for the place of the final procurement inspection as pre- 
scribed in ASPR 14-103. 

d. Origin inspection and acceptance. When specified in the pur- 
chase instrument, inspection will be performed at origin to determine 
compliance with all terms of the purchase instrument. When sub- 
sistence supplies are inspected and accepted at origin, except as other- 
wise provided in the purchase instrument, such inspection and accept- 
ance will be conclusive except as regards latent defects, fraud, or such 
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gross mistakes as amount to fraud. Accordingly, where acceptance 
is accomplished at origin, or any point other than destination, sub- 
sistence supplies will not be reinspected at destination for acceptance 
purposes, but such destination inspections will be confined to deter- 
minations of identity, count and condition. 

e. Destination inspection and acceptance. If inspection is to be 
accomplished at destination, the foliowing procedure will apply: 

(1) Destination inspection—nonperishable. 

(a) Inspection will be performed to determine compliance with 
all terms of the contract. Such inspection will be per- 
formed by technically qualified personnel. 

(6) If technically qualified personnel are not available the 
receiving installation will request advice from the Military 
Subsistence Inspection Office designated to serve that in- 
stallation on technical inspection matters. 

(2) Destination inspection—perishable. Shipments which have 
not been inspected at origin will be inspected at destination 
by qualified personnel for compliance with all terms of the 
contract. However, if qualified personnel are not available 
at the installation, arrangements will be made as described 
in (1) (0b) above. 

f. Inspection at origin—Acceptance at destination. Inspection at 
origin will be in accordance with d above. However, title does not 
pass to the Government until supplies are delivered and acceptance is 
accomplished by the receiving installation. Inspection at the receiv- 
ing installation will be limited to determinations of identity, count 
and condition. Note exception in g below. 

g. Special instructions applicable to inspection of fresh fruits and 
vegetables and frozen fruits and vegetables. Initial action for the in- 
spection of fresh fruits and vegetables may be taken by the procuring 
office directly with the U. S. Department of Agriculture agency per- 
forming the inspection. Such expeditious inspection is made neces- 
sary by the perishable nature of these products. 

(1) Origin inspection. 

(a) Carlot-trucklot purchase. When contractors supplying 
carlot or trucklot shipments of fresh fruits and vegetables 
are required to furnish a U. S. Department of Agriculture 
inspection certificate on each carlot or trucklot as evidence 
that commodities meet the contract requirements (except 





PRODUCE PROCUREMENT 157 


for count and eondition), a: copy of the U. S. Department 
of Agriculture certificate will accompany the shipment. 
When appropriate, contracting officers will state in the pur- 
chase instrument that the contractor will furnish a U. S. 
Department of Agriculture certificate. (When contractors 
are required to furnish U. S. Department of Agriculture 
certificates and U. S. Department of Agriculture service is 
not available at point of shipment, or it is necessary to pur- 
chase carlot of fresh fruits and vegetables moving en route 
from growing areas to terminal markets, such cars may be: 
inspected at points designated by-the U. S. Department of 
Agriculture under such rules and regulations as prescribed 
by the U. S. Department of Agriculture. When inspec- 
tion reveals product to be in compliance with contract 
terms, a copy of the inspection certificate will accompany 
the shipment). 

(b) Less-than-carlot or less-than-trucklot quantities of fresh 
fruits and vegetables. These shipments will, whenever pos- 
sible, be inspected at point of purchase by a U. S. Depart- 
ment of Agriculture inspector. A copy of the U.S. Depart- 
ment of Agriculture inspection certificate will accompany 
the shipment to destination. However, if a copy of the 
Department of Agriculture inspection certificate is not 
available to accompany shipment to destination, the U.S, 
Department of Agriculture inspector will stamp all copies 
of the contractor’s invoice and/or packing list, one copy of 
which will accompany shipment, showing the products list- 
ed thereon have been inspected and passed by the U. S. 
Department of Agriculture. The U. S. Department of 
Agriculture inspection certificate or the stamped copies of 
the contractor’s invoice and/or packing list will be accepted 
by the receiving officer as evidence that the commodity or 
commodities have been inspected and comply with contract 
requirements, 

(2) Destination inspection (carlot, less-than-carlot, trucklot, and 
less-than-trucklot purchases). Shipments received at clesti- 
nation which are accompanied by U. S. Department of Agri- 
culture certificates, or by contractors’ invoices or packing lists 
stamped by the U. S. Department of Agriculture will be in- 
spected by the receiving activity for only identity, count and 
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condition. When shipments are received at destination 
which are not accompanied by U. S. Department of Agri- 
culture certificate, or by contractors’ invoices or packing lists 
stamped by the U. S. Department of Agriculture, they will 
be inspected by the receiving activity for compliance with all 
terms of the contract. 

Receiving installations. U.S. D. A. Inspection Certificates 
or copies of the contractor’s invoice and/or packing list 
stamped by the U. S. D. A. Inspector, accompanying ship- 
ments of fresh fruits and vegetables under the requirements 
of (1) above, received by installations, will be attached to 
and support the receiving reports prepared by the receiving 
installation and furnished to the procuring Military Sub- 
sistence Market Center. 


h. Reporting of contract deviations. 
(1) Contract deviations will be reported promptly in detail by 


(2 


(3 


— 


) 


the receiving officer, inspector or other personnel by tele- 
phone followed by letter report, to the contracting officer for 
disposition, except for fresh fruits and vegetables and frozen 
fruits and vegetables. 

Contract deviations for fresh fruits and vegetables and 
frozen fruits and vegetables will be reported promptly in 
detail by telephone followed by letter report by the receiving 
officer to the servicing Military Subsistence Market Center. 
The Servicing QM Market Center will be responsible for 
furnishing all pertinent facts regarding the deviation to the 
contracting officer so that necessary disposition may be made. 
Suspected violations of Federal Food, Drug and Cosmetic 
Act. 


(a) The Federal Food and Drug Administration. The Fed- 


eral Food and Drug Administration is responsible for the 
enforcement of the Federal Food, Drug and Cosmetic Act, 
and is the only Federal policing agency in this field. it 
has authority to investigate and bring action for violations 
of the Federal Food, Drug and Cosmetic Act, including 
the shipment in interstate commodities that are short 
weight, mislabeled, adulterated or impure. In the pro- 
curement of commodities subject to the provisions of the 
Act, inspectors and other personnel will work closely with 
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local representatives of the Federal Food and Drug Ad- 
ministration. If an inspector or other personnel has 
reason to believe that an item is being offered which does 
not conform in every respect to the provisions of the act, 
he will immediately report to the contracting officer the 
matter with all available factual information. In such 
cases the Federal Food and Drug Administration will in- 
vestigate and will determine whether action should be 
taken against the contractor. If it appears that an action 
for violation of the act cannot be sustained, the Food and 
Drug Administration may report the matter to a state or 
local enforcement agency or the activities of the contractor 
may be further observed by representatives of the Federal 
Food and Drug Administration. Irrespective of the out- 
come of any: particular matter, each subsequent suspected 
violation will be reported to the local representative of the 
Federal Food and Drug Administration. 

Samples. The Military Services installations will permit 
representatives of the Food and Drug Administration iden- 
tified by proper credentials to have access to subsistence 
supplies delivered under MSSA contracts in order to de- 
termine the kind, quantity and nature of the samples that 
will be required. 

Receipts in writing. When samples are taken, Food and 
Drug Inspectors will furnish the accountable officer with 
a written receipt, in triplicate, setting forth the kind and 
quantity of the items taken, together with such additional 
information as may be required for accountability purposes. 
(4) Suspected violations of the Buy American Act will be re- 

ported to the Contracting Officer. 


(b 


— 


(¢ 


~~ 


9. Arrangements for inspection. a. When contracts specify 
inspection at destination at other than Army installations, the execu- 
tive Director MSSA, will either effect arrangements for destination 
inspection for such contracts with the other military services, or ar- 
range for MSSA or another inspecting activity to perform the in- 
spection in the installation involved. (See methods of inspection, 
par. 8.) 

b. Use of Canadian Department of Defense inspection services. 
If the head of a Military Service determines that the inspection service 
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of the Canadian Department of Defense is adequate for the procure- 
ment involved, he may. utilize such service to assist in determining 
acceptability of supplies procured in Canada. Normally, the inspec- 
tion performed by or for the Military Services under arrangements 
with the Canadian Department of Defense will be performed on a 
reimbursement-in-kind basis. 

c. Reporting unresolved multiple inspection assignments. The 
Executive Director, MSSA, will negotiate a resolution of multiple in- 
spection assignments with appropriate echelons of the Military Serv- 
ices. When efforts to effect required arrangements for inspection 
agreements in plants have failed,-the following procedures will be 
used in reporting multiple inspection assignments through designated 
channels for resolution. Reports will include— 

(1) Plants by name and location. 

(2) Other inspection activities involved, with addresses of re- 
sponsible field offices. 

(3) Type of products being inspected by each activity. 

(4) Volume of business per month and unliquidated amounts of 
contracts on hand for each activity. 

(5) Numbers of inspectors by activity. Indicate whether resi- 
dent or nonresident inspectors. 

(6) State frequency of visits, amount of travel, and location of 
base station where nonresidents are involved. 

(7) Type of inspection specialists required. 

(8) Brief of local inspection interchange negotiations relative to 
the plant under consideration. 

(9) Value, by Government department, of Government-owned 
facilities in each plant. 

(10) The Government department which has security cognizance, 
if such cognizance has been assigned. 

(11) The views of management as to desirability of single serv- 
ice inspection. 

(12) Narrative statement of contractor quality history. 

(13) A statement that an information copy of the report was 
furnished to each activity involved in the negotiation. 

d, Exemption from inspection interchange. Procurement inspec- 
tion for the type of contracts listed below may be exempted from ar- 
rangements for inspection interchange. 

(1) Research and development contracts. 
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(2) Production contracts which involve the maintenance or de- 
velopment of highly technical or unusual inspection skills 
that, for mobilization purposes, must be preserved by a cadre 
of the inspecting activity. 

e. Inspection services provided MSSA by the other Military Serv- 
jces are performed without reimbursement under ASPR 14-102.1 (a). 

10. Reimbursement for inspection. The Executive Director, 
MSSA, will arrange for reimbursement for direct inspection and grad- 
ing services rendered by the Department of Agriculture with the ex- 
ception of antemortem, postmortem, and sanitary inspections which 
are performed in accordance with Federal statutes and funded by ap- 
propriated funds. Reimbursement for inspection and grading serv- 
ices rendered by the Department of Agriculture on purchase instru- 
ments for which arrangements for destination inspection have been 
effected with another Military Service is the responsibility of that 
Service. In addition, the Executive Director, MSSA, may determine 
that the interest of the Government will be protected adequately by 
utilizing the inspection results developed by the U. S. Department of 
Agriculture under “vendor type” reimbursement plans. 

11. Inspection identification. Inspectors of MSSA and the Mili- 
tary Services will, whenever practical and possible in the process of 
inspection and acceptance of material procured by MSSA, utilize 
Department of Defense acceptance stamps in accordance with instruc- 
tions issued by the Department of Defense. Inspection and accept- 
ance stamps of the Department of Agriculture will be accepted by ail 
military departments. 

12. Certification of receiving reports. Receiving reports cover- 
ing subsistence items will be properly signed by the accountable officer, 
and by a qualified inspector. The signature of the qualified inspector 
will be placed over his typed or printed name accompanied by the 
words, “Authorized Government Representative.” It is the responsi- 
bility of the receiving installation commander to designate the quali- 
fied inspector. However, if none is available, the nearest Military Sub- 
sistence Market Center will be requested to provide inspection service. 

13. Reporting of MSSA procurement inspection activities. 
a. Responsibilities. Military Services will render reports on procure- 
ment inspection performed for the Executive Director, MSSA, on 
appropriate report forms listed in } below and as prescribed by the 
Executive Director, MSSA, in accordance with published procedures. 
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Arrangements have been made for the U. S. Department of Agricul- 
ture to render reports-on inspection and grading performed for the 
Executive Director, MSSA (or other Military Services where -inspec- 
tion is performed at destination on interchanged contracts), on the 
same forms and procedures. The Executive Director, MSSA, will 
assist in familiarizing Military Services and U. 8S. Department of 
Agriculture inspection personne! with MSSA procurement inspection 
details. The Executive Director, MSSA, is responsible for all MSSA 
procurement inspection reports, both internal and those required by 
higher authority. 
b. Currently prescribed reports applicable to MSSA procurement 
inspection. 
(1) Reports and forms exempt from reports control under provi- 
sions of AR 335-15, paragraph 17e, g, or wu (Army) and para- 
graph 7¢c(1) AFR 174-1, 15 January 1954 (Air Force). 
(a) Army reports and forms covering inspection: 
1. DA Form 1639 (Certificate of Quality and Condition for 
Subsistence). 
2. WA Form 10-200 (Veterinary Corps Report of Class 9 
Inspection). 
3. DA Form 10-201 (Veterinary Corps Report of Inspection 
of Cheese). 
. DA Form 10-202 (Statement of Expenses). 
. DA Form 10-203 (Request for Veterinary Corps Sanitary 
Inspection of Establishment). 
6. DA Form 10-204 (Request for Veterinary Corps Inspec- 
tion of Products). 
. DA Form 10-205 (Inspector’s Correspondence). 
8. DA Form 10-206 (Veterinary Corps Report of Inspec- 
tion of Butter) (Classes 3 and 4 only). 
9. DA Form 10-207 (Veterinary Corps Report of Inspection 
of Subsistence Products). 
10. DA Form 696 (Request for and Results of Tests). 
17. DA Form 10-209 (Report of Deviation). 
12. DA Form 10-210 (Veterinary Corps Shell Eg 
tion Record and Notice of Change). 
13. DA Form 10-212 (Veterinary Corps Report of Inspec- 
tion of Shell Eggs). 
14. DA Form 10-213 (Inspection Record No. 1). 
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(6) Department of Agriculture reporting forms accepted by 
the Army. The following U.S. Department of Agriculture 
forms are accepted by the Army when inspection is per- 
formed by Department of Agriculture inspectors. The 
Department of Agriculture will furnish these forms to its 
inspectors. 

1. FV 147 (Certificate of Quality and Condition for Proc- 
essed fruits and vegetables) 

2. FV 47 (Inspection Certificate for Fresh Fruits and Vege- 
tables) 

3. Form Grain 133a (Commodity Inspection Certificate) 

(2) Controlled reports (applicable only to the Executive Director, 
MSSA). Data on Procurement Inspection, Reports Control 
Symbol CSGLD-665 (R-2). 

(3) Controlled reports applicable to all military service inspect- 
ing activities. Reports Control Symbol is assigned to the 
reporting requirements established in paragraphs 9¢ and 9d. 


14. Supply of DA Forms. All DA Forms cited in these regula- 
tions will be furnished by the Department of the Army. The Execu- 
tive Director, MSSA, will arrange to furnish the U. S. Department of 
Agriculture with necessary forms for the accomplishment cf inspec- 
tions performed by the U.S. Department of Agriculture for the Execu- 
tive Director, MSSA. Department of the Navy and Air Force and 
the Marine Corps will determine their initial requirements for each 
of the forms and submit a consolidated requisition including distribu- 
tion instructions to The Adjutant General, Department of the Army, 
Washington 25, D.C., ATTN: AGAM-DS, Subsequent requirements 
will be submitted in the same manner. 

[AG 400 (17 Jan 57) QMGST] 
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By ORDER OF THE SEcRETARIKS OF THE ARMY, THE NAvy, aND 
THE Arr Force: 


MAXWELL D. TAYLOR, 
General, United States Army, 
OFFICIAL: Chief of Staff. 
HERBERT M. JONES, 
Major General, United States Army, 
The Adjutant General. 


R. J. ARNOLD, 
Rear Admiral, United States Navy, 
OFFICIAL: Chief, Bureau of Supplies and Accounts. 
G. L. RUSSELL, 
Vice Admiral, United States Navy, 
Deputy Chief of Naval Operations, 
(Administration). 


N. F. TWINING, 
OFFICIAL: Chief of Staff, United States Air Force. 
J. L. TARR, 
Colonel, United States Air Force, 
Air Adjutant General. 


R. McC. PATE, 
General, U.S. Marine Corps, 
OFFICIAL: Commandant of the Marine Corps. 
ROBT. E. HOGABOOM, 


Major General, U.S. Marine Corps, 
Deputy Chief of Staff (Plans). 


DISTRIBUTION : 
Army: 
Active Army: (CONUS) 

To be distributed on a need-to-know basis to all installations, activi- 
ties located off an installation, and to all units and headquarters down 
to and including divisions, and units and headquarters of comparable 
size, as indicated. 

NG: State AG. 

USAR: None. 
Air Force: 

Distribution B. 
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SpecrAL Commopiry CLAUSES FOR FRESH FRUITS AND VEGETABLES 


1. Inspection. Fresh fruits and vegetables supplied on this purchase order will 
be inspected by inspectors of the Production and Marketing Administration, 
USDA, or by State-Federal inspectors, in accordance with the following require- 
ments and conditions: 

a. The term “carlot or trucklot” as used throughout this contract is defined to 
mean a quantity of 20,000 or more pounds composed of one or more items being 
supplied on this purchase order. 

b. Each carlot or trucklot will be given preliminary inspection at time of ship- 
ment or while enroute at the request and expense of the vendor. Inspection 
certificates will cite rail car numbers and/or truck or trailer license numbers. 

c. Less than carlot (LCL) or less than trucklot (LTL) quantities of fresh fruits 
or vegetables offered for shipment hereunder will be given preliminary inspection 
immediately prior to shipment at the request and expense of the Government, 
unless specifically provided herein to be inspected at the contractor’s expense. 
Any lots offered as replacement of unacceptable products tendered will be in- 
spected at the request and expense of the contractor. If official inspection service 
is not available, the contractor will, in lieu thereof, furnish with his invoice for 
LCL or LTL quantities of fresh fruits and vegetables a warranty signed by a 
responsible member of the contractor’s firm reading as follows: 

“Contractor warrants that the products covered by this invoice comply with 
all terms of the contract as to commodity, size, variety, grade, pack, condition, etc. 
Inspection service was not available.”’ 

*2. Inspection Certificates. The official inspection certificate or an official copy 
thereof must be attached to the original copy of the invoice on which the contractor 
will annotate the number of the official inspection certificate attached thereto. 

a. On each carlot or trucklot shipment, one (1) copy of the inspection certificate 
will accompany the shipment. 

b. On LCL or LTL shipments, one (1) copy of the inspection certificate will 
accompany the shipment. If a copy of the inspection certificate is not available 
to accompany the shipment, the Inspector will stamp all copies of the contractor’s 
invoice and/or packing list one copy of which will accompany the shipment, 
showing the products listed thereon have been inspected and passed by the 
Inspector. However, this requirement shall not apply when LCL or LTL quan- 
tities of fresh fruits and vegetables inspected at the request and expense of the 
Government, pursuant to paragraph 1 above, are delivered to a distribution point 
for immediate reshipment. 

*3. Container Weights. If fresh fruits and vegetables are purchased hereunder 
on the basis of price per container with a specified minimum weight per container, 
a representative portion of each lot will be check weighed at destination to de- 
termine that the average net weight of containers meets the minimum weight 
called for. Unless otherwise provided, full, tight pack commercial containers 
will be delivered. No payment will be made for any weights in excess of the 
minimum weight required unless otherwise specified herein. However, if potatoes 
are purchased herein, this contract shall not be so construed as to require a 
reduction in payment for shortages in actual weights as compared with marked 
weights, when the average of such shortages, as determined at destination, does 
not exceed 2 percent of the marked net weights for old potatoes and 4 percent of 
the marked net weights for new potatoes. 


4. Fresh Fruit and Vegetable Containers and Markings. 

a. Unless otherwise specified on page 1, all items on this purchase order are 
domestic pack. 

b. Containers: 

(1) Domestic: Fresh fruits and vegetables purchased for domestic use will be 
packed in new, clean, standard commercial containers with full tight pack unless 
otherwise specified on page 1. 
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(2) Export: Fresh fruits and vegetables purchased for export use will be packed 
in new, clean containers as further specified on page 1. Potatoes, crated, export, 
will be packed in accordance with Military Specification MIL-P-1505A, Packag- 
ing of Potatoes, Onions, and Root Vegetables (Fresh), Overseas Shipment. 

c. Markings: 

(1) Provision 26 (a), Clause OPD 600 will not apply to purchases of fresh fruits 
and vegetables. Markings on shipping containers, if required, will be specified 
on page 1 for both export and domestic shipments. ° 

(2) Container Manufacturer’s Identification: Wirebound crates for overseas 
shipment shall bear a compliance statement in accordance with Specification 
MIL-—B-107, except that the information required, arrangement and sizes of 
letters, shall be as shown below: 


FOR MILITARY EXPORT-_.- (All letters minimum 7, inch high) 
Name of crate manufacturer_ 

Address of Manufacturer_.- i (All letters minimum 
Max. Wt. Cont- ---- . ibs. 14 inch high). 

For Type-.-.--- ‘ load 


*5. Variation in Quantity. ‘To the extent that the variation is caused by the 
conditions specified in Provision 4 of Standard Form 32, General Provisions, a 
variation in quantity of any item or subitem not in excess of 10 percent of the 
contract quantity will be accepted. If more than one destination is provided for 
herein, the indicated percentage of variation applies separately to each quantity 
specified for each destination. 

(An asterisk (*) preceding a pragraph number indicates the paragraph changed 
by this revision.) 

Replaces Clauses OPD 477a and b, November 1, 1955, which are obsolete. 

Clause OPD 477 August 6, 1956. 


CoNnTRACT PROVISIONS 
Inspection 
(a) All supplies (which term throughout this clause includes without limitation 
raw materials, components, intermediate assemblies, and end products) shall be 
subject to inspection and test by the Government, to the extent practicable at all 
times and places including the pericd of manufacture, and in any event prior to 
final acceptance. 

(b) In case any supplies or lots of supplies are defective in material or work- 
manship or otherwise not in conformity with the requirements of this contract, 
“1 : . ‘ , : 
the Government sha)] have the right either to reject them (with or without 
instructions as to their disposition) or to require their correction. Supplies or 
lots of supplies which have been rejected or required to be corrected shal! be 
removed or corrected in place, as requested by the Contracting Officer, by and 
at the expense of the Contractor promptly after notice, and shall not again be 
tendered for acceptance unless the former tender and either the rejection or 
requirement of correction is disclosed. If the Contractor fails promptly to 
remove such supplies or lots of supplies, when requested by the Contracting 
Officer, and to proceed promptly with the replacement or correction thereof, the 
Government either (i) may by contract or otherwise replace or correct such 
supplies and charge to the Contractor the cost occasioned the Government thereby, 
or (ii) may terminate this contract for default as provided in the clause of this 
contract entitled “Default.” Unless the Contractor elects to correct or replace 
the supplies which the Government has a right to reject and is able to make such 
correction or replacement within the required delvery schedule, the Contracting 
Officer may require the delivery of such supplies at a reduction in price which is 
equitable under the circumstances. Failure to agree to such reduction of price 
shall be a dispute concerning a question of fact within the meaning of the clause 

of this contract entitled “‘ Disputes. 
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(c) If any inspection or test is made by the Government on the premises of the 
Contractor or a subcontractor, the Contractor without additional charge shall 
provide all reasonable facilities and assistance for the safety and convenience of 
the Government inspectors in the performance of their duties. lf Government 
inspection or test is made at a point other than the premises of the Contractor or 
a subcontractor, it shall be at the expense of the Government, provided, that in 
case of rejection the Government shall not be liable for any reduction in value of 
samples used in connection with such inspection or test. All inspéctions and tests 
by the Government shall be performed in such a manner as not to unduly delay 
the work. The Government reserves the right to charge to the Contractor any 
additional cost of Government inspection and test when supplies are not ready at 
the time such inspection and test is requested by the Contractor. Final acceptance 
or rejection of the supplies shall be made as promptly as practicable after delivery, 
except as otherwise provided in this contract; but failure to inspect and accept or 
reject supplies shail neither relieve the Contractor from responsibility for such 
supplies as are not in accordance with the contract requirements nor impose 
liability on the Government therefor. 

(d) The inspection and test by the Government of any supplies or lots thereof 
dces not relieve the Contractor from any responsibility regarding defects or other 
failures to meet the contract requirements which may be discovered prior to final 
acceptance. Except as otherwise provided in this contract, final acceptance shall 
be conclusive except as regards latent defects, fraud, or such gross mistakes as 
amount to fraud. 

(e) The Contractor shall provide and maintain an inspection system acceptable 
to the Government covering the supplies hereunder. Records of «ll inspection 
work by the Contractor shall be kept complete and available to the Government 
during the performance of this contract and for such longer period as may be 
specified elsewhere in this contract. 


Produce which arrived at overseas destinations in an unusable condition, Dec. 1. 
1956, to Nov. 30, 1957 


1957 1957 Quantity Loss (in | Cost per} Dollar 
Ship shipping | arrival Items shipped pounds) pound | loss 
date date (in pounds) 

S. Exford Jan 3 Feb 7 Lettuce 9, 575 1, 436 $0.10 | | $143. 60 
Concordia Sky Feb 5 Feb. 28 do 10, 040 4,016 .10 2 401. 60 
S. S. Saronia Feb s Feb. 18 do 25, 600 490 14 3 68. 60 

Celery 7, 640 2) 09 18. 00 
Blue Jackei Mar. 10 | Mar. 23 | Lettuce 80, G00 62, 888 11 | 56,917.68 
Golden FEagie Mar. 24 Apr. 10 do 85, 54C 85, 540 oa 6 9, 409. 40 
Concordia Star Mar. 29 | Apr. 18 | Celery 2, 340 468 .07 7 32. 76 

Lettuce 11, 280 3, 835 10 8 383. 50 
American Importer May 2) May 15 do 22, 400 4, 660 12 ® 559. 20 
Scythia Aug. 21 | Sept. 2 | Celery 1, 800 1, 800 . 07 126. 00 


EXPLANATION OF DAMAGE 


Unusually leng voyage of 35 days. The approximate 15 percent loss is not considered abnormal for a 
voyage of such length. The Military Sea Transport Service, which administered the contract with the com- 
mercial carrier, determined that there was not sufficient evidence to successfully prosecute a claim for 
this loss 

? Unusually long voyage with 4 intermediate ports of call. Ultimate destination was Leghorn, Italy 
There is pending a claim against the carrier for this loss. 

3and ‘4 The receiving veterinarian reported the damage was caused by improper stowage. The pack- 
ages close to the refrigeration coils were lost. The loss was paid by the carrier Sept. 6, 1957. 

’ The overseas command has not, as yet, advised as to the cause of loss. However, claims are not lodged 
against Military Sea Transport Service ships as the vessels are operated by the U. S. Government 

+ The lettuce was loaded in No. 4 hatch “deep tank,’’ below the waterline. First port of call was Reykja 
vik, Iceland. The lettuce was frozen. Claims are not lodged against the Military Sea Transport Service 
as the vessels are operated by the U. S. Government 

7 and 8A claim against the carrier is pending. 

* This shipment was made from domestic pack stock from seaboard terminal. Claim against the carrier 
was disallowed because the lettuce was not in ventilated wood crates normally used for export. 

1A claim against the carrier is pending. 
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REGULATIONS PERTAINING TO SOURCES OF SUPPLY 


Armed Services Procurement Regulation 


1-307. Responsible Prospective Contractor. Prior to the award of any contract 
for supplies or services the Contracting Officer shall determine that the prospective 
contractor is responsible. A responsible contractor is one which meets all of the 
requirements set forth below: 

(a) is a manufacturer, construction contractor, or regular dealer, if the contract 
or order calls for supplies (see ASPR 1—201.9); 

(5) has adequate financial resources, or ability to secure such resources; 

(c) has the necessary experience, organization, and technical qualifications, and 
has or can acquire the necessary facilities (including probable subcontractor 
arrangements) to perform the proposed contract; 

(d) is able to comply with the required delivery or performance schedule 
(taking into consideration all existing business commitments) ; 

(e) has a satisfactory record of performance, integrity, judgment, and skills; and 

(f) is otherwise qualified and eligible to receive an award under applicable laws 
and regulations. 


Army Procurement Procedure 


1-307. Responsible Prospective Contractor. In determining responsibility, 
primary emphasis will be placed upon the prospective contractor’s technical and 
financial ability to perform the contract successfully. Where a contractor is not 
responsible, even though it is anticipated that a future event would make him 
responsible, an award contingent upon such future event is prohibited. For 
example, it would be improper to award a supply contract conditioned on the 
contractor obtaining adequate financing within 30 days from the date of the 
award. 
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Procurement of lemons at New York Military Subsistence Market Center, June 195? 


Vendor Unit Size Quantity Unit 
price 
| — - 

Heller Bros 36-pound crate } 150’s_.- 50 $4. 75 
Do | 36-pound carton | 150’s 100 4. 60 

Do do | 150’s- 50 4.05 

Do 36-pound crate 180’s 30 4.75 

Do do | 126’s, 150’s, 180’s 145 4.75 

Do do 180’s 14 4.75 
Manhattan Fruit do 180's 200 | 4. 00 
Joseph Rubin do...- 180's 115 | 4. 00 
Heller Bros do... 150’s 17 4. 30 
Do do 150’s 31 4. 30 

Do do 150’s 16 4. 30 

F, Opolinsky do 126’s, 150’s 315 4.00 
Manhattan Fruit do 180’s 45 | 3. 90 
F. Opolinsky- do 150’s 16 4.15 
‘Heller Bros do 126’s, 150’s 217 4. 25 
Joseph Rubin do 150’s 167 4.25 
Do 36-pound carton 150’s 100 4.15 

F,. Opolinsky 36-pound crate 150’s, 180’s 200 4.90 
Joseph Rubin do 150’s 315 4 90 
Manhattan Fruit do 150’s___ 16 4. 65 
F. Opolinsky 36-pound carton 150’s 16 4. 90 
Manhattan Fruit do 150's 5 5. 00 
Do do 150’s 52 5.00 
Heller Bros do 150’s 8 5. 00 
Do do 150’s_ - s 5. 00 
. Manhattan Fruit do 126’s 200 4. 85 
s Heller Bros do 150’s 115 5. 00 
Do do 150’s 1 5. 00 

; Do do 150’s 1 5.00 
Do do 150’s 1 5. 00 
Manhattan Fruit do 150’s ‘ 18 4.85 
F, Opolinsky _do ; 150’s 240 4.70 
Heller Bros .do 150’s 200 4.65 
Do do 150’s 3 4.35 
Joseph Rubin do 150’s 3 4.55 
Heller Bros do ..| 150’s 4 4.05 
F. Opolinsky 2 ak .do 150’s 5 4.05 
Anchor Fruit do 150’s 2 4.00 
Heller Bros do 150’s 11 4.35 
F, Opolinsky do 150’s 6 4.00 
Do .do ; 150’s 10 | 4.05 
Heller Bros do 150’s 63 4.10 
Manhattan Fruit do 180’s 97 4.00 
Do .do 150’s 54 3. 90 

Do do 150’s 20 3. 65 
Heller Bros do 150’s 2 4.35 
Joseph Rubin do ‘ 150’s 1 4.55 
Heller Bros do 150’s 1 4.05 
Anchor Fruit do i 150’s 1 4.00 
Heller Bros do ; 150’s 3 4.35 
Do do 150’s 5 4.35 
Joseph Rubin do 150’s ~ 4.55 
F. Opolinsky do 1508s 5 4.05 
Anchor Fruit do 150’s 6 4.00 
Heller Bros do 150’s 7 4.35 
F. Opolinsky do 150’s 13 4.00 
Do do 150’s 7 4.05 
Heller Bros do 150’s 3 4.35 
F. Opolinsky do 150’s 1 4. 00 
Do do 150’2 3 4.05 

Do do 150’s 14 4. 05 
Heller Bros do 150’s l 4.05 
Do do 150’s 37 4.45 

F. Opolinsky do 150’s 11 4. 00 
Heller Bros do 150’s 5 4.05 
Do do 150’s Q 4.45 

F. Opolinsky do 150’s 6 4.00 
Heller Bros do 150’s 6 4. 05 
F. Opolinsky do 150’s 27 4. 00 
Do do 150’s 3 4.05 
Heller Bros do 150’s 26 4.05 
Manhattan Fruit do 180's 66 3.75 
Heller Bros do 150’s 2 4. 
Do do 126’s, 150’s 353 4. 50) 
Manhattan Fruit do 150’s 60 4.00 
Heller Bros do 150’s 37 5.00 
Manhattan Fruit do 150’s 44 4. 40 
Heller Bros do 150’s 4 4.50 
F. Opolinsky do 150’s 79 4.90 
Heller Bros do 180’s 33 4.50 
Manhattan Fruit do 150’s 63 4.75 
Do do 150’s 40) 4.80 

F. Opolinsky do 150’s 3 4.60 


NOTE All items Grade U.S. No.1 
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Procurement of onions at New York Military Subsistence Market Center, June 1957 


Vendor 


Morgan Packing Co 

Do 

Do 

Do 

Do 

Do 
Fierman Produce 

Do 

Do 

Do 

Do 

Do 
Louis Zurich 

Do 

Do 

Do 

Do 

Do | 

Do 
Morgan Packing Co 
Fierman Produce 

Do 

Do. 

Do. | 
Morgan Packing Co | 
Fierman Produce 

Do 
Morgan Packing Co 
Fierman Produce 

Do 

Do 
Morgan Packing Co 
Fierman Produce | 

Do | 

Do 

Do 
Morgan Packing Co 
Fierman Produce 

Do 

Do 
Morgan Packing Co 
Fierman Produce 

Do 
Morgan Packing Co 
Fierman Produce 

Do 

Do 

Do 

Do 

Do 
Wm. Feinstein 
Fierman Produce | 

Do 

Do 
Wm. Feinstein 
Fierman Produce 

Do 
Wm. Feinstein | 
Fierman Produce 
Wm. Feinstein | 
Fierman Produce 

Do 

Do 
Wm. Feinstein 

Do 

Do 
Louis Zurich 
Wm. Feinstein 








Do 
130 
Fierman Produce 
Do 
Notre.—All items Grade U 


Unit 


50-pound crate 
90-pound crate - - - 

do-. 

son 

do... 

do... 

do 

do 

do —~ 

do 

do ; 

do 

a 

O8.c05 

oo 

do 

do 

do 

do 
50-pound sack 

do 

do 

oo... 

do 

a 

do 

a 

do... 

do 

do 

do 

do 

do 

do 

do 

do 

.do 

do 

do 

do 

do 

do 

do 

do 

do 

do ; 

do ea 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

do 

ac 

do 

ao 


do 


S. No. 1 


Size 


| 
} 
j 


2-inch minimum 
do 
do. 
do 
do 
do__.. 
eae 
Medium 
2-inch minimum 
do--..- 
do... 
do 
2\%-inch minimum 
a: 
mis 
do.. 
do. 
do 
do... 
2-inch minimum. -. 
Medium -.- 
do-. 
20... 
do 
2-inch minimum 
Medium 
a 
2-inch minimum. -- 
Medium. - 
do 
do 
2-inch minimum 
Medium... 
do 
do 
do 
2-inch minimum 
Medium. . 
do 
| 
2-inch minimum 
Medium... 
do 
2-inch minimum 
Medium. . 
do 
do 
do 
do 
do 
.do 
_do 
.do 
_do 
do 
do 
do 
_do 
do 
do 


do 


2-inch minimum 


do 
do 
do 
do 
do 
do 
ao 
do 
3-inch minimum 
do 


Quantity 


eee OO 


COW AWS 


wrt OS GO 1 100 


wae Nw— 


Unit 
price 


$4 
9. 
9. 
9. 
10. 


10. 7 


_ 


10. 


pos 


7 2 On ee 9 BD OO GD GO OO OM On 


w 


woo 


Cr GO Or Sr ee Oe rt rn Or oe Gt ee 


on oe 


ee a ee eee ee ee 


25 
85 





Se ee es ee 0 eee eee 


~~" 
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STANDARD FURM UGUST 19 
PUESCRIBED BY GENERAL SERVICES ADSCHESTRATION 
acs | 0s 


DER'S MAILING LIST APPLICATIO TIAL APPLICATION _ 


All answers should be t or printed. See reverse for information and instructions. 
























NEW YORK M.S. MARKET CENTER Ons Or aes —_— 

29th St. & 3rd Avenue F +V/ FEB '¢ = §7 
7. NAME OF APPLICA ae “= 2 ADDRESS TO WHICH BIDDING FORMS ARE TO BE MAILED 

Heller Bros Co. ,Inc. 303-305 Washington St. 
ll Fiioa tone i PRESENT BUSINESS ~ 
303-3or WASHINGTON ST N.Y, 13° M4, ty Ye ARS 
5. TYPE OF ORGANIZATION (Check one) sed a 6. IF INCORPORATED, INDICAT: IN WHICH STATE _ 
LJ INDIVIDUAL CD panrecnsnir nies _* NEW To Rk 
7. NAMES OF OFFICERS, MEMBERS OR OWNERS OF CONCERN, PARTNERSHIP. ETC nore at td 
=o °°» (8) VICE PRESIDENT es — 
HiLTon 9% HELLER VAHES _ WELLER 

{© SECRETARY se — (0) TREASURER oe 





__ SEyHouR A HELLER __ SEYHouR A, WEWLER 


(© OWNERS OR PARTNERS 


& AFFILIATED CONCERNS (Name, lccation, and in detail, controlling intsrest in each) 
PaciFic PACKING Co (A CoRP) = STocKToN CAL (ioe To OWNED) 
PATTERSON PRoduce Co(A Cont) - RrrERSN, CAL, (Se To OwWeD) 


9. PERSONS OR CONCERNS AUTHORIZED TO SIGN BIDS AND CONTRACTS IN YOUR NAME (if agent, so specify) 
NAME 


HitTon S$, HELLER 
TAhES HELLER 


10. PERSONS TO CONTACT ON MATTERS CONCERNING BIDS AND CONTRACTS (/f agent, so specify) 











OFFICIAL CAPACITY | 


ae re 2 


cK V- Mes - 





MAME OFFICIAL CAPACITY TELEPHONE NO. 


“SAH GRoOBHAN WALES Hoek. — VEC -—t wes: -6590 
Ficrow ) n - FRuir WA £-65F90 — 


11. INDICATE CLASSES OF EQUIPMENT, SUPPLIES, MATERIAL AND/OR SERVICES ON WHICH YOU DESIRE TO BID (Use attached list, if any) 


FRESH FRuiTs AM VEGETABLES 














12. CATEGORY (See defritions on ihe reverse of this form and check below the category which applies to the applicant) 





a (A) MANUFACTURER OR PRODUCER O (C) REGULAR DEALER (Typo 2) 
(B) REGULAR DEALER (Type /) 0 (0) SERVICE ESTABLISHMENT oe 
Bi NUMBER OF PERSONS OF PERSONS NOW EMPLOYED) 14. . FLOOR SPACE (Square feet) 15. NET WORTH 
6 o MANUFACTURING WAREHOUSE DATE "?9 
_ locoo SF 7/3: /re 209 590.73 
“ THIS SPACE FOR USE BY THE GOVERNMENT 17. I certify that the information supplied herein (including all 
pages attached) is correct and that neither the applicant 
Uh x. 25 nor any person (or concern) in any connection with the 
— as a principal or officer, so far as is known, is now 
debarred or otherwise declared ineligible by any agency of the 


Federal Government from bidding for furnishing materials, 
supplies or services to the Government or any agency thereof. 


t OF PERSON ae) ‘0 SIGN THIS APPLICATION 
JA LAAN 2wu uA 
18. NAME AND TITLE OF PERSON SIGNING (Please type or print) 


Mittow S,HELLER Pres 


e—-47410-1 
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INITIAL APPLICATION 
REVISION 


or printed. See reverse for information and instructions. 
DATE OF THIS APPLICATION 


~ = 
BIDDER’S MAILING LIST APPLICATION = 
All answers should be t 


NEw YoRK HiliTARY SuBSisTENCE MNARKET CENTER 
37D AVE. AND 29 I7TREET 

ookcy AN. 
1. NAME OF APPLICANT 


HELLER - GRUBHAN, INC, 


3. ADDRESS OF MAIN BUSINESS OFFICE 


196 WANE ST NYS. 13 


5. TYPE OF ORGANIZATION (Check ona) 









Avucusr 2, '9S57 

2. ADDRESS TO WHICH BIDDING FORMS ARE 7 ee mae 
196 DUANE ST N.AY.G./3, NY. 

4. HOW LONG IN PRESENT BUSINESS 
Connencen 8/e/r7 


6. IF INCORPORATED, INDICATE IN WHICH STATE 


NEw YoRK 













Cj INDIVIDUAL oO PARTNERSHIP 1 conronation 
7. NAMES OF OFFICERS, MEMBERS OR OWNERS OF CONCERN, PARTNERSHIP, ETC. 


ee SAHUEL GRUBHAN 
(C) SECRETARY 


___ Hic pRED GRYBHAN 


(2) OWNERS OR PARTNERS 









6 AFFILIATED CONCERNS (Name, iocation, and in detail, controlling interest in each) 


NoNE 


9. PERSONS OR CONCERNS AUTHORIZED TO SIGN BIDS AND CONTRACTS IN YOUR NAME (I/ agent, 20 epecify) 










MAME 


SAhUEL GRoBHAN 


OFFICIAL CAPACITY 


—————e ee 
LESHAXW 














; NAME OFFICIAL CAPACITY — a4 TELEPHONE NO. tt 
DAHVEL _ GRoBHAW | Res en7r | WA S- C590 
Tose hi A LAMONT ae SALESHAY WAS- bF90 





San Go.din&® SAUETHAN _WAS- tr40 


11. INDICATE CLASSES OF EQUIPMENT, SUPPLIES, MATERIAL. AND/OR SERVICES ON WHICH YOU DESIRE TO BID (Use attached list, if any) 


FResH Vee TaBces « ftoruc€ 





12. CATEGORY (See definitions on the reverse of this form and cheok below the category which applies to the applicant) 























‘a (A) MANUFACTURER OR PRODUCER oO (C) REGULAR DEALER (Type 2) 
[Hj cw) recuuar veater (Type 1) CD) y service ESTABLISHMENT 
13. NUMBER OF PERSONS NOW EMPLOYED] 14 FLOOR SPACE (Square feet) | 15 NET WORTH | 
25 MANUFACTURING _— DATE =e 7 ; | Ayousr SS an 
Coco Fr) AvuGUST 2,19S7 So 000.00 
16. THIS SPACE FOR USE BY THE GOVERNMENT 17. I certify that the information supplied herein (including all 
— - ° — pages attached) is correct and that neither the applicant 





nor any person (or concern) in any connection with the 
applicant as a principal or officer, so far as is known, is now 
debarred or otherwise declated ineligible by any agency of the 
Federal Government from bidding for furnishing materials, 
supplies or services to the Government or any agency thereof, 


“SIGNATURE OfpPERSON AUTHORIZED TQAIGN THIS APPLICATION 


Ge TITLE OF PE Mh (Please type es print) 


Wave. GRvB YAN — PRES. 


ML2¢. 





1o-e/4ie1 





a WWrei~, 


th hee C) 


Bese 
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All answers should be typed or printed. See reverse for information and instructions. 


New York Military Subsistence Market Center Se ee ee 
3rd Ave and 29th St 1/3/57 








Bro 
|, NAME OF APPLICANT 













2 ADDRESS TO WHICH BIDDING FORMS ARE TO BE MAILED 
Heller-Rapp, Inc 303 dashington St, N.Y. 
{ADDRESS OF MAIN BUSINESS OFFICE 4. HOW LONG IN PRESENT BUSINESS 
Formely 
303 Washington St, N.Y. Heller BROS Go Inc 40 yre 
i TYPE OF ORGANIZATION (Check one) 6. IF INCORPORATED, INDICATE IN WHICH STATE 
| INDIVIDUAL C2) pantwenssir CORPORATION New York 
7. NAMES OF OFFICERS. MEMBERS OR OWNERS OF CONCERN, PARTNERSHIP. ETC. 
® COT 
Milton @ Rapaport 
(©) SECRETARY 


Grace Rapaport 


(© OWNERS OR PARTNERS 


sepa 
(AFFILIATED CONCERNS (Name, location, and in detail, controlling interest in each) 


ee 
}. PERSONS OR CONCERNS AUTHORIZED TO SIGN BIDS AND CONTRACTS IN YOUR NAME (If agent, so specify) 
tte 

NAME OFFICIAL CAPACITY 


Milton @ Rapaport Pres 


10 PERSONS TO CONTACT ON MATTERS CONCERNING BIDS AND CONTRACTS (If agent, 20 specify) Hiton # Ravaport Wo -b-O79L 
NAME TELEPHONE NO. 


It. INDICATE CLASSES OF EQUIPMENT, SUPPLIES, MATERIAL, AND/OR SERVICES ON WHICH YOU DESIRE TO BID (Use attached list, if any) 


it CATEGORY (See definitions on the reverse of thie form and cheok below the category which applies to the applicant) 
Ea (A) MANUFACTURER OR PRODUCER oO (C) REGULAR DEALER (Type 2) 


€) cw recur veer (Type 1) (CO) ce service est 
1. NUMBER OF PERSONS NOW EMPLOYED} 14. FLOOR SPACE (Square feet) | 15. NET WORTH 2500000 


+ THIS SPACE FOR USE BY THE GOVERNMENT 17. I certify that the information su: herein (including all 
Ee pages attached) is correct that neither the ene 
a a oy tone be eee S oy ns Se ae 

M Ga ‘ar as is known, is now 


a t as @ principal or officer, so 
de! or otherwise declared ineligible by any agency of the 
Federal Government from bidding for furnishing materials, 
supplies or services to the Government or an: fency thereof. 


SIGNATURE OF PERSON sapien 5 wai samaars 


/ 
pA 


18. MAME AAD TITLE OF PERSON SIGNING (P. type en print) 


N9888 O—58S——12 
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Marhattan 


UP-55 Laight Street 
New York 13, Ne Ye 


Enclose: (2) 8 F129" 
(2 


check list 
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30 January 1957 


i 
| 
| 
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So 2B ZS 


MAILING LIST REVIS(O OF 1 OCTOBER 1952 


=) 





WOTE: Accuracy and completeness in the accomplisiment of this fora is of 
the utmost. importance i all AN WAN: 


1. Exact Firm Name mINHIATTAN 





Street 





City & State 
Telephone Wo. V“4Ariwced S- 7662- 3-H- ST 








2. “We warrant that the aggregate number of employees of this fim, 
including affiliates owed and operated by the parent company, is: 


i 500 or more" 
m7 Less than 500" 


~ (check whichever is applicable to your fim) 


3. Write in the space provided below a statement detailing the volume of 
business which it is your desire to handle (i.e. whether in carlot and 
trucklot quantities or less than carlot quantities) and the product or 

ducts which yon are accustomed to purvey such as potatoes y, potatoes 
= onions, mixed fresh fruits and vegetables, frozen fruits and vegetables 
or any of these og othdr combinations which may apply in your individual case. 


bY“ Can AAWDPLE Any Votuar OF Gu scerss, lbw é THe 








Jar CHhALeoT O4 hk Lor vawerr rte sf. 
oTA4aT7ofs a/ow#s 
Fa CcsSHa Sawa a beeeraanes 





Frozten Faces rs & “€eera aics 


a ae me a ee 


lk. Please return this form to: 
Officer in Charge 
New York Quartermaster Market Center 
111 East 16th Street 
New York 3, N. Y. 
ATTN: Fruit & Vegetable Sranch 





Signed 





m2 *B2T 
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STANDARD FORM 123—AUGUST 1952 
«campers SERVIC SS ADMINISTRATION 
eG) me 7 


BIDDER’S MAILING LIST APPLICATION IMATNAL APPL NCATION 
All answers should be t 









or printed. See reverse for information and instructions. 


DATE OF THIS APPLICATION 
WEW YORK MILITARY SUBSISTENCE CENTER 3/21/67 


2. ADDRESS TO WHICH BIDDING FORMS ARE TO BE MAILED 


203 Duane St. Newyork N. Y. 


To 


1. NAME OF APPLICANT 


MORGAN PACKING CORP. 











3. ADDRESS OF MAIN BUSINESS OFFICE 7. HOW LONG IN PRESENT BUSINESS 


203 Duane St. New york B. Y 3/21/57 


5S. TYPE OF ORGANIZATION (Check one) T 6. iF INCORPORATED, INDICATE IN WHICH STATE 
3) INDIVIDUAL CD pantnersiur CORPORATION | HEW YORK 


7. NAMES OF OFFICERS, MEMBERS OR OWNERS OF CONCERN, PARTNERSHIP, ETC 
(A) PRESIDENT (8) VICE PRESIDENT 


apa VING ORNSTEIN ELEANOR MORGAN 
(C) SECRETARY (D) TREASURER 
BEEGEL 













CELIA BEEGEL 






(E) OWNERS OR 





8. AFFILIATED CONCERNS (Name, location, and in detail, controlling interest in each) 





WAME 












___TRVING ORNSTEIN 
____ ACK MORGAN MANAG 


10. PERSONS TO CONTACT ON MATTERS CONCERNING BIDS AND CONTRACTS (if agent, so specify) 








OFFICIAL CAPACITY 











______ IRVING ORNSTEIN ft 2 
___CSAGK __—s MORGAN MANAGER 


1). INDICATE CLASSES OF EQUIPMCNT, SUPPLIES, MATERIAL, AND/OR SERVICES ON WHICH YOU DESIRE TO BID (Use attached list, if any) 








ATTACHED LIST 


12. CATE GORY (See definitions on the reverse of (his form and cheok below the category which applies to the applicant) 




























OO (A) MANUFACTURER OR PRODUCER Oj (C) REGULAR DEALER (Type 2) 
x) (B) REGULAR DEALER (Type /) Cj (0) SERVICE ESTABLISHMENT = 
13. NUMBER OF PERSONS NOW EMPLOYED] 14. FLOOR SPACE (Squace feet) “| 1S NETWORTH—C~™S » 
‘ MANUFACTURING WARE MOUSE DATE AMOUNT 
20 Pt. 4/1/57 $25,000.00 
seateaemaeneireioceitriailteeneatpeoceaeensneinenemainiaistenianetieainesamaEIT 
16 THIS _SPACE FOR USE BY THE GOVERNMENT 17. I certify that the information supplied herein (including all 


pages attached) is correct and that neither the applicant 

nor any person (or concern) in any connection with the 

applicant as @ principal or officer, so far as is known, is now 

debarred or otherwise declared ineligible by any agency of the 

Federal Government from pidding for furnishing materials, 

supplies or services tg tnment or any agency thereof. 
Ny PERSON AYfHOp J SIGN THIS APPLICATION 






18. NAME AND TITLQ/OF PERSON SIGNING (Please type or print) 





z\= 


| 


5 
3 


| 


s 
2 


3| 


hes he bea hes | 3 fae he sb | 31 
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—_— 
STANDAED FORM 129-—-AUGUST 1952 
pecscmaco BY GENERAL SERVIC 'S ADMINISTRATION 
are 


INITIAL APPLICATION __ 


BIDDER’S MAILING LIST APPLICATION: | anenen 


All answers should be typed or printed. See reverse for information and instructions. 
DATe OF THIS APPLICATION, 


MARCH 16, 1957. 


2. ADDRESS TO WHICH BIDDING FORMS ARE TO BE MAILED 


L9 LAIGHT STREET MEW YORK 13, NM. XY. 








TO. 





KEW YORK MILITARY SUBSISTENCE MARKET CENTER 


Be 
|. NAME OF APPLICANT 


MANHA TAN FRUIT CONTRACTING CO, 







{ADDRESS OF MAIN BUSINESS OFFICE 
49 LAIGHT STREET WEW YORK 13, N.Y. 


§. TYPE OF ORGANIZATION (Check one) 


4. HOW LONG IN PRESENT BUSINESS 
25 YRARS 


6. IF INCORPORATED, INDICATE th WHICH STATE 
















oO INDIVIDUAL ° &) PARTNERSHIP oO CORPORATION 
a - i 
7. NAMES OF OFFICERS, MEMBERS OR OWKERS OF CONCERN, PARTNERSHIP, ETC. 
SS 





6. AFFILIATED CONCERNS (Name, location, and in detail, controlling interest in each) 


NeVANA SALES CORP 100 
CHITGILEY MANHATTAN CORP 100 % 


§. PERSONS OR CONCERNS AUTHORIZED TO SIGN BIDS AND CONTRACTS IN YOUR NAME (1/ agent, so apecify) 


_—HENEY GREENE = Of fic newer OFFICIAL CAPACITY 
“ut C, FREEDMAN PARTN 

TRV FREED BUTE cai 

DE COHEN OR IRA QUIN? BOYER AND NIGH OREMAN 


10. PERSONS TO CONTACT ON MATTERS CONCERNING BIDS AND CONTRACTS (If agent, so apecify) 













MAME 





ee ae 
1, INDICATE CLASSES OF GQUIPMENT, SUPPLIES, MATERIAL, AND/OR SZRVICES ON WHICH YOU DESIRE TO BID (Use attached ist, if aay) 


- 


a 
PLEASE SEE ATTACHED SHEET | = 
¢ . ‘ , at 
? + j & 
12 CATEGORY (See defnitione on the revd¥es of thie form and dheok kelow the pategory which agplice to the applicant) 
(C1 wy manuractuner on proouctn (1) (c) necuiar DEALER (Type 2) 
(B) REGULAR DEALER (Type 1) (D) SERVICE ESTABLISHMENT 














13. NUMBER OF PERSONS NOW EMPLOYED] 14 FLOOR SPACE (Square feo) 
MANUFACTURING 





ee ‘AMOUNT 
Jengary 31; 1957 | $ 86,731.70 


17. 1 certify that the informayon supplied herein (including all 
pages attached) is correct and that neither the applicant 
nor any person (or concern) in any connection with the 
applicant as a principal or officer, so far as is known, is now 
debarred or otherwise declared ineligible by any agency of the 
Federal Government from bidding for furnishing materials, 

. supplies or services to the Government or any agency thereof. 


SIGNATURE DF PERSON AUTHORIZED TO SIGN THIS APPLICATION 









THISWPACE FOR USE BY THE GOVERNMENT 


“WL * 8 










“18. NAME AND 7. 





16—07410-1 
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'& Nov 57 
sa cused SIGHT BUYERS Pg i of 12 | | 
..* WORKSHEET OF OFFERINGS | 
a iH . VENDOR 

TOMATOES 25# 
ULC bow D pcb 







OF ER 


(114) lug 


















heats 246 | SAS 
VR Liat Hes |CSCS) A 


io 









aT, 
ae F 7 etn 
JIB 


—$ ae 
Bz tiesbinke —__| WB __ 


Ae 63 


TOMATOES CELLO ConStdGrA-: |} 


A 






















S COO! 0 O9)b 

en 

OR fy hare WF OZAT AIS 
2RA io oe 7 













APPEEB DELIC NL 4O# 





FHS FORM 
17 SEP 53 X 7 S/ APS StL 16291 
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SiGHT BUYERS 
WORKSHEET OF OFFERINGS: 






iT | VENDOR 











‘ 


ferris Ni. 4.7  — Fe 


Gm 


DATES PFFD NL Ep 


—— oe 









nw 


=~ Et Pitetne es , 
Kl tebnt’ pb Ce FF3y 






hie Sites 


cs 














a x9 ae 
ager © Cot 
tl Mal 





<7 


—— 


H OR xX me ; 
17 sep 53" PSA 
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SEABOARD . 4 Nov 57 
SIGHT BUYERS 
- * WORKSHEET OF OFFERINGS pg 2 of 1: 
iT . VENDOR OFFERING” | 
GRAPEFRUIT @5¢ /4.$ 
B=. 5 
rT es 









LJ 


wtiin @ 
Vil be-taki ! 











GRAPES RED NL 28} 
ha phn a4 E 4 nar 


FHS FORM = 


17 SEP 








' 
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SIGHT BUYERS 
WORKSHEET OF OFFERINGS 


* (TEM ; VENDOR OFFERING 
GRAPES WHITE NL 28# ‘B2) lug 


Tih Tatts | 
at. > Rayo 7% r 


Jobin rs * Pere 


ae GE 
Sonat 














a) 



































ld UN io ry 

CLrrathinr Era $2 Sit" OSES) AGS 

(pnt f 
ny £7 4 hs “4 JS 6 ~~ GID B * 
MAkn. Ra Axe >S— 
2. @ 
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